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A “Universal” threader 
—for every requirement 
below l-inch! 









The new BEAVER ‘71° Kit Box! 


A handsome = crackle-finish “kit box” is now available (Resale $2.50) for the 
new Beaver “71” Pipe & Bolt Threaders. It will hold either the No. 71 Plain or the 
No. 71-R het tool—without removing the handles. A perforated welded ledge, 
as shown above, holds 10 sets of dies. For those who prefer it, we can provide a 
convenient hinged die box, also green crackle-finish, holding 8 sets of dies only 
(Resale $1.00). 


The Beaver “71" Threaders have been properly called “universal tools” since 
they will thread Pipe, Tubing, Conduit, Bolts (NC, NF or Acme), Pump Rods, 
etc. Also special dies upon request! 


Kk BS (29 BEAVER® 
\ & IY PIPE T@LS 
Highest Quality * WARREN, OHIO * For~ 40 Yea ars~ 




















THE SUPPLY MONTH 


ORCHIDS THIS MONTH go to: 1. 
Jack Dale, for putting over a slam- 
bang convention in Dallas, when 
everyone said it was much too far for 
most people to go. 2. Harry Rine- 
hart, Alvin Smith and Bud Hanson, 
for drumming up one of the most 
representative attendances in years. 
3. Harry Alien of Thos. Cook & Son 
for running a Convention Special train 
the like of which this industry has 
never seen. 4. Charlie Curtis, Ed 
Stauss, Dan Northrup and their asso- 
ciates for whipping together a_busi- 
ness like program which made a long 
trip worthwhile. 


FIRST QUARTER in the supply busi- 
ness ended on an “up” note. The Sales 
Indicator (page 56) leveled off its 
rate of climb but still showed a small 
increase over February and a tidy gain 
over the same month last year. On 
the basis of the first quarter, 1940 
should be an excellent supply year, 
but national and international condi- 
tions are in such turmoil that few, if 
any, would risk a guess far into the 
future. 


A NEW DEVICE for increasing co- 
operation among distributors was un- 
covered last month in John Pitts’ town 
of Alexandria. Louisiana distributors 
of all types—mill supply, hardware, 
plumbing and electrical—met there 
with their salesmen for the purpose 
of clarifying management’s problems 
for the salesmen, bringing the prob- 
lems of the firing line to swivel-chair 
executives and giving the salesmen a 
chance to meet each other under fav- 
orable circumstances. Sponsors of 
the idea point with pride to improved 
industry relations since the first meet- 
ing of this type held last fall, look 
forward to further improvements fol- 
lowing this get-together. 


WITH THE FORTY-HOUR WEEK 
jumping rapidly over the horizon, 
some serious discussion of the possi- 
bilities of going to a five-day week 
in the supply business took place in 
Dallas. While no official recommen- 
dations were made, concensus seemed 
to be that the decision would have to 
be a local one, depending on character 
of industries predominating in the ter- 
ritory. 
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ACCO makes all 


types of welded 
and weldless chain- 
fittings—attachments 


Your chain equipment problems, whatever they be, find solu- 
tion in the complete lines of American chains, fittings and attach- 
ments. Whether your jobs require our new Endweldur Chains in 
a modern alloy steel—or whether they are done best with good iron 
chain—the American line has what is right for the work in hand. 


Back of every chain we make are years of patient research and 
development work in field and laboratory, honest and unstinted 
man-hours of labor in our mills, and every manufacturing safe- 
guard we can employ. 


How ACCO’S Modern Engineering and 
Efficient Organization HELP YOU 


American Chain engineers serve you in two important ways. ( 








They provide the best chains for countless purposes—and they 
work with you to put the most suitable chain equipment to work 
in the best way. They invite you to discuss your customers’ 
chain problems with them. 








Ample stocks of American chains, fittings and 
attachments are located at strategic points 
throughout the country to serve the distribu- j 
tors who sell these products. 


Send for this FREE BOOKLET 


It gives all the important facts about ENDWELDUR 
Sling Chains. Consult us (with no obligation) on any 
chain problem. Address American Chain & Cable 
Company, Inc., Bridgeport, Connecticut 











AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION PAGE STEEL AND WIRE DIVISION —In Conodo: 

AMERICAN CABLE DIVISION HIGHLAND IRON AND STEEL DIVISION —- READING-PRATT & CADY DIVISION = DOMINION CHAIN COMPANY, LTD 
ANDREW C. CAMPBELL DIVISION  MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION /"“"9ne 
FORD CHAIN BLOCK DIVISION OWEN SILENT SPRING COMPANY, INC. WRIGHT MANUFACTURING DIVISION THE PARSONS CHAIN COMPANY, LT, 
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Today's MODERN POWER TRANSMISSION 
EQUIPMENT: for more profitable SALES 


SAFETY 
COLLARS 


WITH FEATURES THAT MEAN 


MORE SALES 


MALLEABLE SAFETY COLLARS—Read the sales features 
and see why Link-Belt quality helps you make money. 
These malleable safety collars—solid or split—are strong 
and durable, light in weight, and occupy little space on 
the shaft. Bores are machined and accurately faced 
on both sides. They resist rust and corrosion, They 
can be driven on or off the shaft without breaking or 
chipping. The set screws are well protected for safety. 
Only a monkey wrench needed for installation or 
removal, 

SOLID STEEL SAFETY COLLARS—Where you have 
requests for safety collars for installations where but 
limited space is available you can depend’ on Link- 
Belt Steel Safety Collars to fully meet the nééd. . They 
are machine-finished all over and cadmium plated 
corners are smooth and flangeless—outer edges are 
rounded for safety—set screws tighten below the sur- 
face—bores are chamfered for ease of installation. They 
are especially well suited where limited space is avail- 
able on and around shaft, or where corrosion resistance 
and appearance are important. Neatly packaged. 


Go right down the entire line of Link-Belt power trans- 
mission equipment and you see one feature after the 
other—features that help the distributor—day in and 
day out—in his sales efforts. Investigate the line 
now—it’s well worth your while. Book 1600 tells all 











about it. 
| LINK-BELT COMPANY 
i: Chi Indi li Philadelphi Atl 
LNK-BELT — Dallas —— Feenceee is "Soseate — 


ee hi ‘ e ind : i Carried in stock by mill supply houses throughout the country 
-~ ie il 4 
yw a Lis | ote: » OTHER LINK-BELT POWER TRANSMISSION EQUIPMENT 


x TO HELP YOU BUILD SALES 


\ §elf-aligning Anti-Friction Ball Babbitted and Bronze-Bushed 
j and Roller Bearing Units Bearings 
Unmounted Bearings for various Take-ups 


industrial applications Friction and Jaw Clutches, includ- 
Welded Steel Base Plates ing the famous Twin Disc line 


Cast and Cut Tooth Sprockets Drop Hangers and Hanger Speed Reducers of the Worm, 


and Gears Bearings Herringbone and Motorized 
- Steel Split and Cast tron Pul- Grease Fittings Helical Gear Types : 
leys Shafting Variable Speed Transmissions 
, of the P.I. ear and 
Safety Collars Silverstreak Silent Chain V.R.D. Types 
Couplings, both Flexible and Drives All types of chains for con- 
Rigid Silverlink Roller Chain Drives veyor and power transmission 


8106 e 


THE POWER TRANSMISSION LINE 
THAT INCLUDES POSITIVE DRIVES AND 


INCREASES SALES OPPORTUNITIES 
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SOLD BY 


LEADING DISTRIBUTORS 





EVERYWHERE 











This Electric Hammer is SELLING BIG 
Get YOUR share of the SALES! 


Because they cut costs and speed up operations, 
Black & Decker Portable Electric Hammers are 
easily sold to any plant or shop now using slow, 
hand methods—and that covers a big territory. 


Because the line is complete with 4 electric 
hammers ranging in capacity from 14” to 2”, you 
have the correct hammer for every type of job and 
the B & D Hammer Handbook tells you where to 
look for these jobs. Practically all you have to do, 
is demonstrate the easy, fast operation of a Black 
& Decker Hammer in contrast to slow, labor- 
ious hand methods—and you make a sale. 

Because we are backing you with plenty of 
advertising and merchandising material, sales 
come easier. Black & Decker advertisements 


on Portable Electric Hammers are reaching 
millions of prospects through the Saturday 
Evening Post, Mill & Factory, Industrial Equip- 
ment News, American Machinist, Construction 
Methods and Practical Builder. In addition, 
thousands of copies of Black & Decker’s illus- 
trated Hammer Handbook have been distributed 
among men in all fields and industries. 


Because the line is right and you’re backed up 
with aggressive advertising and merchandising 
material, sales for the Hammer are waiting for 
you. Complete the job by demonstrating the 
Hammer and you'll bring profits your way! 
The Black & Decker Mfg. Co.,717 Pennsylvania 
Avenue, Towson, Maryland. 





Portable Lectro-Shears Portable Electric Saws Portable Grinders Portable Electric Drills 
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F @ Specified 
NSMISSION BELT 
opveE a= ROLL DRIVE 
Go F ment COMPANY, NEW VILLAGE Wy 


poRnTrAne a 


WANT TO SELL 
MORE BELTING? 


Records like this clinch sales 





gors? 


ERFORMANCE talks loudest in selling 

belting, and when it comes to talking per- 
formance, Goodyear distributors can really go 
to town. Just for example, take the giant roll 
drive shown above. It operates a rock crusher 
grinding boulders weighing up to ten tons. 
Four years was once considered exceptional 
belt life on this drive. Then, in 1922, it was 
equipped with a 9-ply Goodyear belt. Today, 


THE GREATEST NAME 


18 years later, this same belt is still on the job 
—more than four times longer service with 
corresponding economy. Countless records 
like this give Goodyear distributors a big 
edge in landing heavy-duty big-belt orders 
that run into real volume. If you are not a 
Goodyear distributor, why not see if your 
territory is open? Write Goodyear, Akron, 
Ohio, or Los Angeles, California. 


BELTS 
MOLDED GOODS 
HOSE 
PACKING 


IN RUBBER 


“ of 


if tyes Ture 


MILL SUPPLIES © MAY, 1940 














This. ° courses is due primat rhe agere®® sales efforts of 
the ™4 y ais fibut o hav ange ro the Thor \ine - * and 
ro th yrstandin \ succes hey 4 achieved ith the ne Thot 
po ble electti pblet and me hor-N ple eect” 
Hammer with new oo! develoP™ hor. 35 jways * 
gettin che pace for the sndustty 10 Th pistt! rs} e 
mark first ith rofitable sales puildet>: 7h cthet P oof 
chat Thor offers Moré , Port ble Lect Tools!” 
‘ 


§ 00 
SON 
AGO ’ 
015 


MILL S 
, 1940 
7 








WHERE YOU GET WHAT YOU WANT 
When You Want it! 


yo TWO 









ner 200 THREES, 


“ WA 











s Al 
MNP price CET Money 


Gt st 
THE 
& Bunting advertising in a long list of 
periodicals circulating throughout 
American industry is telling the men 
in office and shop that the place to 
go for bearings and bearing metals 
is to the Bunting wholesaler... The 
Bunting Brass & Bronze Company, 
Toledo, Ohio. Warehouses in All 
Principal Cities. 


@ Thousands of the new Bunting \ 
Catalogs are being distributed in 
your territory, giving sizes of 
Bunting Bearing Bronze Tubular and 
Solid Bars andcompletely machined 
and finished bearings for machinery 
production and maintenance needs. 
Write for the copies you need for 
office and salesmen. 


Bu BUSHINGS + BEARINGS 
PRECISION BRONZE BABS + BABBITT METALS 
\ Rm 
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.--Fhe Profitable WHIZ Line! 


Your industrial customers spend a lot of money—and are plan- 
ning to spend even more*—on sanitary supplies. Here’s a chance 
to cash in on this profitable business— and add a non-competi- 
tive list of fast-selling items to the lines you now represent! 
Handle the WHIZ Line—heavy-duty industrial floor waxes, 
polishes, soaps, disinfectants, etc. You’ve got a fine potential 
market for these products with your present customers—and the 
WHIZ “Factory Sealed Container’ sales approach is just what 


they have been looking for. 


HERE ARE SOME OF THE WHIZ LEADERS 


WHIZ SELF-POLISHING FLOOR WAX 
is a high-quality, heavy-duty wax espe- 
cially designed to stand up under heavy 
traffic. It weather-proofs the floors and 
prevents disintegration by providing 
a hard, tough, wear-resistant, non-slip 
surface. Fine for use on linoleum, 
wood, rubber composition, cork, as- 
phalt and cement floors. 

WHIZ LIQUID HAND SOAP produces a 
rich, creamy lather. Immediately dis- 
solves and removes dirt and grime. 
Leaves the hands soft and clean. Made 


of the finest coconut oil, and the natural 
glycerine formed in its manufacture is 
retained. Acts as a balm, protecting 
the skin from chapping. WHIZ Liquid 
Hand Soap is used exclusively by many 
of America’s largest restaurants, the- 
atre chains, railroads and factories. 


WHIZ PINE OIL DISINFECTANT—a leader 
inits field. Pure steam distilled pine oil 
base saponified with pure vegetable 
oil. Forms white emulsion when dilut- 
ed with water. Is an effective deodor- 
antand when used as spray, revitalizes 
and conditions the air. 


*The McGraw-Hill Survey of “Buying Plans for 1940” shows that “Working 


Conditions” will receive major attention in 1940 
penditures for products like the WHIZ Line. It's RIGHT DOWN YOUR ALLEY. 


R. M. HOLLINGSHEAD CORP., Camden, N. J. 


this means increased ex- 


+ 





IMPORTANT 








@ Valuable WHIZ franchises are about to 
be awarded. Our representative will call on 
you and give you full details. Please ad- 
dress our Industrial Division on your com- 
pany letterhead indicating when it will be 
convenient. ’ 
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NEW LOWER SELLING PRICES 


“TOLEDO” NO. 101-102 ADJUSTABLE BOLT DIE STOCKS 





Due to increased manufacturing facilities we have 
been able to greatly reduce prices on “TOLEDO” “TOLEDO” 

No. 101 %4” to %” and No. 102 %” to 1” Adjustable - ie 

Bolt Die Stocks. A sound investment at these new cm ADJUSTABLE BOLT DIE stogx 


Cin ie FORMISHED iq aay 
Ve ae " 


low prices. OO we re ie 


SECA 


VE “TO Eno 


The outstanding feature is the easy. positive ME TOLEDG PPE Thtcagine 4, 
die adjustment. Oversize, standard or undersize 
threads are easily obtained by turning knurled 
sizing ring until desired depth is reached. 

Any combination will be furnished. Attractive 
sales literature is available on request. Note new 
low prices below. 


f t | : 
CHIME C9, TOLEDS, nig 





NO. 101 WITH 1 SET DIES AND GUIDE, N.C. OR NF....... _. $3.20 
NO. 101 WITH ANY 5 OF THE FOLLOWING SIZES, 4", 5/16", %”, 
7/16", Ye", 9/16" OR %” N.C. OR NF eh Oe Osby: 9.30 
NO. 102 WITH 1 SET DIES AND GUIDE, N.C. OR NF........ 00 on up « he Ge oe Se 
NO. 102 WITH ANY 5 OF THE FOLLOWING SIZES, 12”. 9 16”. 5”, SMALL ATTRACTIVE PARTITIONED RED METAL 
%4”, %" OR 1” N.C. OR NF 11.20 BOX AS ILLUSTRATED. 
THE TOLEDO PIPE THREADING MACHINE Co. 
TOLEDO, OHIO New York Office. 72 LAFAYETTE ST. 
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SKILSAW TOOLS 


DO MORE JOBS FASTER 
--- AND BETTER FOR 


T & F ENGINEERING CO. 
CLEVELAND 





What better proof could you 

want of the wide acceptance that 

SKILSAW TOOLS have among the plants who know and 

want the best . . . than the fact that so many manufae- 

urers of precision machinery use them to improve workmanship, reduce 

osts and speed up production! Illustrated here are some of the usually costly opera- 

tions made fast and profitable by SKILSAW TOOLS at the T & F Engineering Co.., 

Cleveland, builders of special precision machinery . .. proving that every SKILSAW 

TOOL helps to sell another! Push the entire SKILSAW Line to‘every prospect in 
your community and you'll make more profits and friends! 


SKILSAW TOOLS ARE SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


SKILSAW, INC., 5033-43 Elston Ave., Chicago 


36 East 22nd St., New Yorke182 Main St., Buffalo 
42 Brookline Ave., Boston @ 15 8S. 2ist St., Philadel- 
phia © 2124 Main St., Dallas @ 918 Union Street, 
New Orleans @ 1253 South Flower Street, 


Los An- <= TRAVWWS 
geles © 2065 Webster Street, Oakland © 29 North ~SS 


Ss. 
WR ee VORA INAS TE 
BS * 
Isc SANDERS - GRINDERSy: BLOWE 
Ave., N.W., Athinta. al 


Canadian Branch: 85 Deloraine Ave., Toronto. 
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The difference in the diameters of these two pieces of Thermoid Hose is just 5%'’ 
—but what a world of difference in the service they perform! Take pressures 
for instance. The little piece of rubber tubing has an outside diameter of %” 
and is used on stethoscopes that develop no pressure at all—but that wire- 
reinforced rotary drilling hose, with an outside diameter of 5%’, withstands 
pressures of 10,000 pounds per square inch. 


Between these extremes, there is an amazing range of pressures and applica- 
tions for which hose has been perfected by Thermoid Engineers in their sixty 
years of development and research. Literally scores of types of Thermoid Hose, 
as well as Belting, Packings and Brake Linings, have won reputations for 
dependability under every conceivable operating condition. 


When you turn to Thermoid, you may be sure of immediate, personal atten- 
tion—whether it be in meeting your requirements for standard products of 
unexcelled quality, or in the development of new, special purpose materials. 
We will welcome your inquiry. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


hermol 
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idard types of beltir 
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Air Hose 

Water Hose 

Steam Hose 

k Hose 
Gasoline H 
Suction H 


Tank Tru 


BRAKE LININGS 








MORSE 


NEW YORK STORE: 130 LAFAYETTE ST. - - - - - CHICAGO STORE: 570 WEST RANDOLPH ST. 





TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. Az 
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FIG. 1444 


. oO. Ss. Y. 
FIG. 1431 
N.R.S. GATE VALVE 


GATE VALVE 


FIG. 241 
O.S. Y. 
GLOBE VALVE 


Painstaking Powell work- ;. 
manship teamed with @ 
constant design improve- 

ments and inspection of 
materials — means that 

Powell Iron Body Valves 

meet the most critical service tests. 


Be sure of dependable valve performance! For unu- 
sual service, minimum upkeep, specify Powell Valves. 


OWELL VALVES 


er a CINCINNATI, OHIO 
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“Here’s a Campaign for Distributors 
That Will Bring Results!” 


Another Distributor of 
Graton & Knight Leather Products 
Finds Broader Profit Opportunities 
in the “SPEED FOR 1940” Plan 
“Graton & Knight certainly had the distributor 
in mind when they prepared the SPEED FOR 
1940 Sales Plan.” So says Mr. Blake of W. L. 


Blake & Co., Inc., distributor of Graton & 
Knight leather products in Maine. 

































“It’s a program that fits in well with the dis- 
tributor’s method of selling. The advertising 
is factful and forceful. The new quick-reference 
catalogs are complete, yet compact and easy 
to use. The direct mail is the right type to get 
inquiries that lead to sales. In fact, all selling 
aids are convenient and fast-working. 


“We're getting right behind this SPEED FOR 
1940 Plan, because we can foresee profitable 
results.” 


G&K DISTRIBUTORS 


Are you taking advantage of all the new G & K 
sales aids? Remember — our 1940 line is more 
complete and the new profit margin is broader. 
There’s more money for you in pushing G & K 
leather belting, belt dressings and cements, leather 
packings and textile leathers. 


OTHER DISTRIBUTORS 


If you are not handling the G & K line at present, 
find out if there is a franchise open in your terri- 
tory. You may be able to enjoy the advantages of 
a selling plan that many other distributors are 
finding very profitable. Write for full information. 





WRITE FOR YOUR FREE COPY OF 


GRAKNIGHT LIFE 


A monthly publication edited 
for distributors and their salesmen 


GRATON & KNIGHT COMPANY 


GRATON 
WORCESTER yates MASSACHUSETTS 
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' Extra Values 


that will help you sell 
Kennedy Standard Iron-Body 
Wedge Gate Valves 

















LT pny that is 50% stronger than ordinary 
cast iron; provisions for speedier connect- 
ing up to pipe lines, easier manipulation of hand- 
wheel and more convenient repacking; and thor- 
ough protection against destructive influences— 
these are some of the extra values in Kennedy 
Standard Iron-Body Wedge Gate Valves 


Each of the other types in the large Kennedy 
line, too, has many refinements of design that will 
win the approval of your customers and assure 
repeat orders for you. Kennedy products include 
gate, globe, angle and check valves in bronze and 
iron body, for a wide range of pressures; and also 
cast-iron flanged fittings and flanges, malleable 
iron and bronze screwed fittings. 


Kennedy Valves and Pipe Fittings are sold only 
through supply houses, and the two large Kennedy 
plants and conveniently located warehouses pro- 
vide prompt attention to your orders. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 
OVALVES with Extra Value 
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PART OF MACKLIN’S unrAILiING 


LINE OF DEFENSE 


A. grinding wheel for every grinding purpose .. .““To Protect Your Production”. . . on 


all grinding jobs . 


is a MACKLIN Wheel ready to grind your problems away. 





- No matter what type of grinding wheel you require there 


This second line of defense backs up stock carried by the following distributors: 


ALABAMA 


Jefferson Brick Supply Co 


Birmingham 


CALIFORNIA 

& Stern Supply ¢ 

San Francisco 

Union Hdwe. & 
Los Angeles 


Miller 


COLORADO 
Johnson Supply Co 
Jenver 

CONNECTICUT 
Ee i Ensworth 
Hartford 
I Hallock Co 
Derby 
Hdwe. Co 
Bridgeport 
DISTRICT OF 
Noland Co 
W ashington 


FLORIDA 


Christopher Co 


Lindquist 


1. & 
Jacksonville 
GEORGIA 

Granite City Tool Co 

(Stone Industry) 
sIberton 


Pye Parker Supply Co 


Metal Co 


& Son, Inc 


COLUMBIA 


ILLINOIS 
Charles Products Co 
ecatur 


Paulson & Co 
Rockford 


CE 


Clifford Peterson Tool Cx 


Chicago 


INDIANA 
Meyer & Son 

South Bend 

Plumbers Supply Co 
Evansville 

& Supplies, Inc 

Indianapolis 


G. I 


Tools 


MASSACHUSETTS 
G. R. Armstrong Mfrs. Supplies 
oston 
MICHIGAN 
) Bard Steel & Mill Supply Co 
.alamazoo 
A. L. Holcomb Co 


Grand Rapids 
Kendall Hdwe.-Mill Supply Co 
Battle Creek 
Lakeshore Machinery & Supply Co 
luskegon 
Utility & Industrial Supply Co 


Jackson 
Watzek Sales & Saw Service 
Bloomington MINNESOTA 
IOWA Granite City Tool Co 
. . (Stone Industry) 
lowa Machinery & Supply Co St. Cloud 
Des Moines 


KENTUCKY 
Dehler Bros. Co 
Louisville 


LOUISIANA 
Mill Supply Co 
lew Orleans 

Hollis & Co 
Shreveport 
MARYLAND 

James Walker Co 

Daitimore 


Dixie 


Northern Machinery & Supply Co 
Minneapolis 
Smith-Sharpe Co 


Minneapolis 
MISSOURI 
Manufacturers Sales Co 
St. Louis 
Machinery & Supplies Co 


ansas City 
NEW HAMPSHIRE 


Cohen Machinery Co 
Manchester 


NEW YORK 
M. E. Avery Co 
Watertown 


Baldwin-Hall Co. 


Syracuse 
Haverstick & Co 
Rochester 
H. D. Taylor Co 
Buffalo 
OHIO 
Erie Tool & Supply Co 
Toledo 
W. T Johnston Co 
Cincinnati 
Ross Willoughby Co 
Columbus 
Ross Willoughby Co. 
Springfield 
White Tool & Supply Co 
Cleveland 
OKLAHOMA 
Conso.icated Mine Supply Co 
icher 
OREGON 
R. Hoe & Co., Inc 
Portland 


PENNSYLVANIA 
Alden Supply Co. 
Philadelphia 


United Hdwe. & Supply Co 
Erie 


TENNESSEE 
Knoxville Belting & Supply Co. 
Knoxville 
Nashville Machine & Supply Co. 
Nashville 
Pidgeon-Thomas Iron Co. 
Aemphis 
Rogers Bailey Supply Co. 
Chattanooga 
TEXAS 
Granite City Tool Co. 
(Stone Industry) 
lano 
Oliver Van Horn Co. 
Fort Worth 
Oliver Van Horn Co. 
Houston 
UTAH 
Mine & Smelter Supply Co. 
Salt Lake City 
VERMONT 
Granite City Tool Co. 
(Stone Industry) 
Barre 
VIRGINIA 
Industrial Supply 
Richmond 
Noland Co 
Norfolk 
WEST VIRGINIA 
McJunkin Supply Co. 


Charleston 


Corp. 


WASHINGTON 
Hoe & Co., Inc. 
Seattle 


WISCONSIN 
Rundle-Spence Mfg. Co. 
Milwaukee 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS—JACKSON, 
Distributors in all principal cities 


MICHIGAN, U. 





Sales Offices :—Chicago - New York - Detroit 





- Pittsburgh - 
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Cleveland - 


Cincinnati - Milwaukee - Philadelphia 








T 


ABOUT 4285 TRIPS 
FROM CHICAGO TO 
THE TWIN CITIES « « 


*THE NEW 
DODGE-TIMKEN 


DOUBLE INTERLOCK 
PILLOW BLOCK 


TO EQUAL THE 30 000 Hours seRvice 
BUILT INTO THIS NEW DODGE-TIMKEN BEARING 





The Dodge-Timken Double Interlock Pillow Block is rugged—easy to in- 
stall—effectively sealed and designed to give 30,000 hours of trouble- 


free service under conditions for which it is adapted . . . The Dodge : : 

" ss 7 . The simple, conveniently ar- 
(30,000 hour) line of Rolling Bearings to which this new bearing has ranged selection tables in this 
been added offers complete coverage of industrial bearing requirements NEW Bulletin A388 eke © oney 


to select the right bearing for any 
job — send for your copy today. 


—uniformity in housing design—a single high standard of quality and 
it is backed by one responsibility . . . It's a good investment to install 
Dodge Rolling Bearings — their performance is proved on the basis of 
production profits. There are sizes and types to fit any job — many 
of them carried in local distributor stocks for immediate delivery. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S. A. 








*THE 30,000 HOUR LINE OF DODGE ROLLING BEARINGS 
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“HALLOWELL” 
STEEL SHOP EQUIPMENT 


for Quantity Sales— 


Quality Performance 








Fig. 732 
Pat'd and 
Pat's Pending 
Drawer is extra 





“HALLOWELL” 
STEEL BENCHES 


Buyers are quick to recognize 
the many advantages offered by 
“Hallowell” Benches. The fact that 
you can supply them with a bench 
that will exactly fill their need right 
from stock is usually a deciding 
factor. ‘“Hallowell’’ Benches have 
smooth steel tops—rigid flanged legs 
—ample shelf space and pilfer-proof 
drawer if desired. 











Fig. 1432 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability and machine 
finish combined with low price 
gives these collars a world- 
wide popularity. 








Fig. 754. Pat. Applied For 


“HALLOWELL” 
STEEL TRUCKS 


If you want to supply your prospects with 
floor trucks that will give them the best value 
for their money—you'll sell them “‘Hallowells”’. 
The steel platforms won’t chip or splinter .. . 
all parts will stay rigid . . . wheels and hubs 
are made for easy rolling, and they’re supplied 
in wide variety. 





Fig. 1334 
Pat. Applied For 


Pat. 
— Fig. 1249 


“HALLOWELL” 
STEEL STOOLS 


The exceptional and lasting rigidity of 
these all welded stools makes repeat 
sales a certainty. “Hallowell Stools 
are made in a complete selection of 
styles and will more than satisfy your 
most discriminating customers. 


























“HALLOWELL” 
STEEL TOOL STANDS 


Moves easily wherever it's 
needed; an easy stand to sell. 
Made in a variety of types for 
all purposes. 





Fig. 799 


“HALLOWELL” ster 
LIFT TRUCK PLATFORMS 


These are made to be easy on the floors. The 
end-grain wood legs allow them to set down 


as gently as a cat's paw. You can back these 
to the limit. 








" . 
=PlonEER ak 





reel 


Fig. 300 


The original Steel Shaft Hanger—and 
the only hanger with integral feet. Mil- 


lions in use the world over. 














Write for 
LITERATURE 


STANDARD PRESSED STEEL Co. 


and men JENKINTOWN, PENNA. BRANCHES 
DEALERS’ DETROIT . 
PROPOSITION INDIANAPOLIS Gen ore SAN FRANCISCO 
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More file sales for you ... and more tool sales, too 
. ». When you attract customers with 
THESE HARD-HITTING HELLER DISPLAYERS 


Here is a sure-fire way to build 
up your file profits. Put these 
interest-arousing Heller 
Counter Displays to work in 
your store and watch your 
customer stop—look—examine 
—and buy. 


For each of these attractive, 
powerful sales-boosters gives 
your customer all the NUCUT 
facts at a glance ... the size, 
the shape, and the price. More 
than that—it gives him a 
chance to see just why a 
NUCUT provides better, 
cleaner, faster filing. Your cus- 


HELLER NUCU 
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tomer gets the file that is twice 
as good as an ordinary file yet 
costs only a little more ... 
you get more and more 
business. 


Take action now to start boost- 
ing your sales of files and 
hammers with these hard-hit- 
ting Heller Displayers. Wide- 
awake mill supply distributors 
are finding them good sales 
boosters. 


HELLER BROTHERS COMPANY 


Newark, N.J. Newcomerstown, Ohio 


“WAVY 





THESE HELLER DISPLAYS 


























1 
“SPECIAL FIVE” 


You get 5 dozen NU- 
CUT Files: 6” Extra 
Slim Tapers; 8” Mill 
Bastards; 10” Mill Bas- 
tards; 12-8” Farmer's 
Own; 6” Double Extra 
Slim Tapers. Size of 
Display: 10” x 13%”. 


2 
“BIG THREE” 


3 dozen fast-moving 
NUCUT Files: 8” Mill 
Bastards; 10” Mill Bas- 
tards; 6” Extra Slim 
Tapers. Size of Dis- 
play: 6” x 13%”. 


3 
“ALL PURPOSE 
FILE’ 


Coarse cut on one side 
—smooth cut on the 
other. You get: 12-8” 
All-Purpose Files. Size 
of Display: 11°4”x2'4”. 


... and HAMMERS 
that 
boost your sales! 


4 
BALL PEIN 
HAMMERS 


You get 12 Machinist's 
ParkerizedBlackFinish 
Ball Pein Hammers: 
2-4 oz.; 2-6 oz.; 2-8 oz.; 
2-12 oz.; 2-16 oz.; 2-24 
oz. ‘‘Rubberi’’. Size of 
Display: 19%” x 16”. 


5 
CARPENTER’S 
NAIL HAMMERS 


You get 12 Nail Ham- 
mers: 3-16 oz. Heller 
““Rubberi’’; 3-16 oz. 
Electric; 3-16 oz. Ex- 
celsior; 3-16 oz. Black 
Top. Size of Display: 
24%” x 14”. 


TEETH" 


PATENT No. 2027039 


are a New Sales Opportunity for You! 





Cn” 
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SERVICE 10 Z/ou4 CUSTOMERS 


rom 
ec 7 
out 
plant Tat will pay 9 


peen made. 


HERE is not much need of our talking 
about the merits of Alligator Steel 
Belt Lacing and Flexco HD Belt Fasteners. 
Mill Supply salesmen know these prod- 
ucts and most houses are selling them. 
But we do believe that it is extremely 
important to stress the necessity of ap- 
proaching the sale of belt fasteners from 
the service viewpoint. 

We know from experience that you will 
be surprised how much profitable busi- 
ness you can pick up on Alligator Steel 
Belt Lacing and Flexco HD Belt Fasteners 
if you make a check-up on some of the 
plants in your territory. 

In order to reduce this method of sell- 
ing belt fasteners to a practical basis, we 
have prepared a definite program which 


“MORE PROFITS FROM BELT FASTENERS” is the 
theme of a complete portfolio that will give you many 
practical points on where and how to get more business on 
Alligator Steel Belt Lacing and Flexco HD Belt Fasteners. 


we believe you will find of interest. It is 
built around the theme of “More Profits 
from Belt Lacing” and it offers many sug- 
gestions on how to go about the job of 
selling belt fasteners. Then there are 
reprints of two advertisements, as shown 
in the small reproductions above. One is 
entitled “Maybe There Ought To Be a Belt 
Fastener Week” which appeared in the 
May issue of Mill & Factory and the 
other “Your Supply House Renders a 
Service on Belt Fasteners’’ which appears 
in Purchasing for May. 

We believe the program will appeal to 
you because it is based on rendering a 
better service to your industrial custom- 
ers. We shall be glad to send you com- 
plete details. 


Write for your copy. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago, Illinois 
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—Multliples Like Wid 
You can make quicker sales— 


at a profit 


= = "4% This is an example of the wholesale en- 

a husiasm for the 81 different types of 

5 eel . yee 

oe da s MANHATTAN and CONDOR Hose 
— ROK used by a wide range of industries. 


Such enthusiasm is evidence of the kind 
of service and performance that builds 
up customer satisfaction and profit for 
mill supply jobbers who hold the MAN- 
HATTAN franchise. 


Cut yourself in on repeating profits by 
adding the MANHATTAN line to step 
up your entire list. 


PRODUCTS 


Compensated Belts Fire Hose Water Hose 
Conveyor Belts Garden Hose Air Tubing 
Standard Belts Hydraulic Hose 

V-Belts Oil and Gasoline Hose 
Agricultural Belting Packers Hose 

Acid Hose Paper Mill Hose 5 
Air Hose Sand Blast Hose Industrial Brake Lining 
Brewers Hose Sand Suction Hose and Brake Blocks 
Contractors Hose Spray Hose Molded Rubber Goods 
Creamery Hose Steam Hose Textile Mill Specialties 


OTHER MANHATTAN PRODUCTS 


Suction Hose Tubing Molded Hose for 
Oil Hose Washers Every Service 
Other Grades of Hose : : 

Packing Oilless Bearings 


lAatting Belting of Every Abrasive Wheels 
Pump Valves Description Bowling Balls 


Dredge Sleeves 
Chute Lining 
Launder Lining 





THE MANHATTAN RUBBER MFG.DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES 


| 
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Thru the Ability of Gates Vulco 
Ropes to Operate on Flat Pulleys. 
Mr. Ed Judge of Industrial Metal 
Products Co., Lansing. Michigan. 
Contrived this Ingenious Applica- 
tion to the Step Pulley on a Shaper. 
The Motor Can Be Slid Along the 
Round Shaft for Pulley Position and 
Also Pivots on this Shaft to Give 
Proper Belt Tension. 


The ; 
Concave Side 
iS A GATES PATENT 


Just by Bending Any V-Belt 


AS IT BENDS IN GOING AROUND ITS PULLEY 
YOU'LL LEARN OF A 


REAL SAVING 


.... in Belt and Power Costs 


As a V-belt bends, you can actually feel its sides change shape! 
The top of the belt is under tension and grows narrower (see figure 1, 
When a at left). The bottom is under pressure—therefore it widens. These 
V-Belt Bends stresses force a straight-sided V-belt to bulge in the sheave groove (Fig. 
1), and this produces uneven wear on the belt sides, resulting in shorter 


life! 


Now look at figure 2. There you see how the concave 
side of the Gates Vulco Rope (U. S. Patent 1,400,539) 
exactly corrects this bulging. It insures a perfect fit in 
the sheave groove with uniform side-wall wear and, there- 
fore, longer life! It insures that the entire side-wall grips 
the pulley—heavier loads are carried without slippage— ,,. 7/7/77" 
belts are saved and power consumption reduced. eee arcs 





What Happens 


V-Belt 
in Sheave 





the wear. That's why 
life for the sides means longer 


The Gates Vulco Rope is the only V-belt built with “”“** 
the patented concave side. 


THE GATES RUBBER COMPANY 
Engineering Offices and Stocks in All Large Industrial Centers 


GATES ‘“i2»: DRIVES 


CHICAGO, ILL.,}3% Souh | HOBOKEN. N. J..ce"mins!_ BIRMINGHAM, ALA., 6! 'st LOS ANGELES, CAL., Geos pied. 
DENVER. COLO.., 3% Sous DALLAS, TEX., 2!3,Griltia PORTLAND, ORE..3% ¥.- SAN FRANCISCO,CAL., 770 g,, 
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Says THE JOBBERS SALESMAN: 







Right in the Groove for Jobbers 
ATKINS CURLED CHIP 


@ There are many reasons why 

a jobber salesman finds it easy to build up a 

sustaining volume of saw sales with Atkins 

Metal Cutting System, but you can boil them 
down to two important ones. 

First: New customers come easier. With the 


‘ : Atkins Super-Power Blades ... The power blades with machine tool 
available performance data saw users quickly cutting qualities —the fastest, straightest cutting blades available today. 


: . > Red, whi d blue ends. 
consent to give Atkins a thorough trial. ene renner ee 


Second: Users stay sold on Atkins as the 
sales points are translated into actual per- 
formance in their own shops: “fast, accurate 

P a a : Atkins Silver Steel Blades . >. Famous as the first high speed 
saving on tough work _ large production hacksaws with a 15-year “best selling” record. Blue ends. 
savings’’—‘‘more cuts per saw.“’ 


ATKINS 
filer Stal & 


® Saws == 





ATKINS 
no te 


© SAWS 2 


Atkins A-Mol Blades. . . Preferred byusers of molybdenum blades. 
ES and Company Yellow ends. 


“For Every Cutting Job, Atkins Has The Edge’ 





r a 


Wer SAWS | : "ined 
Gteel Atkins Metal Milling Saws Atkins Metal Band Saws 


Exclusive clearance guiding Fast-cutting, edge-holding saws in 





and new patented tooth afford two types: Flexible Bark Hard 
new cutting speeds and feeds. Edge and All Hard Spring Temper. 


420 S. Illinois St., Indianapolis, Ind. 
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It means savings and satisfaction for users of belt drives... 


and greater sales opportuntties for you ! 


The problems of power-transmission that 
your customers face in their plants have 
their own peculiar angles—there is no 
standard solution. 

The goal always is increased efficiency and 
economy, but the methods must vary. The 
‘American’ 
types of drives, provides you with equip- 


line, comprising a variety of 


ment best suited to any particular problem. 


You can save valuable production hours, 
reduce operating and maintenance costs 
American’ 


for your customer, by selling * 
Drive Selection Service. 





Write us for your copy of "Stories 
ThatSell”, describing some of the 
tough jobs thisService has licked. 





... bere’s what it did in one case! 


The V-belts on this Hammermill drive were 
lasting only two months—frequent replace- 
ments and shut downs were expensive. 


Examination by the “‘American’’ distributor 
showed that failure was caused by excessive belt 
tension required by high belt speed (5,700 
feet per minute) and very high starting loads. 


In August, 1939, an ‘‘American’’ Tension-Con- 
trol Wedgbele Drive was installed. It com- 
pletely solved the problem. 


Already, the cost of the installation has been 
repaid through freedom from belt replace- 
ments and maintenance attention. 





Finger Lakes & Hudson Flour Mill, 
Geneva, N.Y., finds “American” 
Drive triples belt life—eliminates 
production delays. 





THE AMERICAN PULLEY COMPANY, 4220 Wissahickon Ave., Philadelphia, Pa. 


\MERICA 


ULLEY COMPANY 
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B. FE, Hotvedt 
UStria) Supp 


you wil} 


Yes, Sir! Mill Supply men are getting ACTION on 
this line—dazzling customers with new ideas, new 
products and new money savers. It’s the kind of 
red-blooded merchandise and merchandising that 
HOLDS old customers and WINS new ones for you. 
At least a dozen new equipment items—and it’s 
fun and easy to sell them. Get the new 36-page 
Blackhawk Industrial Catalog — just printed! 

















usip 
wey oe 








You can't sell sweat and cuss- 
words — but you can sell Porto- 
Power hydraulic equipment. It 
licks the tar out of tough main- 
tenance jobs that now are handled 
by crude timewasting methods. 











Fae eres = = 
BLACKHAWK MFG. CO. 











; Dept. P1750, Milwaukee, Wisconsin Fa 
Rush complete information on Blackhawk's exclu- 
4 sive products for industry t 
{ ee f 
i Firm — = i 
‘ 
WORLD’S LARGEST MANUFACTURER OF HYDRAULIC JACKS Address 
Lema ee ee eee 
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men find it pays to carry 
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Snapshard* 
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Most of his stuff 
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folk how 


But last wi 
kids out to the 


they wantec 


Well, there w 


named jocko playin 


the kids loved it. 
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» » « MillSupplies » « « + « 


Five Day Week? 


At last month's Triple Mill Supply Con- 
vention in Dallas, the spectre of the forth- 
coming forty-hour week prompted consider- 
able serious discussion on the possibility of 
meeting the situation through the adoption 
of a five-day week. 

In most communities, the supply business 
is a 46-hour to 50-hour proposition. ‘There 


are many reasons for this, outstanding 
among which are the presence of continuous 
process industries, the fact that distributors 
have built strong reputations for service and 
the burden of detail necessary to conduct a 
business of this character. 

Fitting a 46-hour business into +2 hours is 

much the same as trying to put a size four 
pump on the foot of a vain woman whose 
feet are size six. Some distributors have 
met the requirements of the law with a 
stagger system. Others have set the hours 
at 42 and pay overtime on all hours worked 
over that period. Both solutions to the pres- 
ent problem have been only partially satis- 
factory. 
With the adoption of the forty-hour week 
in October, the stagger system will become 
even more unwieldly, the straight overtime 
method even more of a financial burden. 


Obviously, a five-day week will not work in 
all territories. We doubt that it will work 
in any territory immediately. Habit is a 
hard thing to break and only time and per- 
sistence will do the trick. One thing should 
be remembered, however. ‘The same law 
which applies to you applies to your cus- 
tomers and many more plants will be forced 
to close Saturdays to meet the requirements 
of the law. 

Undoubtedly, at first, it will be necessary 
to have a skeleton crew on hand on Saturday 
morning but the supply busineess will never 
get completely away from emergency serv- 
ice so this is nothing new. ‘The chances are 
good that, after a time, even this crew might 
be eliminated or considerably reduced. 

We are told that most supply men con- 
sidered Saturday afternoon closing sheer 
nonsense not so long ago, yet we know of 
none who now remains open (officially) 
after one o’clock. Customers got used to 
that custom in time. 


We repeat the five-day week may be no 
solution at all for many in the industry but 
we believe that to many others it holds out 
sufficient compensations to be considered 


‘ 


seriously. 
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THE REPUBLIC 
5S-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited 


* 


A quality of product uniformly | 
good and capable of delivering | 
service results that should reason- 
ably be expected i 


* 


A price basis inducing and mak- 


ing possible aggressive competi- - 
* | 's. = 


tion with reasonable profit return 
Freedom from competition from his 


source of supply, either direct or 
indirect, among the trade covered |) a 
i 
7h 
Ls Wars 
A - ) 








by his day to day solicitations 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
ciclized training and a knowledge 
of the product sold 


* 





REPUBLIC 
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FOLLOWING 
RULES OF 


BUSINESS 


® Rules governing any 
organization, or a relationship 
between organizations, lack 
value unless they receive the 
full support of all concerned. 
The 5-Point Policy is, in its en- 
tirety, a cooperative proposi- 
tion; and, as such, exerts a max- 
imum influence in the every- 
day activities of Republic Dis- 
tributors and their source of 
supply. That influence is not 
restrictive but serves directly to 
broaden business opportuni- 
ties. Complete adherence to the 
principles of the Policy permits 
complete accomplishment of 
its purposes .. . . REPUBLIC 
RUBBER DIVISION OF LEE 
RUBBER AND TIRE CORP., 

YOUNGSTOWN, OHIO. 


RUBBER 























CONVENTION AUTOPSY: Far beyond establishing that 
small orders are bad medicine, the Dallas outing proved (1) that 
nobody gets more fun out of life than T. R. Adams (A. V. Wig- 


gins Co., Syracuse ) (2) That if a 10-gallon hat can trans- 
form Carl Channon (Great Lakes Supply) into a buckaroo it 
can do the same for anybody ... (3) That Russ Case (Ther 
moid Rubber) can be as nonchalant about sleep as a camel is about 
water... (4) That Hugh Hirschon (W. S. Wilson) will still 
try for inside straights . (5) That the entire industry is to 
be complimented for its sober, sedate deportment and_ serious 
attention to business . (That’s for you to clip and show to 
your wife or attach to your expense account. ) 


CONDOLENCE DEPT.: If vou missed seeing R. K. Richardson 
(Haverstick, Rochester N. Y.) it was because a broken ankle 
upset all his convention plans. 


FALSE PROPHETS: It was a Friday early in Mareh with the 
temperature hovering in the neighborhood of 70 when George 
Willman (Mfr.’s Sales Co., St. Louis) and three mates yielded 
to the spring golf bug... The following day they set out in 
pursuit of midsummer form ... Came noon, came rain, came 
hack four soaked, mud-spattered, discouraged golfers . . . Next 
day it snowed and since then Nature has pelted St. Louis with 
evervthing in its bag of tricks, considering that the town doesn’t 
have a Voleano ... George is booking golf dates now for 
July 4. 


HOME GROWN DIPLOMAT: From the Midwest Purchasing 
Agent: “Harry Ruhf insists on having an .\merican flag on 
either side of him when he gives his salesmen one of those pep 
talks of his . . . So they can’t hiss?” 

TROUBLE BORROWER: As if the supply business isn't 
enough, Fred Swanson, Jr., (Globe Machinery & Supply, Des 
Moines) is struggling to make a profit on the raspberry patch 
which was included as part of the bargain when he bought an old 
house and five acres last year. 


WHEN IN ROME: The Messrs. Stewart (Stewart-Warner), 
Tuttle (Alemite), Murphy and Fuller (Shakeproof Lock 
Washer) went native in Dallas and sampled the bronchos at 
Rendezvous Stables . Found it just as easy to stay in the 
saddle as at home, so went away unimpressed, probably. 


HARD LUCK KING: The New Year started out as no bargain 
for Harry Shannon (Quigley, Memphis) whose favorite Ten- 
nessee team was licked in the Rose Bowl, whose overcoat was 
burned by a salamander in a customer’s plant, and whose wallet 
was plucked of all it contained while he slept soundly in his hotel 
room... As the Brooklynites used to say, Harry, “Better luck 
next vear.” J.J.W. 
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Clothes make the cowboy 


Rushing the season 


The Cohan of Cleveland 


Who is this Tom Mix? 


‘ 


When all else fails 


Mey TALK OF THE TRADE 
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NEW OFFICERS 
NATIONAL ASSOCIATION 


President—A. R. Smith, the Boyer-Campbell Co., Detroit, Mich. 


Vice-President for Areas | and 2—Andrew G. Carey, Carey Machinery & 
Supply Co., Baltimore, Md. 


Vice-President for Areas 3 and 4—Tyler W. Carlisle, Strong, Carlisle and 
Hammond Co., Cleveland, Ohio 


Vice-President for Areas 5 and 6—H. V. Waterman, Hendrie & Bolthoff Mfg. 
and Supply Co., Denver, Colo. 


SOUTHERN ASSOCIATION 


President—J. M. Bates, Moore-Handley Hardware Co., Birmingham, Ala. 


First Vice-President—John B. Crimmins, Mills & Lupton Supply Co., Chatta- 
nooga, Tenn. 


Second Vice-President—Howard M. Schramm, Turner Supply Co., Mobile, 
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Dallas convention topped all expectations, 
set a new high in railroad joy-riding, bull- 
dogged the small order problem ... And staked 


out a claim on Chicago for the 1941 meeting 


ME. 


DALLAS, TEXAS, IS THE SITE, and 
1940 the date of a convention long 
to be remembered by the supply in- 
dustry. The gathering last month 
ranked second only to the Bermuda 
cruise for keen enjoyment and 
trailed only the Pittsburgh (1938) 
meeting in total attendance. Nearly 
600 were officially registered and 
probably 150 more persons with a 
stake in the industry were also on 
hand. 
From the time train wheels 
started rolling south the party's suc- 
cess was assured. Not since the last 
gold spike was driven to complete 
the Union Pacific has railroading 
seen such a high spot as this. Bring- 
ing all the good features of sea-going 
hospitality, Harry Allen of the 
Thos. Cook agency scored a decided 
hit with his handling of the con- 
vention special. Entertainers, im- 
promptu and informal parties made 
the hours and the miles speed by all 
too quickly. The party gathered 
momentum all down the line. It was 
a case of “the more the merrier” as 
new cars were hooked on adding to 
the numbers and the spirit. Rolling 
out of St. Louis it was a veritable 
carnival on wheels that must have 
rocked the farms of Missouri and 
Oklahoma with its good cheer. 

















A. R. Smith (Boyer-Campbell, De 
troit) new president National Supply 


< 


& Machinery Distributors’ Association 


PARONE 


Then, when it came time for get 
ting down to business, sleeves were 
rolled up and the industry’s prob 
lems received a thorough working 
over. Ticketed for chief attention 
was the matter of the unprofitable 
small order. Perhaps half a dozen 
or more of our best thinkers came 
primed to shed light on this bugaboo 
from every possible angle. If ever 
a convention was stamped by the 
this 


one was predominantly a mass meet 


attention given to one topic, 


~ 


ing to eliminate the losses of the 


small order. And, so vigorous was 
the clamor on this subject, there is 
every reason to hope that out of this 
will 
action to rid the oppressed distribu 


convention come constructive 
tor of one of his major hindrances. 

In every way the efficiency and 
despatch of the business sessions re- 
flected the intelligent planning that 
had preceded them. Important but 
drab subjects were brought to life 
through skillful 
Round table discussions gave oppor 
tunity for 


dramatization. 


even the most retiring 


sav in the 


delegate to have his 





H. K. Clark (Norton Co.) new presi- 


dent American Supply & Machinery 


Vanufacturers’ Association 


clarification of industry thinking on 
vital current topics. 
Dallas 


was given over to staid matters of 


But not all of the time in 


business. Visitors had ample oppor 
] 


nos 


tunity to sample true Southern 
pitality at its best. This phase was 
in the friendly hands of the Jack 


Dales and the Wortham 


and merely to say “Thanks for a 


Powers’, 


grand time,” seems — insufficient 
recognition for the efforts of these 
folks who extended themselves tire 
lessly to provide for the comfort and 
enjoyment of their Three 


guests. 
high spots stand out—the gala an 
nual banquet and dance Tuesday 
night, a tea party for the ladies at 
the Dale home on Monday, and a 
farewell barbecue at the fair grounds 
Wednesday noon. 

Living up to the standards set 


by Dallas will be difficult for any 
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J. M. Bates (Moore-Handley, Birm- 


igham) new president Southern Sup 
Vachinery Distributors’ Ass'n 















city, but Chicago asked for it and, 
at an executive session on Sunday, 
got it. The convention hotel has not 
yet been selected but already there 


is a demand for another special 
train and Skipper Allen has replied, 


“Okay !” 


vear 


See you in Chicago next 
but itll be a long, long 
time before we stop harking back 
to the all-around good time afforded 


us in Dallas. 


1. Donahue (Stacy Supply), Hatch (Millers 
Fa ‘ Laminated Shim), Tucker 
Henry >, Thompson 2. Ramsde Rams 
| Indu s| Supply S Graton & 
Knian vy A y screw 3. Mr 
+, Manufacturers’ sales meetings. 


Published series of suggestions on 


good practice from the distributor’s 


standpoint. 


While 


ing wh leheartedly the need, deplored 


5. Cash Discount support- 


habit of some distributors in taking 
unearned discounts. 
6. Manual. Worked on plan for 


preparation of a sale: manual on lead 


ing lines to be used for education of 
younger personnel on the way up. 

7. Distributors’ Costs. Encouraged 
cost study now being undertaken by 
Cost and Research Survey Committee. 

Mr. Kuhn's 
tion was that, in the future, distribu- 
tors’ and manufacturers’ chairmen of 
the Relations Committee be located 
near each other. This recommedation 


closing recommenda- 


was based on the experiences of the 
past year, during which he and Mr. 
Seymour, chairman of the Distribu- 
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Kemp, Mr. & Mrs. Barrett (Barrett-Christie). 
4. Cummings (Cuneo Press). 5. McKinstry 
(Sterling Products), Welles (Besley), Mrs. 
McKinstry, Hamilton Dumore). 6. Mrs. 
Abbott, Allen (Thos. Cook). 


Committee of the 
\ssociation, found it neces- 
sary to be in contact 


| week. 


each 


Relations 
\merican 


tors’ 


several times 


Wage-Hour Law 


chance of 
favorable action on the Lucas-Casey 
\mendment, 


“Four weeks ago some 
exempting wholesalers 
from the hour provisions of the law, 
seemed possible,” reported George A. 
Fernley, advisory secretary. “Today, 
however, there is slight possibility of 
favorable action at the present session 
of Congress.” 

obstacles, said Mr. 
Madame Perkins and 
Chairman Mary Norton of the House 
Labor Committee. 


Outstanding 
Fernley, are 


Future hope rests 
in hearings as a result of which it is 
hoped Col. Fleming will issue rulings 
separating executive and administra- 
tive employes and broadening admin- 
istrative employes to include most of 
those connected with administration. 
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7. Padien and Kelley (Manning, Maxwell & 


Moore), Northup and Tucker (Henry G. 
Thompson). 8. Wharton (Quaker Rubber), 
Hirshon (W. S. Wilson). 9. Walther (Skine 
ner Chuck) 


MONDAY 


SOUTHERN 
ASSOCIATION 


Annual business meeting . . . Com- 
mittee reports .. . Five-day week... 


lron and steel extras. 


Achievements 


Edward F. Stauss (Oliver H. Van 
Horn, New Orleans), president, re- 
ported on 1939 activities. He stressed 
success of zone meetings held in At- 
lanta and New Orleans, lauded out- 
standing attendance at Dallas, which 
included many who had not been at 
Triple Conventions in years. 

Alvin Smith, secretary-treasurer, 
detailed unusual duties which had 
devolved upon him during 1939, re- 
ported on zone meetings in the South 
as well as inter-association meetings 

















CONVENTION LOG 


MONDAY 


NATIONAL 
ASSOCIATION 


Annual business meeting . . . Wage 
and Hour Law . . . Manufacturer- 
distributor relations . . . Other com- 
mittee reports. 


Achievements 


President Charles E. Curtis (West 
ern Iron Stores, Milwaukee) outlined 
the objectives of the association, ex- 
plained how they had been carried out 
during 1939, 
activity, 


He stressed local group 
describing successful zone 
meetings held in Newark, Cincinnati, 
San Francisco, Chicago, Denver and 
Los Angeles. 

Mr. Curtis also described the work 
done during the past vear on the small 
order problem, sales meetings, mis 
sionary men, legislation affecting the 
industry, development. of 
cedure. 


HM, K. 


of the association, made complete re- 


cost pro 
Rinehart, secretary-treasurer 


port on year’s activities. He reported 





1. Hedner 
benks) 
(Graton & Knight). 
isle & Hammond). 


(Yale & Towne), Cleary [(Fair- 
Slein & Knight), Abbott 
2. Stvan (Strong, Carl 
3. Yardley Jenkins) 
(Chandler & Such 


(Graton 


Currier Farquhar 


the following Union 
\ngeles; 
Duluth ; 
Sacramento: 


new members: 


Hardware & Metal Co., Los 
W. P. and R. S. Mars Co., 
Go. 


Thomson- Diggs 





Paul Roberts Machinery & Supplies, 
Pocatello, Idaho; General Machinery 
& Supply Co., Pittsburg, Kansas; 
Selt-Rope Supply Co., Syracuse; Irv 
ing D. Booth, Inc., Elmira; W. S. 
Nott Co., Minneapolis; Grand Rapids 
Supply Co., Grand Rapids, Mich. 

Mr. Rinehart reported that a survey 
recently completed by the association 
placed the average cost per order for 
1939 at $2.97 as compared with $2.63 
in 1935. 


Relations 


Keynoting his talk with, “The day 
of passing the buck to the other fellow 
is rapidly passing and I will take issue 
with any distributor who claims that 
the manufacturer is to blame for our 
difficulties just as emphatically, 
distributors do not cause all the unrest 
and chaotic conditions of 
manufacturer complains,” Hesket H. 
Kuhn (Hardware & Supply Co., 
\kron, D.), chairman, Manufacturers’ 
Relations Committee, outlined — the 
activities of his committee in 1939 


which the 


Working in conjunction with simi 
lar committees in the 
\merican 


Southern and 
\ssociations, this group 
partial 
results on the following projects: 


worked, and got complete or 


1. Definition of a distributor. Ac 
cepted and published to members. 


2. Definition of a 
Struggled over but lacked unanimous 
agreement, 


trading area. 


3. Solution for manufacturer who 
cannot get a distributor in a 
trading area. 


given 
Recommendation made 
for approval of American Association. 








(Steel), Miss Castle (accordionist). 4. 
Adams (A. V. Wiaains), Schurtz (American 
Swiss File) Morris (MILL SUPPLIES) 
Wakem (Johns-Manville). 5. Jones (Lami 


nated Shim) Northup and Tucker (Henry 
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G. Thompson). 


Black- 
man (Stanley), Drayton (American Screw). 
7. Hatch (Millers Falls), Northup (Henry 
G. Thompson), Donahue (Stacy Supply). 
8. Wagner (Belmont) Titgemeyer (Osborn) 


6. Cecil (magician) 
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& re 
; A F n se 
Atk W Be Smith (Smith 
o y Ha re€ Pai 
3. M J his band. 4. Herbine 
W Sell (Goodveas 


held at various points. Membership, 
according to Mr. Smith, had shown 
no gain, in fact, had 


slightly. 


decreased 





Mr. Smith outlined activities under 
taken by his office during the year, 
which included gathering of overhead 
expense reports, correlation of pro- 
duct committee reports and promotion 
of the 1940 convention. 


Manufacturers’ Relations 


John B. Crimmins ( Mills & Lupton, 


Chattanooga ), vice president elect, 
Southern Association, detailed activi 
tie | h mmittee (see H. H 


his m 
Kuhn's report, National 


\ssociation ), 
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dramatized differences in_ territorial 
problems he had been forced to fight 
for, asked for understanding from 
distributors. 
Five-Day Week 
\lthough he recognized it as a 
difficult proposition for many distribu- 
tors, George Winship (Fulton Supply, 
\tlanta), broached the possibility of 
the five-day week as a solution for the 
fortv-hour law, soon to come = into 
being. Concensus was that territory 
must determine decision, at least for 


the time being. 
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Steel Extras 


Phil Pidgeon, Pidgeon-Thomas Iron 
Co., Memphis, presented in a report 
the up-to-date history of the quantity 
extras on hot rolled carbon steel bars 
and bar size shapes which were put 
into effect in July, 1939. He pointed 
out the penalties imposed on the dis- 
tributor, since he was forced to buy in 
larger quantities than he needed. He 
also stressed the advantage accruing 
to him through the extras on small 
quantities. 

However, in March, said Mr. Pid- 
geon, one of the largest producers in 
sirmingham went back to the old 
3irmingham extras, so everyone was 
right back where he started. 

Since the convention, Mr. Pidgeon 
has reported to the Association on 
new quantity extras effective for the 
third quarter, as follows: 


Te Base 


Under 3 tons to 2 tons in- 


RON aos phe wes $0.10 cwt. 
Under 2 tons to 1 ton in- 

Oe ee ee 25 ewt. 
Under 1 ton to 1000 Ibs. 

ee re eee 50 cwt. 
uncer 1000 1s... 46.2065 1.00 cwt. 
|. Fred and Harry Pulve Pulver Machinist 
T 2. Hedner Ya & Town Wakem 
Johns-Manville}), Waaner (Belmont) Padien 
snd Kelley (Manning, Maxwell & Moore 
NMattacun (0 , 3. Scherer (Industria 
Tape), Allinger (Streling 4. Unloadin 

| ain 3 [ 3 








— 












































him. Of course, he prefaced his re- 
marks with ‘If | had it here, this is 
how it would look.’ but that wasn’t 
enough. 








MONDAY he said, ‘there it is... There isn’t me with ‘ kta 
much to say about it. If there are any 
AMERICAN questions, ll be glad to answer 
ASSOCIATION them.’ ‘A fifth man came to tell us about 


“Another man began his talk thus his company’s new catalog. But he 
‘I’m here to tell youse about this thing = didn’t bring one along for demonstra- 
To get the other fellow's slant, manu- . © © Now what do you want to know _ tion. 
- about it ?’ “The sixth talked for an hour and a 


facturers invited three leading dis- ‘ : ne “in! 
E , \ third, for effect, levelled all his | quarter on very techfiical things, fail 
tributors into their first closed session, penarks at one particular man. Per ing completely to explain himself 


assigned each of them a topic of haps this was a good idea, but he he went along. 


A . chose to call the man ‘dad’—and. it “We don’t require too much from 
importance in the interplay of the happens this man still considers him the saduaae dias representative who 
distributor-manufacturer function. self well out of the octogenarian class. comes to see us. We just ask him 

“Another failed to take the trouble to be a gentleman, a businessman and 
Missionaries to bring a sample of his product with — to tell us ... What his firm makes, 


“Let me take you into six different 
sales meetings that were actually held 
at our place,” said Hes Kuhn, Hard- 
ware & Supply, Akron, “to show you 
how far wrong the manufacturer’s 
represententative can go in his 
attempt to educate our salesmen. 

“We had taken on a new product 
and asked the manufacturer of it to 
send a man and explain it to our crew. 
‘In introducing him, | gave this man 
the best buildup | could, endeavoring 
to set him up as well as possible with 
our men. Following my introduction, 
the man failed to rise. Sitting back 
in his chair, he pointed to a wall chart 
which told about his product. ‘Well,’ 


1, Leaving Dallas station. 2. Welles (Bes 
ey), Miss Castle, Wynkoop (Mil! Supplies 
3. Scramble for baggage, Dalla 4, More 





special-trainers leaving statior 
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who buys it, where and how to sell it. 


Come without cocktails, without the 
1. + + W - re s . ° 

latest alleged risque stories. If pos- 
sible, demonstrate with samples, tell 


us about your sales policy, your re- 
sale policy and the competitive quali- 


ties of the product.” 


Salesman's Time 


“Sales represents 34 


of our total overhead. 


cost percent 
Because of its 
importance both as to cost and func 
tion, the chief executive of a distrib- 





uting house should coldly measure the 
activity of his sales force from a pro 


standpoint, based on cost. 


ductive 


‘A survey I made in 1939 showed 
1. B alla 2. U r 
and Boyla Pattis 3 N 
r L x W Ss! 3. Ba c 4 f 
te ) } ; r ) 4. La 
T 3 sna mh L t } 

} je N F Lock Wa 
Smit 5. " 
r Meta R y F hn 
M k , | ’ 
l MA W « R 7 T 








1938 the merchandise of 17 
manufacturers accounted for 45.5 per 
cent of our total annual business. The 
merchandise of a many other 
manufacturers made up the balance. 
\s a result of this survey I classified 
my sales into three groups: 

“1. Goods that 
stantly. Z Goods 
introduced and 
potential. a 
themselves. 

‘The 1001 items that are bought 
in small quantities and with little 
volume must be sold by catalog, direct 
mail or other inexpensive 
method. The factors that 
profit I rate as follows: 

“1. Potential volume. 2. Size of 
Mark-up. 

“These are listed in their order of 
importance in my opinion. (The 
distributors, I think, 
might rate mark-up as the most im- 
portant factor. remember 
1 am talking about sales cost.) 


that for 


great 


must be sold con- 
that 


have a 


have to be 
good repeat 


Goods that must sell 


sales 
make for 


order. Lf 


majority of 
However, 


“My 1939 average cost of handling 
% 4 1 ~7> 
orders was practically >)3 per order. 
This means in order to break even at 
a 20 per cent mark-up on sales price, 
would have to be 
Untortunately fully half of the 
| 


the average order 
$15. 
orde TS received 
than $5. Of 


filled at 


xy mV 


ct mMpany were 
these 


for less course, 


orders are an operating loss 


$ } Rubber and Dallas repre 
ntat 7. Mrs. Bet ‘ Mrs. Power 
> Flexible St Lacing), Mrs. G 
M Matlock. 8. Buses loading t 
tr Dart 9. Beach and Gilles 
Flexible Steel La Mrs, Behringer 
Behrir Vincent Stee Coa Flexible 
>t La 10. Halpin [Minnesota Min 
) h (Stror Carlisle & Hammond 
at the bart 
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LAP WARTIME 





Channon (Great Lakes 
(Snowden § 
eaver) Delz Ame 
Hewitt Rubber), Klein 
3. Hill (Greene 
Keystone Lubricating 


but I, for one, have no intention of 
increasing this loss by adding the cost 
of a salesman’s time. The average 
order in our business for 1939 was 
$19.78. 

“You are my suppliers and accept 
my problems as your own in a real 
spirit Ol partnership. You desire to 
be helpful to me with sales meetings 
and missionary salesmen and I will 
have to take a chance on being termed 
an ingrate, but | want neither sales 
meetings nor missionary sales help 
unless your line in my territory can 
furnish a satisfactory volume, a profit 
able size order and a mark-up that 
will pay all of my overhead, including 
intelligent and aggressive sales appli 
cation by my own men, leaving a 
profit for my company. By the same 
token you, as manufacturers, do not 
want to lose money in sales promotion 
efforts with my company. 

“T think it is high time that we in 
this industry ascertain what we can 
afford to sell and really sell, and let 
each line stand or fall by the yard 
stick thus created. The result of such 
a commodity breakdown will be fair to 
both distributors and manufacturers 
as we are both in this business for the 
purpose of getting a fair and ade 
quate return on our efforts.” 


Salesmen's Catalogs 


Laboriously carrying one of his 
own company’s salesmen’s catalogs 


20 inches thick—to the platform, Jack 
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chman, Such (Steel), Buzby (Key- 
ne Lubricating). . ov n, Hurd, Woody 
Fellinger Lin It}. 5, Mrs. Tone, 
Mrs, Lemaux ; ne. i» Fe ana & 
Ladies at hon t rs. [ 
and 10. Banque 


B. Dale, Briges-Weaver, Dallas, gave 
a practical demonstration to show 
how manufacturers can help the dis 
tribtuor’s salesman by presenting him 
with the proper type of product infor 
mation. In some cases, he showed, 
margins are so small that some of the 
sheet, when bound into the catalog, 
cannot be read. Manufacturers were 
urged to make a separate treatment on 
each line. Some are guilty of prepar 
ing literature of a general nature 
covering many lines which are not 
carried by the distributor. 


“Keep the paper light,” he urged, 
“so that the total result will be some 
thing less bulky, not so unwieldly as 
this volume here. The manufacturer 
should be able to give all of the in- 
formation possible about his line—but 
should this be a part of a catalog that 
must be carried all of the time?” 








MONDAY 
JOINT MEETING 


Communal business affecting both 


manufacturer and distributor... A 
"Town Hall Meeting" on pressing 


problems vital to both . . . Followed 
by some home talent dramatics of- 
fered by the Cleveland crowd. (For 
more about the latter feature, see 
“Acting Up"—Page 42.) 


Manual 
Che need ¢ t manual containing 
vit Mormation tor the use of vy unYe 
yreaki » the industrial sup 
ly siness—and progress already 





made on the creation of such a manual 
—was reported to the industry by Hes 
Kuhn (Hardware & Supply, Akron) 
and H. F. (Columbian 
Vise). 

“Who will be carrying the banner 
in your business ten years from now?” 


Seymour 


asked Mr. Kuhn “We need to do 
some basic reasoning now to meet 
conditions that may exist in ten 


years.” Formulating on paper the 
basic A B C’s of the business would 
aid in training young men more 
quickly. 


Organizing the fundamental facts 
about different products would not 
be too difficult a job, according to Mr. 
Seymour. And, he said, inclusion of 
such facts would give all of the indus- 
try’s youngsters a quick, practical 
education in the staple lines such as 
rope, pipe, etc. 

The meeting recommended that fur- 
ther steps in the development of this 
manual be taken. 




























Cash Discount i most serious aspect to the distrib-  [@tterson) Wakem (Johns-Manville), Wood 


utor and we urge the adoption of the 
) 


(Moperator: Hes KUHN) per cent cash discount by all manu 





. facturers. ses ange ita : a 
PyLeR CarLis_te: Due to the prac : , . Weidman [Victor Balata), Briggs (Safety 
: ; : 5 4 FROM THE FLOOR: The cash dis Balt incase i Canta thinmiia Sheat ie 
tice of a 2 per cent cash discount, halt ’ ; 
: bill; : dd ; ' 2 ‘ount doesn’t seem to serve any eco ing), Abt (Victor Balata), Waaner (Belmont 
ot our Dilling 1s pat Vy the tenth ot : . : r P “eer ; 
ee. Sa pee Se eee en nomic purpose or function .. | Packing), Weidman (Victor Balata 


the month. Without the discount, it 
would require much more capital to 
run our business. The National Asso 
ciation’s figures for the vear 1938 


suggest that it be eliminated entirely. 
Moperator KunHN: I ams very 
happy to announce that the time al 


fg ‘ ; loted for discussion on this subject 
show the distributor’s average net in h - 
lias Clapse 

| ; 
come was only 1.22 percent 
the average cash discount allowed was R le Poli 
20 per cent and the average cash esale Folicemen 
discount received was 1.19 per cent, or ' ; 
: ° a is : (MopeERATOR: TONY CLARK) 
almost an equivalent of the entire net 


f profit. In other words, if we had to Howarp ScurRAMM: Responsibility 
; give away 2 per cent and didn't receive — jor the maintenance of resale prices 
it in return, the average net profit for ij, a dual one, with the greater part 
OW ld he > hee 2 + fent - . 
1938 would have been .03 per cent. resting on the manufacturet It is 1. Greens Starrett), Haa 
We must give a cash discount on logical to suppose that the manutac H. Van Horn), ark | S. Starrett). 
all of our sales, yet only a certain turer is interested in the welfare of 2. Drayton (American Screw 3. Ellsworth 
number otf our manutacturers give his branch outlet. and since he is the und R yrds (White 1 4. iene 
J ws a , , : . < n A ‘ ( Crud 
such a discount to us. This presents = maker of the goods he is in the best v yn Cha 5 é 





position to maintain his 


resale price. 


published 


The distributor can train his sales- 
men to do a good selling job, and he 
can instruct his force that no goods 

But he 
stop any 
other house from selling at any price 
it wishes to sell and when this 
is impossible to 
find a distributor who will say that he 
started the price cutting. This 
dition can be eliminated by the manu- 
facturers if they have a strong enough 
will to do so. 


are to be sold at cut prices. 
certainly has no power to 
for, 
condition arises it 


con- 


It might be that the manufacturers 
have been influenced by what they 
supposed the distributors wanted them 





Howard Schramm 


The Manufacturer has the power’ 


to do. I believe a thorough study of 
the matter will show that practically 





distributor would be in favor 
of a very strong sales maintenance 
policy enforced by the manufacturers, 
and I think that would be a very 
profitable thing for the manufacturers 
to do. 

The responsibility is on the manu- 
facturer to see that his resale prices 
are maintained. He has the power 
within his own hands. 

30B BLiack (Black & Decker): I 
don’t agree entirely that the major 
responsibility is on the manufacturer. 
I think it lies about 50-50 between 
the manufacturer and distributor. I 
don’t believe that distributors want to 
be constantly policed by the manu- 
facturers. 


every 








ACTING UP 


Amateur and professional talent takes to the boards to dramatize the right and 


wrong ways for distributors and manufacturers to work in profitable harmony 


BITTER PILLS to make manufacturers 


and distributors reflect, “Am I like 
that?” were thoroughly sweetened 
with sugar-coating in two sessions 


given over to dramatics that hilariously 
burlesqued the shortcomings of various 
tvpes ol salesmen, executives and 
business practices. 

At the 
the Cleveland crowd proved its ver- 
satility in four big acts that left the 
audience exhausted from the alternate 
exertions of gripping 
tenseness Performers 
were Art Gould (Oster); H. H. 
Smith, Tyler Carlisle, and Ed Stvan 
(Strong, Carlisle & Hammond); Pat 
Murfey (Cleveland File) ; Dan Swan- 
der (Columbian Vise); Pete 
(Pattison Supply): and Sy Seymour 
Columbian Vise) as 

Pat Murfey 


Monday afternoon meeting 


laughter and 


the seats in 


Joylan 


narrator. 


added to his laurels 


with an adept impersonation of “Sam, 
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the mysterious salesman,” who called 
month after month to pass pleasantries 
with Ty Carlisle, the distributor ex- 
ecutive, but always failed to say who 
he was, what company he represented 
or what he had to sell. Everything 
possible that might contribute to chaos 
distributor’s sales meeting was 
injected into a skit handled by Art 
Gould, Pete Boylan, Ed Stvan and 
H. H. Smith. The perils of the dis- 
tributor who becomes too arbitrary in 


in a 


the establishment of “purchasing 
hours” in which salesmen may gain 
an audience was dramatized by Mur- 
fey, Swander and Smith. In the finale, 
Ty Carlisle donned spats, kid gloves 
and affected a pompous cigar to ape a 
distributor’s with de- 
lusions of grandeur and to record the 
pitfalls that await him when he sets 
out to “impress” 


sales manager 


certain of his cus- 


tomers. 























If supply salesmen throughout the 
land felt their ears burning sometime 
the morning of Wednesday, April 24, 
it may have been because of the atten- 
tion that being given to their 
foibles in a telling four-act program 
of skits written by Jane Inez Gordon 
(Riechman-Crosby, Memphis) and 
presented by players of the Little 
Theater of Dallas, Inc., under the com- 


Was 


petent direction of Lester E. Lang. 

“Can This Be My Salesman?” was 
the title of the production and Miss 
Gordon struck with a sharp lance at 
the salesman who pursue their daily 
tasks in a slipshod manner. The first 
scenes, titled “Come Out of the 
and 
procedure 


two 
Fog,” depicted first. the 
then the right method of 
for the manufacturer’s representative 


wrong 


working with distributors and_ plant 
men. “Wake Up and Sell” took the 
erring distributor’s salesman to task 
and brought gales of laughter with 
its version of an indolent order taker 
at work. In the final act, with the 
same cast and setting, the salesman 
did an about and 
structive demonstration 
to land orders. 


face gave a con- 
of the right 


way 





TUESDAY 


“i NATIONAL AND 
SOUTHERN 


A manufacturer offers a plan to stop 
the loss on small orders . . . And dis- 
tributors from all points give rapid- 


fire views on a variety of subjects 


Small Order Plan 


Rationally suggesting that distribu 
tors seek not profit on small orders 
but an end to Dan Northup 
(Henry G. Thompson & Sons Co.) 
outlined a plan to achieve this end 
before a joint gathering that included 


losses, 


delegates from both the Southern and 


National 


associations. 


1. Thayer bson, Edwards and j 
Clipper Belt Lacer 2. Carl Krueger and 
his f sketeers (San Ant Mack 





“Heretofore,” he said, “distributors 
have asked for larger gross margins, 
leaving industry to feel that 
prices are reasonable and that other 





industries should make the necessary 

adjustments—with the result — that 

Dumore), Sutter (Greenfield), Knouse 

Stanley 4. Adams (A. V. Wiaains), Jer 

Disstc snd Gebhart (Disstor 5. 
nated Shir Ther 
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resale 


If the cam- 
paign is altered to asking the manu- 
facturers for an 


nothing has been done. 
increase in resale 
prices on small orders so as to stop 
the losses in filling these orders, the 
picture will be completely changed. 
Under such a plan manufacturers can 
increase their resale schedules on 
small quantities without in any way 
reducing their own margin of profit. 
Likewise, by keeping extreme dis 
counts as they are, manufacturers are 
not increasing the danger of direct 
selling competition, because the direct 
seller cannot afford to 


orders. 


solicit these 
small 

“The plan that I am going to sug 
gest has already proved to be success 
ful in one industry and has the ap 
proval of our association's attorney as 
being entirely legal. First, an educa 
tional campaign must be instituted to 
bring home to manufacturers the dis 
































orders at a loss Then, it is perfectly 
in order for any manutacturer to re 


publi h hi resale sc edule, advanein 


fter publication, if, for any reason, 

( ympeting manufacturers tail to pro 

tect their own distributors in a smiliar 

way, the manufacturer has an op 
r 


tunitv to withdraw these prices before 


any damage is done his company. This 
policy has definitely succeeded in one 
industry and it is reasonable to assume 


hat it can succeed in others.” 
Specialty Men 


“Where we have big industries, 


pe talty men are more of! less neces 
sary,” said Jim Bates (Moore-Hand 
ley, Birmingham ) “The technical 
knowledge of such a man helps get 
you past the purchasing agent. Of 
yurse, the regular man must be en 


couraged too, for it is he who keeps in 


touch with the over-all situation on 
every account and builds up the leads 
for the specialty man to follow I 
consider the specialty man as another 
phase of a necessary service to be 
rendered by the supply house.” 


Advance Check-up 


Carl Krueger (San Antonio Ma 
chine & Supply): A lot of grief can 
be avoided if distributors will thor 
oughly investigate the sales and met 
‘ 


chandising manutacturers 


p Ices 


g 
before taking on their lines. Doing a 
real job on this not only helps you get 


the manufacturer you want but helps 













































14. Donahue (Sta y Supr ly) Carey Carey 
Machinery & Supply), Burdorf Lunken- 
heimer). 15. Mcintyre (Macklin), Heroux 
Aluminum Industries), 16. Kuhn {Hardware 
& Supply), Ackles (Ray!), Bush (Strelinger). 
17. Retiring president Northup (American 
Association) is given watch in recognitior 


t his services 


both distributor and manutacturer to 
understand each other fully, and thus 





18. Kearins (Whitman & Barnes), Cogswe 
Chicago Latrobe). 19. Channon (Great 
Lakes Supply) 20. Gibson (Clipper Belt 
Lacer) Van Dyke Industrial Supplie 
Edwards (Clipper Belt Lacer). 21. Roundug 
scene, Sunday 22. Hamilton {Dumere Mr 
A. U. Smith and A. U. Smith (Dumore 
23. Schultz Republi Rubber), Channor 
and Ritzenthaler (Great Lakes Supply 24. 
Schwager He Krome), Ackles Ray 





Scherer Industrial Tape) 25. Hossfield 
Du mmur Metal: & Supr y } 26. Miller 
Bethlchern Stee Yorke Hanson snd 


Krueaer 
Yorke) 


set a basis for real teamwork in sell 





ing the line. 
Manufacturer's Literature 
P. O. Boylan (Pattison Supply): 


The use of manufacturer's literature 
probably varies in different territories 





Our own experience indicates that the 


best method for us is to have our 




















distribute this material in 
In this way it gets directly 
superintendent, maintenance 
man or anyone else who may have a 
part in originating a requisition. By 
having the to it that the 
literature those interested, 
is avoided and the 


salesmen 
person. 
to the 


salesman see 
gets to 


waste distribution 


material is assured a better reception. 


Cost Remedy 


The 


Prices 


Ralph Kramer (H. Channon) 
the middle. 


margin is 


distributor is in 
overhead 
mtinue to 


are set, his set, 


t. and as certain costs c 


rise he absorb these from his 


must 





Kramer 


own pocket. We seem to be trying to 


operate a _ retailer’s business on a 


wholesaler’s margin of profit. Under 
the circumstances there are a few 
avenues of escape left open. In my 
opinion these are: 

1. Trim slow moving items out of 


our stocks 
: Stop 


making expensive pickups 
instead, have our salesmen sell 


own 


their lines even when other 


brands are requested. 

Xf Stop breaking packages 
break them, 
enough to cover the extra costs of this 


or, if we do charge 


practice. 

+. Stop quantity discounts big 
accounts nickel-and-dime 
death if you will let them. 


can you to 
5. Stop giving fire department serv- 


ice except in those rare cases where 
it is absolutely essentia! 
6. Stop accepting orders regardless 


of the total involved 


set up 
standards for a minimum invoice 
7. Pay more attention to the line 


value of an order. 

In short, my recommendation is that 
the mill supply business endeavor to 
back into the 
out of the retail business 


get wholesale business, 


Sales Meetings 


C. E. Lilley 


(Superior-Sterling ) : 


Our company believes so firmly that 
all employees should attend sales meet 
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ings that we go to the extent of pay- 
ing overtime (under the wage-hour 
act) for the inside people who attend. 





Each department is allowed time on 
the program. Of course, the personal 
problems of salesmen at such a meet- 
ing are out of order. The basic topics 


we stick to are distribution and sales- 


at-a-profit. These subjects should be 
thoroughly familiar to all persons 
working in the supply house. 


Guarantees 


H. H. Johnston (Wm. T. 


Johnston 


Co.): On the whole, manufacturers 
are living up to their guarantees. 











Johnston 





TUESDAY 


Closed American Association clinics 


dis- 


cuss four troublesome distribution problems 





Case |.—''Does the amount of margin given 
Jistributors increase the sales effort and 
turnover? Owen C. Jones Laminated 
S hairman; A. W. Tucker, The 
Henry G. Thompson & Son Co., associate 





Case 3. 
jram To gis 
srders?'’ Archie Chandler 
J. A. Gardner 
associate 


What is the best educational pro- 


ourage distributor's small 
American Pulley 
The Cincin- 


Co., chairman: 


nati Tool Co 
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Case 2.—''How to 


tion in 


get distributor coopera- 
manufacturers 
P. M. Arnall, Ohio In- 
Nei x Hurley a 
Pneumatic Tool, associate 


increasing value of 
missionary 


ector Cc 


Independent 


men 


hairman: 





Case 4.—''Effective methods used by manu- 
facturers to improve distributors 


salesmen’s 
manufacturers’ 

W. T. Montaque, Norton Co., 
C. C, Chamberlain, Jenkins Bros. 


knowledae of how to sel 
products. 


chairman 

















1. Dyson (Link-Belt), Ridings (Syracuse Sur 





ply), Ackles (Rayl), Allinger (Strelinger), 
Kelley (Manning, Maxwell & Moore), Mc- 
Allen (SKF). 2. Mixsell (Pipe Tube Sales), 


However, on occasion one of them 
will get out of line, and it is then 
that our association is worth all we 
pay for membership—and more. Not 

: long ago there was a case in our city 

i where a manufacturer recommended 

; a certain pump for 

proved that the pump was too light for 

that application, but the manufacturer 
balked at making However, 
when we suggested putting the case 
before the manufacturer-distributor 
relations committee of our association 
for an impartial decision, the manu- 


a job. Service 


good. 


facturer quickly retreated and the case 
was adjusted satisfactorily. 


Quotas 


Andrew G. Carey (Carey Machin- 
ery & Supply): It is peculiar of 








human nature that we do better when 
We maintain a 
system of 


a goal is set for us. 


well-worked-out keeping 





Moore Bethlehem Stee 3. Swander 
Columbian Vise), McCarthy (Beals, M 
Carthy & Rogers), Lemaux Indianap 
Brush Ha Ferry Corp. 4. Machir 


Alexander Br 


records on what each salesman is 
doing with each of his accounts and it 
assists us greatly in budgeting antici 
pated business well in advance. When 
you budget expenses you have done 
only half the job. If 


budgeted the executive is given a fait 


sales also are 
idea of what his gross profit will be. 


Stock Control 
George W. Hyle (Weaks Supply): 


Shortly after the last war I devised 





Hyle 
our own system of perpetual inven 
tory. We keep track of everything 


The cost is not 
and I think that the sys- 
tem is, in large part, responsible for 
our 1939 turnover record of 6.05. 


that goes in and out. 


great 


Compensation 


R. E. Dryer (Moore Hardware and 
Iron Co.): Perhaps we are training 
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5. Radcliffe and Easton (E. A. Kinsey), Bris- 
bin (Columbus-McKinnon) 6. Fuller and 
Murphy (Shakeproof Lock Washer), Faeth 
(Faeth Co.) 


need for 
practicioners. It is the 


specialists when there is a 
general 


theory of our company that salesmen 





Dryer 


who are paid a fixed year’s salary will 
be happier, will feel more secure and 
—in the long run—turn in the better 
volume of business. 


Telephone Salesmen 


Ray Neal (R. C. 
number of 
‘ 


Neal 
distributors 
their outside 
This is all to the good, but 
we must not lose sight of the fact that 
there are also rewards to be won by 
putting in time on the 
man. He can become a valuable asset 
to his house if his knowledge is ex- 


In a 
extend 


co6.): 
ways 
themselves to develop 
salesmen. 


some inside 


tended—knowledge not only of lines 
but of customers, as well. Equipment, 
such as catalogs and data on lines 
should be made available*‘to him. Set- 


up the inside 


ting arrangement 
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efficiently so that the equipment with 
which he works is readily accessible 
is also an important factor. This ap- 
plies to records, the perpetual inven- 
tory, etc, We keep these things, and 
their operators, within speaking dis- 
tance of the men at the phones. The 
inside men are assigned certain “terri- 
tories” just as are the men outside. 


Nea 


For example, Telephone Salesman 
No. 1 will handle the customers of 
Outside Salesmen 1 and 2. Our in- 
side men make frequent trips to fac 
tories, they are trained thoroughly in 
the use of the telephone, teletype and 
the general art of salesmanship. 


Loyd Mize, (Mize Supply): The 


lay we opened our doors for the first 


Mize 


ine we inaugurated a bonus system 
that applied to everyone in the organi 


| k ark V ise Morgan (Morag 
V 5k H. B. Sherman), Thomps 
Lufkin R Reid (Morgan Vise). 2. We 
& Mck Ruhf (Cleve 
T Mck Weinberg & McKe 
3. +T arker-Kalon H Greene 
Tweed), R tha sreat Lakes Supply 
. T n, K y 4. an (C 
¢ b W Barn Me 
Meta 3 5 dwards, Thay 
i] " an R. C. Dur 
, rr 1 (Cc er Belt La 
6. M 1M haye pper Belt Lacer 
Mr Mrs. Biags (B ;&C Mr. and 
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zation, including workers in the office 
and the warehouse. I believe it to be 
just as essential to have the good will 
and enthusiasm of these people as that 
of any other group. With such a sys- 
tem in force there is never any fric- 
tion between employees on the subject 
of compensation, and there has never 
been the faintest suggestion of dis- 
honesty. 


Profits vs. Volume 


Eugene F. McCarthy (Beals, Mc- 
Carthy & Rogers): Summed up 
briefly, it is the philosophy of our 
company that we would rather have 
an annual volume of a million dollars 
at a profit of $50,000 than a volume of 





McCarthy 


two millions with no profit at all, or 
a volume of three millions that shows 
a net loss. We scrutinize carefully 
the kinds of business that comes in, 
and we continually take steps to see 
that orders either are profitable or are 
not sought after. 


TUESDAY 


JOINT MEETING 


Research and Cost Survey report 
. . . A distributor under the micro- 
scope .. . Sales promotion contest 


winners. 
Cost Study 


Reporting on the year’s work of the 
Research and Sales Survey Com- 
mittee, C. O. Drayton, American 
Screw Co., chairman, tabulated the 
progress which had been made since 
it was decided last year to make an 
effort to devise a method for determ- 
ining distributors’ costs by lines. 

An accounting firm, Scovell, Well 
ington & Co., has been engaged and 


(Continued on page 129) 
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SELL WIRE ROPE WITH FITTINGS 


Clips, clamps, cutters, pullers, sockets, thimbles, hooks and 


lubricators are "something more" to sell wire rope buyers 


WIRE ROPE AND CABLE form an ap- 
preciable volume of business for 
many supply houses, but often these 
selfsame houses fail to cash in on the 
additional volume represented by 
the fittings and tools that should go 
with each order for rope. Just by 
way of showing how much business 
there can be in these items, we have 
sketched some of the principal ones. 

Where cable is to be used for 
hauling or hoisting, the usual prac- 
tice is to make loops or eves in the 
ends with a 2- or 3-bolt clamp, the 
new “Safe-Line” type, or 
clips, because this permits the eye 
to be removed readily. Light wire 
rope can be held with clamps of the 
tiller-rope type. If the user is careful 
of his wire rope, he’ll insert thimbles 
—either round or oval—in the loop 


several 


he forms, to prevent kinking and 
flattening, both of which are death 
to cable. If the rope is to be used for 


guying, he'll probably use clamps, 
or a couple of clips, to hold the ends, 
and may insert a turnbuckle so he 
can take up slack. These turn- 
buckles can be either double-hook, 
double-eve, or hook and eve types, 
depending upon the particular job 
and its permanence. 

But in making standing rigging 
for ships and for forming industrial 
slings, the cable user is usually 
much more careful. Every loop or 
eye contains a thimble, and the end 
eyes are usually spliced. That means 
he’ll need a marlinespike or fid, and 
will give vou a chance to make him 
a gift of vour rope-manufacturer’s 
pamphlet or card on “How To 
Splice Wire Rope.” Then, too, for 
sling ends he'll buy various fittings 
—maybe just a simple closed or 
open socket (which is fastened on 
by soldering the wire rope into it) 
which avoids splicing, or he may 


combinations of two 
with a thimble or 
socket, socket and hook, or standard 
hook and thimble. And if it’s to be 
a heavy sling handling tough loads, 
he'll use an equalizing thimble at 
the center to prevent flattening and 
kinking, as well as wear, of the 
cable at that point. 


instead = buy 


sister hooks 


Any user of wire and cable is 
also surefire for several other items 
He'll either use seizing wire for 
binding ends (to keep ’em from 
unwrapping) or he'll use cable 
bands, the latter being flat strips 
of tough, but pliable, steel which 
are wrapped around the cable ends 
and locked. 
guard-fencing 


If he’s doing guying or 
along a_ highway, 
he'll need a cable puller, a lever 
gadget which is much like a fence 
wire tightener, only bigger, and 
makes it possible to pull cables up 
(Continued on page 134) 


WIRE-ROPE FITTINGS AND TOOLS 





Closed Open 
SOCKETS 





SISTER HOOKS 
WITH THIMBLE 


SOCKET AND HOOK 








Safe 
3-Bolt Tiller-Rope Line Oval Round 
CLAMP THIMBLES 
FID OR MARLINESPIKE 
‘ 


Eye and Eye 


Hook and Eye 




















STANDARD HOOK WITH THIMBLE saat ent teak 


TURNBUCKLES EQUALIZING THIMBLE 
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SALES MEETING IN PRINT 





Subject PATTERN MAKING. How much do you know about this 


trade? Can you answer 18 out of 26 questions on this page cor- 


rectly? 


answers on page 134. 


1. Why are many patterns made of 
wood—hence subject to expansion and 
contraction, cracking, etc.—instead of 
metal ? 

2. What is the commonest pattern 
Why? 

3. Is this same wood used for small, 
strong patterns? 

4. What metals are commonly used 
for patterns ? 

5. What saws does a patternmaker 
need ? 

6. How many points per inch should 
his ripsaw have? 

7. How many for cross cutting on 
ordinary work? 

8. How about fine work? 


ED SUSPENDER 
PHILOSOPHER 


wood? 


THE 







“Sam”, says a retail salesman from 
-you guess the city; “Here’s the way 
| feel—you write it.” 


IIere it is: 

I’m tired of being considered a 
Prima Donna just because I make my 
living selling things. 

And I'll bet you are too. 

I’m tired of being analyzed, and 
vivisected, and subdivided. 

Damned if I don’t resent the idea 
that every fat guy—below or above 
the collar button—has the privilege of 
telling me “JUST-EXACTLY-HOW- 
|-SHOULD-DO-MY-JOB” when all 
[ get out of the whole talk is the 
conviction that most of them never 
have—and couldn’t make a go of it. 

Especially am I tired of listening to 
men who imply that if I will be good 
and work hard I may eventually reach 
their station in life. 

I may be wrong— 

—But I look on selling as a busi- 
ness—and myself as a business man. 
And I would like to be treated as such 
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If so, give yourself a passing mark. 


If not, you'll find 


9. How large a backsaw should the 
patternmaker buy? 

10. Should it be thick or thin? 

11. Which should he have, crosscut 
or rip? 

12. Should he use a woodblock plane 
or an iron plane? 

13. Which is the most important 
plane for the patternmaker ? 


14. What size jointer plane should 
he use? 

15. How about a smooth plane? 

16. Does he need a block plane? 

17. Where is a scrub plane useful ? 

18. What is the best tool for truing 
and smoothing circular arcs? 

19. Which special plane is the most 
important ? 

20. Is there a special plane for core- 
boxes ? 

21. What plane handles all the 
special jobs? 

22. What tool is used for making 
depressions in pattern surfaces ? 

23. How about special shaping— 
particularly where the circular plane 
won’t fit? 

24. What tool is used for hand cut- 
ting of mortises and dovetails ? 

25. How about circular and hemi- 
spherical depressions ? 

26. How are patterns identified? 
And the castings made from them? 


Sam Supplier Sells A Stainless Rectangle 


“Sam,” chirruped his p.a. friend one 
bright (?) Monday morning, “Do 
you remember that 24 x 24-ft. piece of 
stainless I got from you? Well, it’s 
6} sq. ft., and that’s what I need, but 
the shape is wrong. I want a piece 
that’s 2x 34-ft., so I’m sending it back 
for exchange.” 


Now Sam didn’t want to cut a new 
sheet of stainless just to make a swap, 
so he figured out a way of cutting and 
resoldering the 25x 23-ft. piece to 
make it exactly 2x 3{-ft. How did 
he do it? 

(If you aren’t a cut-up like Sam, 
look for the answer on page 135) 






















































































“[ think you have a 


simply 


wonderful line—but 


I’m only using the P.A.’s desk while he’s out of town.” 
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MARKETS OF THE MONTH 


Chipping castings with portable tools in a foundry 


Where to drive for supply sales during May and June 


FouNbRIES—are hitting it up these 
days, particularly the foundries that 
are a subsidiary of a metal-working 
plant. See about your local ones 
they take brushes and brooms, shovels, 
tampers, refractories, cements, con- 
veyor parts, belting, and the like—as 
well as lots of portable tools for 
cleaning castings. 


SMALL MACHINE 
the word here too, for these fellows 
overflow orders from other 

plants and some are at it 24 hours a 
They buy toolbits, toolholders, 
| drills, taps, files, die steel, and ma 
| chinists’ tools (usually owned by the 
| man), as well as transmission and ma 


Suops—Speed is 
have 


day. 


terials handling items. 


STovE MaKrErs—hit a 
that’s tops except for October 
files, 
chisels, 


peak 
That 


hammers 


spring 
means wire brushes, 
and grinding wheels, hand 
tools, and special equipment for work 
ing cast iron and sheet steel. 


j 
j 
' 
t 
' 


HEATING buildings 


ind = small, 





PLANTS—in big 
} 


institutions, schools and 





industry, are going down for the 









now. That means they'll be 
doing the repairing they’ve had to do 
without all winter. They’re buying 
pipe, valves and fittings, refractories, 
insulation, gasket materials, as_ well 
as the usual run of maintenance tools, 
grinding wheels, and such. 


summer 


ENGINE, TURBINE AND WATERWHEEL 
MaKeEkS—are chugging away against 
a nice backlog of orders. They’re 
really big machine shops, so they’re 
wanting all kinds of machinists’ tools, 
machine-tool accessories and supplies, 
welding equipment and rods, gears, 
belting, hose, pipe and fittings. 

been 


PLANTS—have 


well, what 


RAILROAD-CAR 
doing pretty with the in 
crease in freight handled, new passen 
and so on They use 


ver coaches, 


the whole series of tools and supplies 


mentioned above, as well as portable 
tools, punches and dies, die steel 
shear blades, pipefitters’ tools, paint 


and spray guns, and fastening devices. 


Cast-Iron Pipe PLaANnts—hit their 
peak in July, but they’re already 
peeding up. They need the same list 
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as the foundries, plus heavy lathe and 
threading-machine accessories. 


AIRCRAFT PLANTS—keep right on be- 
ing busy—keep after ’em! They use 
the preceding list, lock, stock and 
barrel. 


3EVERAGE PLANTS—have a July top 
too, so they’re cleaning up and re 
placing white-covered hose, brushes, 
brooms, mops, and buying main 
tenance supplies, like waste, oil, 
grease, paint, and the like. 


Ick CrEAM PLANTS—have about thie 
same needs, plus refrigeration piping, 
valves and _ fittings, 
cessories, insulation, belts, hoists, and 


compressol ac 


diesel or gas engine supplies. 


* 


AND PotTTerRY PLANTS—are 
preparing for the 


rush. 


(GLASS 
Ssunimer tourist 
Try them on refractories, in 
ibrasive wheels, materials 
and transmission 


struments, 
—handling 
ment, 


equip 


3UILDERS—are turning 
out those streamlined jobs these days, 
which mean welding rod and the like 
is well as their former purchases ot 
t 


tools, hand tools, accessories, ete. 


LOCOMOTIVE 





HOW AND WHERE TO SELL 


Direct current isn't generated commonly anymore, but the de motor is still 




















ey 


the most versatile of power units. Here's why... and some application suggestions 


THE DIRECT-CURRENT MOTOR ts the 
nost versatile power unit ever de 
veloped—for no other type of mo 
tor will handle such a wide range 
That's 
why industrial customers keep ask 
ing for them, in spite of the 


f exacting requirements 


wide 
use of alternating current for power 
generation and transmission. So tt 


behooves the salesman to know 


something about them 


Motor Types 


Like Caesar's Gaul, direct-current 
divided three 
‘lasses: series, shunt and compound 
In all is prac- 
tically the same ; the essential differ- 
ence is in the field frame and field 


notors are nto 


three the armature 


coil arrangement and how thes« 
coils are connected. Each of the 
lesigns may be further subdivided 


Comm 
tating-pole and compensated types. 


into noncomimutating-pole, 


Che simplest of these is the series, 
Fig. 1, shown connected to a simple 
manual starter. Jecause the resis 


tance of de-moetor armatures is low 


resistance, which ts cut out of the 


circuit as the 


motor comes up to 
speed, 
In a series motor. the field and 


irmature windings are connected in 
series so that current decreases 
simultaneously in the armature and 
in the field coils. This means that 
the field strength goes down. Weak- 
ening the field requires that the 


armature run faster to generate a 
given counter-voltage. This is 


what happens in a series motor and, 
it no load, the motor races to de- 
struction. Speed varies over a wide 
range with changes in load, which 
for most loads is objectionable. 
motor is well 
suited where high starting torque 
is required such as on hoists and 
electric railways, and the speed of 
the motor is controlled by an attend- 
ant. Series 


However, a_ series 


smaller 
sizes are also used to drive constant 


motors in 


loads, such as fans. 


Shunt Motors 


The simple shunt motor in gen 


the series motor. In fact, im_ the 
smaller sizes, it is somewhat diffi- 
cult to distinguish one from the 
other. A shunt-type machine gets 
its name from having its field coils 
connected in parallel with the arma 
ture, or, 
shunt. 


as it 18 sometimes called, in 


Fig. 2 shows a shunt motor con- 
nected to a simple manual starting 
box, with its contact arm on the firs‘ 
starting point. Two characteristics 
mark the shunt motor, a torque that 
varies directly as the armature cur- 
rent, and a fairly constant speed. 
These make this type the most popu- 
lar of de designs. It is suitable for 
a wide variety of drives where start- 
ing duty is not severe and where 
a fairly constant speed is required 
over a wide range of load. 

Many drives need a fairly high 
starting torque and reasonably con 
stant speed while running. These 
require a combination of series and 
shunt-motor characteristics, obtained 
in what is called a compound-wound 


motor, Fig. 3. This motor has a 






























































they must be started with a series eral appearance is very much like shunt winding that is connected 
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Fig. 3— Compound motor 


connected to manval starter 











Fig. 4— Commutoating-pole series 
motor connected to manvol starter 
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MOTORS 


across the line as the shunt motor 
has in Fig. 2, and a series winding 
connected in series with the arma 
ture, as in Fig, | 

Because of the effect of the series 
winding, speed of a compound mo 
tor 1s not as constant with varying 
loads as the case on a shunt motor 
Whereas speed of a normal shunt 
motor will vary less than 1096 from 
no-load to full load, that of a normal 
compound motor will 


ISC/ 
aod ft 


vary about 
This characteristic makes the 
compound motor well suited to fly 
wheel applications such as punch 
presses, jaw crushers, reciprocating 
pump and similar drives. The shunt 
winding stabilizes motor speed dur 
ing light-load periods. Then, when 
the heavy load comes on, because 
vl the punching or crushing opera 
tion, the effects of the series wind 
ing causes the motor to slow down 


so that the flywheel gives up part of 


ts energy to help carry peak load 


Compound Connections 


Normally, the series and shunt 


ield coils of compound motors are 


that have. the 
The is then 
known as a cumulative compound 
In! some applications, 


connected so thes 


sae polarity. motor 
where close 


speed regulation is) required, the 


series and shunt windings are con 
nected to have 


opposite polarity 


Such a motor is known as a ditfet 


ential compound, a specially de 
signed motor having a series wind 
ing of a number of turns that will 
vary the field strength just enough 
io hold speed constant with chang 
ing load. 


motor will 


\ standard compound 
and 
shunt-field windings are opposed 
Fig. 4 COM 
inutating-pole motor connected to a 
manual starting box 


race if the series 


shows a series 
This moto 
is the same as in Fig. 1, except for 
the windings on the conmutating 
poles which are connected in series 
with the armature 


How To Select 


Direct-current motors of 200 
ditterent 
standardized to 
quite a high degree by the National 
electrical Manufacturers Associa 
tion (NEMA). These standards are 


a useful guide to the types available, 


and less for 


have been 


lip. rating 


seTVICes 


their characteristics and what may 


be expected of them 

Table [ gives standard ratings in 
horsepower and speed of open and 
semi-inclosed, continuous-duty, con 
stant-speed motors. Horsepowe1 
ratings and speed in this table con 


respond to those for standard 60 














TABLE |- HORSEPOWER AND SPEED 
Ratings of Standard General-Purpose DC 
Motors 

Hp Rpm Rpm Rpm Rpm 
34 1150 
1 1750 1150 
1%, 1750 1150 
2 1750 1150 850 
3 1750 1150 850 
5 1750 1150 850 
1% 1750 1150 850 
10 1750 1150 850 
15 1750 1150 850 
20 1750 1150 850 Tk 
25 1750 1150 850 575 
30 1750 1150 850 ST 
40 1750 1150 850 575 
50 1150 850 575 
69 1150 850 575 
75 1150 850 575 
100 1150 850 575 
125 350 575 
150 850 575 
200 850 575 
evele, alternating-current = squirrel 
cage, general-purpose motors 


ie reret re, 
concerned, 


are interchangeable. 
pose motor 


insofar as 
both 


speed ts 
classes of motor; 
General-put 
s, as listed in the tabk 


are designed to be connected to 


loads by 


means; ges 


coupling 


standard 
belt or 


any of the 


ur, chain, direct 


Gearmofors 


In ratings of 50 to 200 lip. and 


speeds of 


1750 and 1150) p.m 


standard lines of motors are avail 


able for direct connection. 
(Continued on 


Where 
page 132) 











TABLE tl_-- CHARACTERISTICS AND APPLICATIONS OF STANDARD DC MOTORS 
Standard Speed Speed Starting Peak-load 
Type ratings, Hp regulation control torque capacity Application 
Series to 200 Varies inversely Zero to maxi- High. Varies as High. Limited Where high starting torque 
as the load. mum depending square of the voltage by commutation, is required and speed can be 
Races on light on control and Limited by com- heating and regulated. Traction, bridges 
loads and full load mutation, heating, line capacity hoists and cranes, gates, car 
voltage line capacity and Max., 400% dumpers, car retarders, etc 
bearing loads. Max., full-load value 
500% full-load value e 
Shunt Yo to 200 Drops 5to 10% Any desired Good. With con High. Limited Where constant or adjustable 
from no load to _— range depend stant field, varies by commutation, speed is required and starting 
full load ing on motor directly as voltage heating and line conditions are not severe 
design and type applied to armature capacity. Max., Fans, blowers, centrifugal 
of control Max., 350% full 300% full-load pumps, conveyors, wood 
load value value and metal-working machines, 
elevators, line shafts 
Com Yq to 200 Drops 15 to Any desired Higher than for High. Limited Where high starting torque 
pound 25% trom no range, depend shunt, depending by commutation, with fairly constant speed is 


load to full load 
depending upon 
anount of com 
pounding 


ing upon motor 
design and type 
of control 


upon amount of com 
pounding. Max 


‘ 


450% full-load value 


heating and line 


capacity. Max., 
350% full-load 
value 


required. Plunger pumps, 
punch presses, shears, bend 
ing rolls, geared elevators, 
conveyors, hoists, crushers, etc 
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FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 





originally appeared. 


Fundamentals 


On my trips to various offices, | 
notice our most successful producers 
follow the simple fundamentals. 

Fundamental No. 1 is prospecting 
lhe careful selection of a prospect 1s 
more profitable to all concerned. It 
saves considerable time. It eliminates 
1 vast amount of lost motion. 

Fundamental No. 2 is the approach 
Meeting a person under the proper 
conditions, with the proper introduc- 
tion. When you approach, and before 
vou start the interview, try to arrange 
as much as possible to talk to the 
person under circumstances. which 
will be fair, both to the prospect and 
vourself. 

Fundamental No. 3 is the presenta- 
tion. Boil your presentation down to 
is few words as possible and still not 
eliminate the vital features. 

Fundamental No. 4 is the company 
I sometimes wonder if we do not put 
too much emphasis on the actual work 
ings of the company. Again, I suggest 
that you boil down your remarks to 
a very limited number of words in 
your explanation of the company. 

Fundamental No. 5 is just as im 
portant as all four of the first funda 
mentals, and that is, keeping the busi- 
ness sold. In my opinion very few 
businesses are worth much unless they 
ire in the category of repeat business 
Ordinarily, business wi!! not stay on 
the books through inattention —King 
Verritt (Investors Syndicate) in Sales 
Scrap Book, April, 1940 


Gas Units Solve Factory 
Heating Problem 


Because our building is not heated 
during week-end shutdowns we us¢ 
gas unit heaters in some departments 
on the top floor to supplement th 
regular steam heating system. Now 
the building can be heated satisfactor 


1 


ily aiter a week-end shutdown by turt 
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ing steam on at 4:30 Monday morning. 

The gas heaters were installed close 
to the concrete roof and ventilated into 
the room. At first a stove-pipe elbow 
was placed on the heater vent to turn 
the burned gas away from the roof. 
On specially cold days we _ were 
troubled with hot gas causing ob- 
jectionable condensation on the ceil- 
ing. I overcame this difficulty by ex- 
tending the vent pipe directly behind 
the fan grill. Now gas is drawn 
downward and thoroughly mixed with 





the air going through the fan and 
heater; we have no more trouble with 
condensation. — R. Boettinger im 
Power, April, 1940. 


Anti-Sales-Jitters 


Prescription to be taken by the 
salesman: 

1. Leave personal troubles at home. 

2. Meet objections head-on. 

3. Tackle tough jobs first. 

4. Forget yourself; think of your 
prospect, your goods, what they'll do 
and how they'll do it. 

5. Always remember, the welcome 
to the salesman who is a helpful ad- 

iser will banish Sales Jitters forever 

Prescription to be given by the sales 
Inanager: 

1. Vivid demonstration models. 

2. Good, clean samples. 

3. Testimonials from users. 

4. Sound answers to objections on 
price, performance, profit. 

5. Timely information on market 
and industrial conditions. 

6. Simple explanations of technical 
excellence. —Forbes, April 1, 1940. 


ARC-WELD BRAZING ON CAST-IRON PUMPS 





Two 3,500-9.p.m. pumps with repaired cast-iron cases 


Electric brazing solved a problem 
in maintenance of the cast-iron shells 
of washer pumps at Mine No. 14, 
Island Creek Coal Co., Holden, W. 
Va. Worn places are now built up by 
arc-welding, using No. 70 heavily 
green coated #s-in. rod. The material 
thus deposited wears better than the 
original cast iron. Gas welding and 
several types of filler rods were first 
tried. There is insufficient room in 


the casing to use a torch to advantage, 
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but with long rods any point can be 
reached by the electric process. 

Two of the pumps (see cut) each 
rated at 3500 g.p.m., handle water 
from a sump to cone-type settling 
tanks in a Link-Belt air-pulsated-jig 
washing plant. The water contains a 
large quantity of minus 48-mesh mate- 
rial which wears the pumps rapidly. 
The electric brazing is done at the 
washing plant.—Coal Age, April, 


1940, 














HE SAYS HE’S LOOKING 
FOR A CERTAIN TYPE 
AND SIZE OF BRUSH 





TSK! TSK! TELL 
HIM TO CALL A 
DISTRIBUTOR OF 
OSBORN BRUSHES! 


@ This happens frequently: For years, a user of industrial 
brushes buys from several sources. Not only does he waste 
time in dealing with so many different suppliers but lack 
of uniformity in brush quality is unavoidable. 

When such a user suddenly “discovers” that Osborn 
Brushes not only meet his needs but give him uniformly 
high standards of brush quality, his repeat orders roll up 
good volume for the Osborn Distributor’s Salesman who 


serves the account. 


It takes only a minute or two to “talk Osborn Brushes” 
on every possible opportunity. A small initial order is the 


“spark plug” that starts action toward future volume. 


Get the habit of “taking a minute to talk Osborn Brushes 


on every call!” Then watch those repeat orders come rolling 


along. TRY IT! 














PAINT AND WIRE FIBRE ia geke) WINDOW BENCH OR UPRIGHT WIRE PUSH MANY OTHER 
VARNISH WHEEL WHEEL SWEEPING CLEANING COUNTER BASS SCRATCH BROOMS TYPES OF 
BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BROOMS BRUSHES BRUSHES 











THE TREND OF SUPPLY SALES 
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The Sales Indicator for March gained only a 
fraction of a point over the unexpectedly good 
February, registering 125.1 as compared with 
124.9 the previous month. 


Value of the average order dropped slightly 
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Sal Orders Volume Orders 
ales 
per Average , per 
Area Indi- | Sales- Shles- Order Work- 
cator man saa ing 
\per Day Day 
$6340 $17.29 81 


North MAR. 123.9 10 
Atlantic FEB. 131.9 14 $6540 $18.46 94 


$19.60 83 
$19.90; 82 


MAR. 129.7 7 


$8050 
Southern FER 117.1 14 


$7480 


Middle MAR. 121. 8 | $6910 $18.00 99 


9 

West FEB. 125.0, 15 $7720 $18.95 89 
MAR. | 125.1 11 $4090 * 115 

Westen FeRB 108.0. 11 * $16.95! 72 

Pacific MAR. | 127.0 6 $4340 $19.10; * 

—_ FEB. 118.1| * $4100 | $17.82| 





% Omitted because of insufficient data 


while the number of orders was increasing. 

Principal gainers were distributors in the 
Southern territory, where the Indicator jumped 
from 117.1 to 129.7. 
noted in the North Atlantic States. 


Greatest falling off was 
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THE 300 POUND LIN 


INTEGRAL FLANGED 


Drop Forged Steel 
GATE VALVES 


“’~Noot 


Never before has a new line of valves 
CLICKED so rapidly as our 150 Pound Series. 














Now follows the 300 Pound line in sizes 
from 2" to 8", with flanges forged integral, and 
complying with the 300 Pound American Standard. 
Stainless Steel Trimmings are regularly furnished 
and we recommend them for steam, water, oil or 
gas service up to 300 pounds working pressure 
and temperatures to 750 deg. F. 


Write for supplementary 
page 157-B for further 
details. 


HENRY VOGT MACHINE CO., INC., LOUISVILLE, KENTUCKY. 


BRANCH. OFFICES: NEW YORK ° PHILADELPHIA ° CLEVELAND ° CHICAGO ' DALLAS | 


j 
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KEEPING UP WITH BUSINESS 


Increased War Activity 
Fails to Jolt P.A.’s 


1 


Despite the cessation of the “sitz- 


kreig” among nations at war and the 


spring eruption into more violent ac- 
tions, members of the National Asso- 
ciation of Purchasing Agents are fol- 
lowing a conservative buying policy, 
iccording to the association’s monthly 
report issued at the end of April 
Even with quickening on the war 
fronts, the members consider it un 
likely that such a rapid upward move 
ment in price structures will occur as 
to warrant extensive coverage at this 
tin 

Considerable contrast in feeling 
reflected in the reports from different 
ections. On the West Coast business 
conditions have been improved by 
plant extensions, the continued high 
rate of aircraft production and im- 
provement in home building. The 
midwest is holding its business volume 


teady at the moment, and the east is 
experiencing a slight decline. Che 
rapid drop in production and distribu 
tion in the major lines of trade since 
the first of the year has been retarded 
if not stopped. 

Buying policy has undergone only 
light change during recent weeks and, 
the report concludes, “there is nothing 
n sight to recommend revision of a 
purchasing procedure that would keep 
inventories rather well filled with ex 
tensive commitments ahead avoided.” 


Private Construction Awards 
Up for Fifth Straight Week 


By May 1 private engineering con 
truction awards had topped their re 
spective 1939 weekly values for the 
fifth consecutive week. At that time 
they were 82 per cent above the cor 
responding 1939 week, according to 
Engineering News-Record. Although 
total private awards for the first 18 
weeks of the year are 15 per cent 
above 1939, the construction total for 
1940 to date is 18 per cent below that 
of the similar period last vear, due to 
1 34 per cent drop in public work 


Metal Working Continues 
At High Levels 


Employment and payrolls in many 
branches of the metal working indus 
trv are still of record proportions, re 
ports American Machinist. Machin 
tool orders continue in unprecedented 
volume. Aircraft and_ shipbuilding 


facilities are hard pushed. The cut in 
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flat-rolled steel prices, which prevailed 
for a short time, did not drive in much 
tonnage to the mills. Foreign demand 
for steel is expected to continue and 
perhaps grow as the war is intensified. 
Steel operations remain in the neigh- 
borhood of 60 per cent. Farm equip- 
ment sales promise to exceed 1939 if 
farm prices stay where they are. In 
the field of railroad equipment, orders 
and inquiries are scarce. Car builders 
are still well occupied on contracts 
made last fall. , 


May Automobile Production 
Will Match April’s Total 


April automobile production was 
110,000 units, or 31 per cent, better 
than the corresponding 30 days of 
1939. The month’s total was about 
465,000 units and informed sources be- 
lieve the current level of operations 
will be maintained within close limits 
during May, and that no real tapering 
off of assemblies is likely to occur be- 
fore June. 





Business activity 92.0 
Automobile Production 101,405 


ln step with the 


1939 


+ 


Thousands of Dollars 


1939 





ACTIVITY FIGURES 
(As of May 2, 1940) 


Steel activity 60.0 
Carloadings 


supply industry’s Sales Indicator (Page 56) figures 
on both the charts below marked time during March. The volume 
per man declined only $20 (from previous level of $6810) while the 
number of orders received per day remained at 14. 


ORDERS PER SALESMAN PER DAY 
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Orders per salesman per day in March—14 


628,342 
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1940 
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With most of your customers, speed, accuracy and finish in filing are 
vital to their profit. There is your opportunity to sell more Disston 
Bite-Rite Files. For Disston Bite-Rite is the file that combines 
speed of cut, long life, and smoothness of filed surface! You’ll 
discover new sources of increased sales in Disston Bite-Rite 

File performance, and Disston Bite-Rite File advertising. 


FILING TO CLOSEST 
| TOLERANCES... 


For those precision filing jobs, 

sell Disston Superfine Swiss Pat- 

tern Files. Made by skilled, ex- 
perienced craftsmen; uniform high 
quality from eagle-eye inspection; 
the most complete variety of sizes 
and shapes you can imagine. From 
No. 00 to No. 8 cuts. 


FILING...TO KEEP 
SHOP SAWS “‘IN CONDITION” 


Sell the new Disston Bite-Rite Taper Files. 
These modern, strong-edge files assure your 
customers maximum service. Every needed style 
for saw filing, or any job where ataper fileis wanted 


Toronto. Australian Factor 


Sydney, N.S. W. 


Feel the ‘bite’ in 
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Henry Disston & Sons, Inc., Philadelphia, U.S. A. 

Branches: Boston, Chicago, Detroit, Memphis, New 
Orleans, Seattle, Portland, Ore., San Francisco, 

Vancouver, B. C. Canadian Factory: 
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TEN YEARS AGO IN MILL SUPPLIES 


ASSOCIATIONS RESPECTIVELY WERE: CW. 


INSTALLED AS PRESIDENTS OF THE 
BECKNER , DC JONES (1877-1940) AND HH. KUHN 


SOUTHERN. AMERICAN ANDO NATIONAL 
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BY 
oy AN 
IN y- 
CHRISTIE, SECRE TACO 

S a GARRETT: CHRIS 


PRESENTATION OF A SET OF CUFF 

LINKS WAS MADE AT AN EVENING Diwn- 

NER BY AMERICAN ASSOCIATION'S 

MERCHANDISING COMMITTEE MEM- 

BERS TO R.M GATTSHALL, IN APPRE- Q 4 

CIATION FOR HIS SPLENDID WORK AS 9 ‘ge THE JOINT MERCHANDISING COMMITTEE LAUNCHED 
$ ) OUT WITH AN ORGANIZATION MEETING IN MEMPHIS 


A COMMITTEE MEMBER f 


FROM DETROIT TO MEMPHIS VIA CALIFORNIA ith 
WAS THE ROUTE TO THE TRIPLE CONVENTION > a 
TAKEN BY CHARLES E. ALLINGER, SECRETARY- Ag 

TREASURER OF THE CHARLES A STRELINGER CO. !JN.._%m,, 


oF 


ES ——~P JAMES SUPPLY CO., CHATTANOOGA. WAS BREAKING 
GROUND FOR A CONCRETE 3-STORY ANO BASE- 

fir? MENT BUILDING, WHILE, IN SEATTLE, THE 
( MILL AND MINE SUPPLY CO WAS ERECTING 


5 
hae \) NEW QUARTERS 


A.C. BLAISDELL, THE QUEEN CITY SUPPLY =. 
CO. CINCINNATI, WAS BUSY AT MEMPHIS 
TRYING OuUT THE SWELL MATCHED GOLF 

CLUBS HE RECEIVED FROM THE ASSOCIA- S 
TION EQUIPMENT DISTRIBUTORS. -~ » 








ry 

Tae unaided eye sees little difference 
beween high and low quality in files. But mi- 
croscopic examination reveals plenty! And 
performance still more! 


Through a magnifying glass, show your 
customer the uniformity of every cut, the sharp- 
ness of every tooth in a Nicholson or Black 
Diamond File. Ask your customer to note the 
evenness with which the file blank has been 
prepared, Tap the file for the ring that spells 
soundness and proper hardness. 

Then ask your customer to put it to the test 
of performance. Have him check it for keen- 
ness and smoothness of bite throughout its 
length: for the way it holds to the line of work; 
for the unusual number of sharp-cutting strokes 
it can deliver. . . . He'll agree that the cost of 
these files should easily be absorbed in greater 
and faster production. 


@ And you'll agree that a Nicholson connection 
offers everything: Top-notch quality—“A file for 
every purpose” — “Twelve perfect files in every 
dozen”— Service assistance — Advertising aid A 
clean-cut distributor policy. 


NicHOLSsON FILE Co.. Providence. R. 1..U.S. A. 


Canadian Plant, Port Hope, Ont. 
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Louisiana Distributors Meet 
With Salesmen 


Louisiana distributors, exclusive of 
in the New Orleans area, met 
with salesmen representing their com- 
panies in Alexandria on April 27, for 
the second gathering of this kind, the 
first having been held last fall. 

These distributors, located in Alex 
andria, Baton Rouge, Lake Charles, 
Monroe and Shreveport, are not or- 
ganized into a formal association or 
local group, but gather informally 
each month at one of the cities men- 
tioned for the purpose of discussing 
their common problems. Included in 
the group are distributors of indus- 
trial supplies, hardware, plumbing and 
heating equipment and electrical sup 
plies. 

Twice each year, once in the spring 
and once in the fall, each distributor 
is urged to bring his 
meeting for three 
order that the salesmen may become 
more familiar with the problems faced 
by management; 2. In order that man- 
agement may familiar 
with the day-to-day problems of the 
man on the firing line; 3. In order 
that the salesmen may get to know 
each other and discuss their common 


1 


those 


salesmen to the 
reasons: :. In 


become more 


problem 


3 Marx, president, Southern 


Speakers’ table at the luncheon session of 
distributors’ meeting in Alexandria, La. 


Chairman Barksdale second from left. See 
news story, column at left. 











In the heart of the Amish section, Reilly 
Bros. & Raub held their second industrial 
show at Lancaster, Pa., in April. Here's one 
of the interested visitors. 





N.A.P.E. members have turned out in many cities to view the recently released motion 
picture on Yarway impulse traps. Below is the Des Moines group at a meeting set up by 
Globe Machinery & Supply Co. Above is a meeting in Wausau, Wis., staged by Wisconsin 
River Supply Co. Similar meetings were held in Ottumwa, Waterloo, Dubuque, Mason City, 
Clinton, Davenport, Cedar Rapids, Marshalltown and Omaha 
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DON'T FORGET TO 


‘LINE UP 
with HEWITT". 
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| Hardware Co., Ltd., Monroe, was the 
chairman of the April meeting. The 
program started at 10 A.M. and 
lasted until 4 A. M. The morning and 
luncheon sessions were attended by 
both distributor executives and sales- 


. © Marx, president, Southern Hardware 
Co., Ltd., Monroe, and chairman of the 
| April meeting 





“OUR CABLE KING SAVES US OVER men. In the afternoon the groups 
25% IN OPERATING TIME”, SAYS prance ani depict «uaa 


THE CAMDEN »WIRE COMPANY Speakers during the morning. ses 


sion were Joe Pitts, credit manager. 





bs Brown-Roberts Hardware and Supply 
RUGS . . Co., Alexandria, “The Credit Man 

7 —s TO YALE DISTRIBUTORS AND ager’s Viewpoint,” \. Ps Moore, o., 
SALESMEN: Manager, Crane C 





0., Shreveport, 
This is No. 3 in a series of Yale Chain Hoist “The Evil of Deliveries,” H. Nichols. 
fact stories appearing in a large group of 


; 
leading trade publications to help you sell. vice-president, WW eaks Supply Co,, 
Follow this series. Each ad is full of testified Monroe, “What It Costs To Have 
sales arguments. : » ” 
Goods Returned. 
Considerable discussion — followed 
=| A 





25° is a lot of time to save. Yet that’s the saving each of these excellent presentations. 


effected by The Camden Wire Company through much of it putting forth the salesman’s 


oint of view. 
the use of their Cable King Wire Rope Electric a oe ee 


F. ©. Barksdale, vice-president. 
Hoist. 


3rown-Roberts Hardware and Supply 









: ‘ ws Co., was toastmaster at the joint 
Here is an excerpt from their testified statement: 7 nike 
—— luncheon. J. A. Channon, Editor, 
3UILDING MATERIALS “The Yale & Towne Cable King recently pur- Mitt Suppwies, discussed the small 
fe he x chased has been installed and is doing a fine order problem and what it means to 
, ms job. This hoist replaced other mechanical equip- the average distributor and his sales- 
; ment and we figure it saves about 25° out of men. , 1 
b. ww H. B. Hoffman, Murray-Brooks 
. 2 ~~ every hour of the operator's time.” Hardware Co., Ltd., Lake Charles, 
"J " was chairman of the salesmen’s after- 
7 Figure how much time your operators are now nisin eames 
} oe consuming for hoisting operations. Cut it by 25%. Attending the meeting were repre- 
. Now, don't you think it might be worth your while sentatives of the Brown-Roberts 
he to find out more about the Cable King? Hardware and Supply Co., Alexan- 
dria; Colossus — Industries, — Ine., 
For full information contact your local Yale dis- Shreveport; Crane Co., Shreveport; 
tributor or write direct. Doherty Hardware Co., Ltd., Bi 
POWER HOUSE Rouge; Hollis and Co., Shreveport: 


Livingston Supply Co., Inc., Baton 
Rouge: Beach Plumbing and Supply 
Co., Shreveport: Monroe Hardware 


THE YALE & TOWNE MFG. CO. Co.. Monroe: Murray-Brooks Hard 


¢ i Y A & E- if ) PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A 


IN CANADA: ST. CATHARINES, ONT 














Part of the distributor executives during the 
afternoon separate session 


ware Co., Ltd., Lake Charles; Ogilvie 
Hardware Co., Ltd., Shreveport; 
Peerless Supply Co., Shreveport; 
Pelican Wel! Tool and Supply Co., 
Shreveport; The Southern Hardware 
Co., Ltd., Monroe; Weaks 
Co., Monroe. 


Ryerson Enlarges 
Philadelphia Plant 


A reconstruction 
program recently completed at the 
Ryerson plant in Philadelphia has 
greatly increased service and storage 
facilities. Total floor space has been 
increased by approximately 250,000 
sq. ft., over 1,750 new items have 
been added to stocks. 

A new high-bay type mill building 
185’ x 120’ was erected for storing 
structural lines, such as beams, angles, 
channels, etc. 
run into the new span. 

A new heated building gives more 
than 20,000 sq. ft. of additional stor- 
age space for cold finished bars, full 
finished sheets, mechanical 
and other high quality steels. Evenly 
controlled temperature at all times 
protects the finish of these finer steels 
and guards against deterioration. 

Layout and_ storage facilities 
throughout the plant were rearranged 
and improved to handle the more than 
5,000 items now carried in stock at 
this plant. New-type hand trucks 
were provided for faster and more 
efficient intra-plant transfer of stock. 
Shipping floor area was increased and 
shipping platforms revamped for faster 
loading and greater convenience, of 
customers. 

New and modern equipment to 
speed cutting operations and insure 
accuracy was installed, including im- 
proved hack saws and special hack 
saw tables, new burning tables to 
facilitate handling of large plates, and 
a sheet shear of the latest design. 


and expansion 


Supply || 


Railroad spur tracks | 


tubing, | 


NEW EXCLUSIVE PROCESS IN- 
CREASES RUST RESISTANCE— 
MINIMIZES FRICTIONAL WEAR 
ON ALL YALE CHAIN 


TO YALE DISTRIBUTORS AND 


SALESMEN: 
This is No. 4 in a series of Yale Chain Hoist 
fact stories appearing in a large group of 
leading trade publications to help you sell. 
Follow this series. Each ad is full of testified 
sales arguments. 


The world’s best chain is now better! A new 
secret plating process developed by Yale makes 


it so. 


Corresponding the cad- 
mium plating common to the automobile industry, 
the secret of this process lies in the final dehydro- 
genation. Yale has perfected a means of per- 
forming this final step in a way which maintains 


the physical and chemical properties of the steel. 


in a general way to 


Chain treated with this process—and only such 
chain—has an impervious finish so satin smooth 
that frictional wear is reduced to a new minimum. 
This means less operating effort. As for rust— 
Yale’s new coating makes it practically impossible! 


Ask your distributor to show you secret processed 
Yale Chain. It’s the latest hoist advance! 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A 


IN CANADA: ST. CATHARINES, ONT. 


Makersof Yale Hand Chain Horcts 
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GET ALL THE FACTS 
QUICKLY ON THIS 


New 


NON-COMPETITIVE 


ITEM 


BALL BEARING PILLOW BLOCK 
FOR LIGHT DUTY APPLICATION... 
AHLBERG i cently conatete tow of taoe- 


ings. This new series opens new fields to the distributor which 
he heretofore has been unable to reach. The precision bearing 
—substantial construction—smooth performance—clean and 
trim appearance, together with low cost, combine to make 
this the easiest selling item in the 
field today. 


THIS COUNTER CARD WILL HELP 
YOU INCREASE SALES — Get this 
attractive counter display card 
working for you. Two actual pillow 
blocks are mounted on it. It's ef- 
fective—it does a real sales job. 
Let your customers see these neat 
bearings that cost less and they 
will buy. 


in successfully engineering this new 


a 








Write today for E D circular and 
sales plan. More pillow blocks and 
bearings from this one source. 


OTHER BEARINGS AND 
PILLOW BLOCKS AVAILABLE 


Distributors can best meet the de- 
mands of their industrial accounts 
for all types of bearing replacements with the Ahlberg line, 
because it is complete. One source for all bearings, a factory 
branch stock near you and trained bearing men to help you at 
all times. Write for details of our distributor plan. 





AHLBERG BEARING COMPANY 


Manufacturers of (Cis) Ball Bearings 
3025 W. 47th STREET ed i iey.\clomm | & ai, lel} 
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Changes Made in 
Chain Belt Offices 


Thomas E. Cocker has been ap- 
pointed manager of the Detroit dis- 
trict office of Chain Belt Co., Milwau- 
kee. He succeeds G. A. Gunther. Mr. 
Cocker has been with the company 


THOMAS E. COCKER 


since 1921 and has served as district 
manager of both the Cleveland and 
Buffalo offices. 

Mr. Klemme_ will succeed Mr. 
Cocker as manager of the Buffalo dis- 
trict office. Robert Potter, a member 
of the home office sales organization 
at Milwaukee, has been transferred to 
the Pittsburgh office where he will 
assist Gayle Sherratt, district man- 
ager. 


C. Earl Hall, new representative for Ohio 
Injector Co., and D. P. Gordon, district rep- 
resentative, on the way to Hays Supply Co., 
their Memphis distributor 

















“*VULCAN‘’’ STRAP 
CLAMPS——far more effi- 
cient than any makeshift 
device—6 types, many 
sizes 







MACHINISTS 
with parallel 

















WILLIAMS’ “C” CLAMPS— = 
5 different and complete ose 
lines providing a wide. 
ety of sizes, 44 te IR 
for heavy, , 
service, 





* 


“ph So ot 
J. H. WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST., NEW YORK 


WRENCHES TOOL HOLDERS LATHE DOGS “C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& HOIST HOOKS EYE BOLTS 
OF ALL SCREWS 
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POWER TO YOUR CUSTOMERS 


When You Sell Them Belmont 


This month we're pointing out to pack- 
ing buyers throughout the country that 
Belmont Packings help prevent power 
leaks. And we're giving them factual 
selling details. 












SUGGESTED PACKINGS 
FOR WATER SERVICE 


BELMONT 319 
You can do the same. Take Belmont Hollow Center Packing 
319, for example, Explain to each cus- 
tomer how only the finest quality rubber 
friction duck is used. Then tell them 
about the original Belmont hollow cen- 
ter which provides a point of least re- 
sistance for contraction and expansion. 
And as your clincher, you can point out 
that this hollow center also serves to 
keep friction at a minimum, since the 
packing tends to “breath” towards the 


Made of finest quality closely 
woven rubber frictioned 
duck, wrapped on itself and 
moulded to size. Supplied 
in packing space sizes 
“%” and over; lubri- 
cated and graphited 
unless otherwise 
specified. 


















“hole,” as varying pressures are ex- BELMONT 3 
erted in the stuffing box. Special Hydraulic 
Packing 


These are the kind of real, down-to- 
earth selling facts that stand back of 
every piece of Belmont Packing. Use 
them—and you're bound to do a job. 


Made of Long Line best 
quality Flax stitched 
with strong linen thread 
into a moulded rubber 
and duck channel. The 
double combination of casing and flax 
makes two packings in one against the 
wearing surface. Supplied lubricated and 
graphited unless: otherwise ordered, in all 
packing space sizes from %” upward, 








P. S. The new Belmont Catalogue is loaded 
with this type of factual sales ammu- 
nition. Refer to it before every pack- 
ing call. 








THERE’S A BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


a a ae m © S&S 


THE BELMONT ag & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 
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NEW LINES 
taken on by 


Distributors 


MANUFACTURERS SuppLy Co., GRAND 
Rapips, MIcu., ts now stocking the 
Mechanical rubber goods manu- 
factured by the Goodyear Rubber 
Co. 


CASANAVE Suppty Co., PHILADEL- 
PHIA, Pa., report having taken on 
the line of flexible shaft equipment 
manufactured by the Stow Manu- 
facturing Co., and also the line of 
safety equipment manufactured by 
C. H. Dockson Co. 


MILLER & STERN Suppty Co., SAN 
Francisco, Ca.ir,, Manufacturers’ 
Rubber Supply Co., Canton, O., 
and Tri-State Supply Co., Johnson 
City, Tenn., have been appointed 
distributors by the Boice Crane Co. 


CARTER, MILCHMAN & FRANK, INC., 
New York City, is now handling 
roller chain manufactured by Bald- 
win Duckworth Chain Corp.; ball 
bearing pillow blocks manufactured 
by Chapman Transmission Corp.; 
motor pulleys, V-belts and pulleys 
manufactured by Rockwood Mfg. 
Co.; and the “sure grip” set blocks 
manufactured by Tietzmann En- 
gineering Co. 


AMERICAN MACHINE Works, Spo- 
KANE, WASH., is now a distributor 
of the motors and grinders manu- 
factured by the Baldor Electric Co. 


Among the distributor organizations 
recently appointed by Stow Mfg. 
Co., are: RUNDLE-SPENCE Mee. Co., 
MILWAUKEE, Wis.; R. W. Hupc- 
Ins Co., Norrotk, VaA.; STAcY 
Supp.ty Co., SPRINGFIELD, MAss.; 
Dixtie Mitt Suppty Co., New 
OrveANS, La.; R. C. Neat Co., 


BurraLo, N. Y.; CHASE PARKER 
Co., Boston, Mass.; HAWAIIAN 
SaLtes Factors Ltp., HoNoLutu, 
T. H.; DeHLER Bros. Co., Louts- 
VILLE, Ky.; J. H. RyperR MACHIN- 
ERY Co., Toronto, OntT.; Cas. A. 
STRELINGER Co., Detroit, MICH.; 
MANNING, MAxwe_t & Moore, 
Jersey City, N. J. 


PATRON TRANSMISSION Co., NEW 
York City, has been appointed dis- 
tributor for the John Waldron 
Corp., and the Chicago Die Casting 
Mfg. Co. 











THIS MONTH’S SALES BOOSTER 


FOR LUNKENHEIMER DISTRIBUTORS... 













d with extra strength 
ty gad interchangeable | 
Pgarts, plus other features thet 


eure servicing time ..- 


; LUNKENHEIMER Bronze GATE VALVES 


EERED’’ FOR 
RE ‘‘CORRECTLY ENGIN 
MAXIMUM ECONOMY ON THE sos! 





ally there one banhig Lenbaoheioner qualities 
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aS “BRONZE GATE VALVES 
»++*REACHING PRACTICALLY ALL THE 
SPECIFYING AND BUYING AUTHORITIES FIND A READY MARKET 
IN MAJOR INDUSTRIES THROUGHOUT INDUSTRY! 


Probably no Lunkenheimer products offer the 


REMEMBER... : : industrial distributor wider sales opportunity 
. than our Bronze Gate Valve lines. It is there- 


fore logical that we should feature these at 


YOU CAN USE IT WITH the very beginning of our new advertising 
GREAT EFFECTIVENESS series, sO as to point out to buyers in every 
WHEN YOU'RE SELLING major field the “engineered superiority" of 
“CORRECTLY ENGINEERED” these popular items. Plan right now to place 
LUNKENHEIMER VALVES special emphasis all this month on these in- 
herently better, easier-to-sell Bronze Gate 

Profit from the experience of our own factory representa- Valves. 

tives who, year after a a thot the ee! ESTABLISHED 1862 

way to convince buyers of Lunkenheimer’s ““Engineere ’ 

Superiority” is to take a Lunkenheimer valve apart and THE LUNKENHEIMER co. 

compare it point-for-point with whatever valve the pros- —wQUALITY’=— 

pect has been using. Throughout the year, our advertis- CINCINNATI, OHIO. U.S.A. 

ing will feature this visible proof of Lunkenheimer qual- NEW YORK CHICAGO 

ity, so take full advantage of a proven sales strategy BOSTON PHILADELPHIA 

.. make point-for-point comparisons on every call. EXPORT DEPT. 316-322 HUDSON ST., NEW YORK 


SELL QUALITY-SELL LUNKENHEIMER 


The Line of Guetly Engince wd Valves 
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ABRASIVE 


12-PB-ES 


A MAJOR LINE 
FOR MILL SUPPLY SALESMEN 


Abrasive Company Grinding Wheels | 





Accelerated industrial production means increased grinding wheel 
consumption ... and that means increased sales and profit opportuni- 
ties for you! Abrasive Company Grinding Wheels offer you an excel- 
lent means of selling metal-working accounts—and that’s one sure 
place where large volume business exists today. Make grinding 
wheels one of your major lines and you will profit accordingly! 


The high quality of Abrasive Company Grinding Wheels has been well established by 
over 45 years successful service in grinding wheel users’ plants throughout the country. 
Specialized experience in every class of grinding enables us to furnish grinding wheels 
for every grinding operation in in- 
dustry—for Tool & Cutter, Surfacing 
with cups, cylinders, segments and 
nut-inserted discs, Foundry Snag- 


o\N S ging, Cylindrical, Centerless, Saw 
a &R ee Gumming, Knife Grinding, Internal 
Cut-Off, Portables, Etc. 
You can make more money by 
ner an? pushing and selling “ABRASIVE” 
nit¥ Wheels. 


ABRASIVE 
<—S 
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Morgan Heads Philadelphia 
Plant of Yale & Towne 


The Yale & Towne Mfg. Co. have 
announced the promotion of James C. 
Morgan from his former post of gen- 
eral sales manager of the Philadelphia 





JAMES C. MORGAN 


division to the position of general 
manager of the entire Philadelphia 
plant. 

Mr. Morgan first became associated 
with Yale & Towne in 1920 when he 
came to Stamford from the C. B. 
Hunt Co. to take charge of Yale’s 
electric truck sales. 

Due to his operating acumen, these 
so increased that the electric truck 
and hoist divisions were combined 
into one unit under his supervision. It 
was while in this position that he laid 
the groundwork for the manufacturing 
and sales methods that have made 
Yale & Towne the world’s largest 
manufacturer of materials handling 
equipment. 

As a reward for his record, Mr. 
Morgan was made assistant to the 
president, which position he held until 
various factors made it obvious that 
his knowledge was needed to guide 
the materials handling destinies of the 
company. Taking charge of this divi- 
sion again, Mr. Morgan built it so 
successfully that nine years ago it 
became too large to be handled at 
Stamford, and moved to the large 
Philadelphia plant it occupies today. 


Handles Cochrane in Cincinnati 


Charles M. Chapman is now repre- 
senting Cochrane Corp., on flow me- 
ters in the Cincinnati territory cover- 
ing parts of Ohio, Indiana, and Ken- 
tucky. Mr. Chapman’s office is in 
the Schmidt Building. 














C. O. Perts 
COLONIAL SUPPLY CO. 
PITTSBURGH, PA. 
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YEARS 
WE KNOW... 


... that the SKF Line is the world's 
largest line of industrial bearings. 


... that every SKF Bearing is a high- 
quality product that’s well-known to 
the trade. 


... that back of every SKF distributor 
is the sort of engineering and sales sup- 
port that can come only from a great 
organization. 


. that the biggest reason for repeat 
orders is the SKF tradition for perfor- 
— mance that every engineer knows. 


... that when you deal with SKF, you 
bearings that are deal with reliability in both the organi- 


zation and in bearings. SKF Industries, 
q Inc., Front St. & Erie Ave., Phila., Pa. 
the TOPS in 


4575 


QUALITY « ENGINEERING 
PERFORMANCE 
That's the SKF Line! 


TRANSMISSION 
APPLIANCES 
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‘RED END” 
HACK SAWS 


3 GRADES 


BRIGHT BLADE 


Full High Speed Steel for toughest 
kind of Production Cutting. 


RED BLADE 


Molybdenum Steel Blade. Long 
wearing. Exceptional cutting quality. 


BLACK BLADE 


Regular Tungsten Steel 
general work. 


Blade for 


The RED END trade-mark is a guarantee of 
quality for each grade of blade. Write for 
booklet “Hacksaw-ology.” 


SIMONDS 


SAW AND STEEL COMPANY . 
Fitchburg, Massachusetts, U.S.A. 


ae gin 
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Picture snapped in front Dehler Bros. store in September 1893 that aroused so much interest 
at recent Louisville Instruct-A-Show. E. J. Pohimann (third from left) poses nonchalantly 
alongside of W. P. Dehler (with suspenders), now president 


Ont Uv 
SUPPLIES 





Two plaques shown in left hand windows represent prizes for most attractive exhibits at 


the 1938 and 1939 Instruct-A-Show in Louisville. 


Members of the 1940 Dehler Bros. staff 


assembled in front of the house are, first row: W. Reinert, E. Schehr, E. Powell, E. J. Pohl- 
mann (1892), Margaret Masters, A. H. Davis, Mike Boehler, Helen Rogers, C. C. McCul- 


loch (secretary-treasurer), J. Butler. 


In the second row: H. Becker, W. Wohlbold, W. 


Headley, A. Ruffra, H. Henry, W. Bauer, G. Riggs, R. Patterson and J. Spivey 


Purchasing Agents See 
Dehler Bros. 1893 and 1940 


One feature of the Dehler Bros. 
prize winning exhibit at the Instruct- 
A-Show in Louisville, Kentucky, last 
fall was a picture of the supply house 
and staff snapped on September 18, 
1893. This original print had been 
carefully preserved by E. J. Pohl- 
mann through the ensuing years. 
When the picture was displayed in 
the booth, so many visitors were 
curious as to its date that Dehler 
3ros. decided to hold a contest. Prizes 
were offered to the five contestants 
who came nearest to guessing the 
actual date. 

3ecause of the tremendous interest 
aroused by this 1893 print, the com- 
pany felt it was time once more to call 
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the staff together and record the 
growth in the house and its staff. So 
on a sunny Saturday afternoon early 
in March of this year a_ pictorial 
record was made. Unfortunately, Mr. 
Dehler, president, was unable to be 
present. However he appears promin- 
ently in the earlier picture. 


Shafer Bearing Appoints Yeager 


H. H. Yeager has been appointed 
assistant sales manager of the Shafer 
Bearing Corp., Chicago, manufacturer 
of Shafer Radial-Thrust roller bear- 
ings. Mr. Yeager was for a number 
of years district sales manager of the 
Dodge Manufacturing Corporation, 
and prior to that was manager of the 
mill supply department of SKF In- 
dustries, Inc. 








LOOK FOR 


RED TANG 


A Registered Trade-mark 


Identifying Strictly High Quality 


FILES 


The remarkable new files with selected shape 
teeth that make them ‘‘cut like a metal saw” 


Unexcelled for all production filing work. A 
file for every practical metal-working purpose 


Best Results « Greatest Satisfaction 
Sold by Supply Dealers 


SIMONDS 


SAW AND STEEL CO. 


Established 1832 - - FITCHBURG, MASS. 
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% Distributors like CAPITAL "RED 
CAPS" because of wide usage—estab- 
lished merit—growing approval. This 
means steadily increasing sales volume 
and immediate opportunity for good 
business. 


You can supply any type or size brush or 
broom to any of these users: mines, mills, 
warehouses, railroads, foundries, dairies, 
public buildings, schools, garages—for 
use indoor and outdoor. You'll get re- 
orders too because of the fine reputation 
CAPITAL "RED CAPS" have built up for 
consistent good service. We guarantee 
every one of our products—our distribu- 
tors’ policy gives you protection—our ex- 
perience and sales assistance is freely 
given. Find out what these things will do 
for you. 


ae 


amc 


FLOOR BRUSH 





BASS PUSH BROOM 


LOONTEE 
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On March 21, Supplies Inc., Chicago, cele- 
brated its second anniversary with cake- 
cutting and ceremony omitted. It was just 
another busy day for the officers and inside 
force shown above, left to right: A. E. 


| Waldschmidt, vice-president; Don Batalia; 


F. R. Wietendorf; S. P. Tornga; O. W. Da- 
vis, secretary and treasurer; A. R. Teufel; 
|. T. Bastman, president; and D. L. Eckholm, 


| sales manager 





Executive Changes at Falk 


The Falk Corp., Milwaukee, well- 
known for its gears, couplings and 
other industrial products has an- 
nounced several changes in executive 
positions. Edward P. Connell, treas- 
urer, assumes the newly created post 
of general manager. Walter  L. 
Schneider succeeds Matthew A. Car- 
penter as sales manager in charge of 
active sales of all Falk products ex- 
cept those covered by the foundry di- 
vision. Mr. Carpenter, secretary of 
the company, continues to act in a 
supervisory capacity over sales, sales 
promotion and advertising. 


Essmueller Adds Annex 


Work is nearing completion on a 
new one-story annex to the Essmuel- 
ler Mill Furnishing Co. office in St. 
Louis. Built of brick and steel, this 
new addition will house the sheet 
metal shop now occupying the second 
floor of the adjacent building. A ware- 
house two blocks away will be aban- 
doned and stock moved into the 3,000 
sq. ft. of space made available by the 
shifting of the sheet metal shop to the 
adjoining annex. The new building is 
expected to be ready for occupancy by 
April 15. 





Pouring wet-mix concrete for the floor of 
Essmueller's new annex 
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Prestige—“Yankee” Tools are the first choice ¢ 


of discriminating users—this preference is 7 





fully warranted by unexcelled performance. | — 
Nationally Advertised Ever Since 1909. 





Protection —“Yankee” Tool distribution 
provides full protection against competition . 
of non-stocking jobber. Distributors’ prices 
are extended only to houses that maintain 
stock and take an active interest in the line. 








Profits—“Yankee” Tool sales thru recognized 
channels of distribution are your strongest 
guarantee of fair profits. 


NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. 
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Shafer Design 


GIVES YOU PRACTICAL ROLLER 
BEARING SELLING ADVANTAGES, 
QUICKLY RECOGNIZED BY EVERY USER 











Sectional View 








Shafer 
Welded 
Steel Pillow 
Block 





The exclusive Shafer concave 
roller design combines (1) self- 
alignment within the bearing 
itself, (2) generous capacity for 
radial, thrust, or combined 
radial-thrust loads, (3) simple 
adjustability. 

Shafer design gives you sound 
selling features; the complete 
Shafer line of stock mounted 
units gives you sizes and types 
to meet all needs; Shafer sales 
cooperation helps bring you a 
generous profit. Write for new 
Catalog 15 and details of the 
Shafer agency arrangement in 
your territory. 


SHAFER BEARING CORPORATION 
35 EAST WACKER DRIVE e CHICAGO 


SHAFER kadial-Unust 
ROLLER BEARINGS 
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Duff Norton Names 
Thulin Sales Head 


The Duff-Norton Mig. Co., Pitts- 
burgh, has announced the appoint- 
ment of Earl E. Thulin as vice-presi- 
dent and general manager of sales. 





EARL E. THULIN 


Mr. Thulin for the present will be in 
headquarters at Peoples Gas Building, 
Chicago. Later in the year he will be 
located at the general offices of the 
company at Pittsburgh. 

C. N. Thulin continues in Chicago 
as vice-president and will act in a 
sales executive capacity as a special 
representative in all territories. 

W. I. Floyd has been appointed 
assistant general manager of sales in 
addition to his present capacity of 
assistant to the president, with head- 
quarters at the general office of the 
company in Pittsburgh. 








M. M. Dubberly, shipping clerk and H. 

Council, receiving clerk for Riechman- 

Crosby Co., Memphis, “turn out" for the 
photographer. 




















Always ro in the new, 
tangle-proof carton, these saws 
are supplied in widths from 7,” 
to l/,” in coils of any length, with 
hardened teeth and flexible backs 
—or cut to length and welded. 
Always specify Barnes. 


BARNES 









Metal Cutting Band Saws 
for Contour Sawing & Die Cutting 


are now shipped in 12-in. coils, boxed in a new carton that saves 
thumbs and tempers. The stock is coiled loose, eliminating checks, 
yet it’s confined, so it never tangles. It’s easy to withdraw the length 
required and provision is made for keeping accurate inventory of re- 
maining stock. 


In short, we are providing a first class package for a first class 
product! Barnes Band Saws are applicable to DoAll, Grob, Tanne- 
witz, Delta, Walker-Turner, Wells No. 9, Laidlaw, Thiel, and other 
machines. 


Stock Barnes Band Saws in the new trouble- 
free carton, in the sizes your customers ordi- 
narily require—easy for you to handle—easy for 
your customer to use. 
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“YARWAYS 
are Well Worth 
Featuring in Our 
Sales Efforts’ 





Mr. 
Carey Machinery & Supply 


George A. Janzen of 


Co., Baltimore, Md., says: ... 


“A good product, a sound 
merchandising policy and 
continuous advertising make 
the Yarway Trap well worth 
featuring in our sales efforts.” 


Write for details 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 








American Pulley Elects | 
Chandler Vice-President 


Archie Chandler has been elected 
vice-president in charge of sales ac- 
cording to an announcement by the 





ARCHIE CHANDLER 








‘ . : . 
American Pulley Co., Philadelphia. 
. 2 | 
Mr. Chandler first became asso- | 
ciated with American Pulley in 1915 | 
as district sales manager in charge of | 
the Pacific Coast territory. In 1928 
he was named general sales manager 
of the company. 





Chicago Office Moved 


Clark Bros. Bolt Co., Milldale, 
Conn., manufacturers of a complete 
line of bolts, nuts, screws, and wash- | 
ers have announced the removal of | 
their Chicago office to Room 1636 
McCormick Bldg., 332 S. Michigan 
Ave. This office is in charge of Dud- 
ley H. Smith, district sales manager. 


1 2283 
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Exterior view of the present location of the 
Forslund Pump & Machinery Co. in Kansas 
City, Mo. They stock and display, both on 
their and warehouse floors, a well 
diversified line of pumps and light machine 
tools. 


main 


River scene enlivens the right hand wall of 
the display floor 


MILL SUPPLIES © MAY, 1940 


| because Bristo Socket Screws help 


| Bristo helps you corner a greater share 


| Faster assembling —a saving in time; 
| (2) Stronger construction—a saving in 


| A Bristo distributorship is valuable,—it enriches 


A 25 x 10 foot mural of a Missouri | 











Easier sales ...quicker sales... 
your customer save three ways! 


of socket screw business by offering 
your customer a three-way saving: (1) 


equipment life; and (3) Lower pro- 
duction costs. These advantages are 
demonstrable! 


BRISTO ADVANTAGES 

you can sell 
In just a five minute demonstration, your own 
salesman can sell your customer 100%. It all 
lies in the Bristo socket head design. In this 
socket the fluted wrench locks tight. No wobble. 
No excess play. Then, turn up a Bristo fight. 
Point out that there is no damage to socket 
walls,—no slipping wrench, no stripping, no 
rounding out. That is Bristo’s performance—the 
only kind which sells your customer and gives 
you a profit. 





GET THE FACTS 





your pocketbook, your business, and you. Write 
us for details. The Bristol Company, Mill Sup- 
ply Division, Waterbury, Conn. 





MONEY - MAKING FACTS 
AT A GLANCE 


Lock-tight socket head, — won't 
split, shear, round. out, jam or 
strip . . . Set tighter with less 
effort . . . No loosening under 
vibration. Take wrench without 
fumbling or skidding. 


BRISTO 


SOCKET SCREWS 

















































~ SPECIFICATIONS?” 


EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS 


MiLL SUPPLIES CL. 
Maal |, 


BUYERS’ REFERENCE p 


This is the only Buying Guide published 
exclusively for industrial distributors — and 
has several unique features of unusual 
value to supply men. 


Ist —It is built to specification for the 
DISTRIBUTOR and for nobody else. 


2nd — It lists only machinery, tool, sup- 
ply and equipment items which industry 
buys from distributors — consequently, 
MILL SUPPLIES Buying Guide is not 
bulky and cumbersome but of convenient, 
easy-to-handle size— can be kept in top 
desk drawer. 


3rd — Every attempt is made to list only 
those manufacturers who have an estab- 
lished discount policy favoring distributors. 


4th—-Over six hundred advertisements 
provide product information, which in 
many cases eliminates the necessity of dig- 
ging into general catalog files. 


5th — The trade name index enables you 
to locate manufacturers of branded prod- 
ucts. 


TIP! Keep your new issue of MILL 
SUPPLIES’ BUYERS’ REFERENCE DI- 
RECTORY within arm’s reach all through 
1940. Use it as your first buying reference. 
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That Clinch a Tape Sale: 


[UF KIN CHROME FACE 


MLL 44 
s CHROME FACE 
STEEL TADE 





New YORK  7HE /UFAIN fPULE (0 


fade. a SAGINAW. MICHIGAN WINDSOR, ONT 


TAPES — RULES — PRECISION TOOLS 
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D. K. Swartwout Dies 


Denton K. Swartwout, 78, chair- 
man of the board of the Swartwout 
Co., manufacturers of industrial ven- 
tilating and power plant equipment, 
died suddenly March 22 of a heart 
attack at his home in Cleveland. He 
had been in ill health for several 
years. 


Mr. Swartwout founded the cod 
pany about 1901 and was its pres 
dent until four years-ago. He was 
succeeded in the presidency bv his 
son, Denton K., Jr. He was a past 
president of the American Supply and 
Machinery Manufacturers Association 
and a member of the original Advis- 
ory Board of stockholders of MILL 
SUPPLIES. 


Republic Steel Merges 
Pressed Steel Operations 


Coordination of pressed steel opera- 
tions under the general management 
of Frederick R. Schaefer has been 
announced by Republic Steel Corp. 

Mr. Schaefer, who has been general 
manager of the Niles Steel Products 
division of Republic, will have juris- 
diction over this division, the Superior 
division, at Elyria, Ohio, and will 
also serve as general manager of the 
pressed steel division of Truscon Steel 
Co. at Cleveland, the position pre- 
viously held by Harry Woodhead, who 
has resigned to become president of 
Aviation Manufacturing Corp. 








Operation of the world's longest belt- 
conveyor, manufactured by the Goodyear 
Tire & Rubber Co., for the Columbia Con- 
struction Co., Inc., to carry aggregate from 
its Redding, California, gravel pits to the 
Shasta dam at Coram (distance 9.6 miles) 
began in April. Twice as long as the largest 
belt system ever built previously, the belt 
(36-in. wide) weighs approximately one and 
a half million pounds 
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AMERICA’S STAND-BY 
... for more than 50 Years! 





O win and hold leadership for 

fifty years — that’s something 
that can be said about comparatively 
few products. But it applies in every 
way to Steel Pipe, the backbone of 
the nation’s piping systems. Other 
types of pipe may come and go, but 
Steel Pipe seems destined to goon and 
on as America’s Number One Pipe. 
Number One in value. Number One 
in usefulness. Number One in sales. 


During all these years, though still 


NATIONAL 


Ay 


LS 
Usy) Columbia Steel Company. San Francisco. Pacific Coast Distributors 





fundamentally the same strong steel 
pipe of fifty years ago, NATIONAL 
Pipe has been constantly refined and 
improved to keep abreast of the 
changing needs of industry. It is to- 
day cleaner, stronger, more uniform, 
easier to work. Higher quality steels, 
processes for removing scale and -e- 
tarding corrosion, all have contrb- 
uted to give you the greatest value 
per dollar of cost in NATIONAL Pipe. 


To serve your piping requirements 


PITTSBURGH, PA. 


with all possible speed and efficiency, 
NATIONAL Pipe is made available to 
you through a nation-wide system of 
quality distributors. These distribu- 
tors, carefully selected for their ability 
to give you exactly the kind of service 
you require, are located strategically 
in every major commercial center. 
They are qualified to help you in 
every problem involving pipe. Get to 
know your NATIONAL Pipe distribu- 


tor. Enlist has aid on every piping job. 


TUBE COMPANY 


United States Steel Export Company, New York 











. 
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Fairbanks Valves 
Create Their Own | ¥ 
Re-Orders 


When you sell Fairbanks Valves you can rest 
assured that they won’t let you down. They'll 
give the kind of service that brings customers 
back for more. They make friends instead of 
enemies. 


Distributors who handle the Fairbanks line 
have the advantage of offering valves for which 
there is a ready-made demand. The many thou- 
sands of Fairbanks Valve users are continually 
buying more . .. while our strong, convincing 
advertisements and direct mail are constantly 
making new buyers. 


But we don’t depend upon old customers, 
advertising or the supreme advantages of Fair- 
banks Valves alone to help distributors sell 
them. We go further. Our salesmen work right 
with distributors to increase sales. 


Another thing, our rigid policy of selling 
through one distributor only in each territory 
eliminates competition. 


Write for catalog 21 and details of our 
selective distribution policy—a Franchise that 
has made greater profits for distributors. 


THE FAIRBANKS COMPANY 
19 East 4th St., New York, N. Y. 
Boston, Pittsburgh. Factories: Binghamton, N. Y., Rome, Ga. 


Fairbanks or77cV, 
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Associations Announce 
New Committee Members 


The complete roster of new com- 
mittees for the American Supply and 
Machinery Manufacturers  Associa- 
tion, as well as the executive com- 
mittees for the two distributor organ- 
izations were announced after the 
close of the Dallas Convention. 


National Association 
EXECUTIVE COMMITTEE: W. 
W. Edwards (Federal Hardware) 
Area 2. Charles E. Allinger (Chas. 
A. Strelinger) Area 3. H. J. Gund- 


lach (Mine & Smelter Supply) Area 5. 
Southern Association 
EXECUTIVE COMMITTEE: Ed- 
ward F. Stauss (Oliver H. Van 
Horn), ‘chairman; Jack B. Dale 
(Briggs-Weaver); P. Pidgeon (Pid- 
geon-Thomas); Harry P. Leu 

(Harry P. Leu). 

American Association 
EXECUTIVE COMMITTEE: A.A. 
Murfey (Cleveland File), chairman; 
C. O. Hedner (Yale & Towne); R. D. 
Black (Black & Decker); F. J. Tone, 
Jr. (Carborundum) ; Irving Lemaux, 
Jr. (Indianapolis Brush & Broom); 
C. F. Conner (B. F. Goodrich). 
COMMITTEE ON CONSTITU- 
TION AND BY-LAWS: Roger 
Tewksbury (Oster Mfg.), chairman; 
J. A. Gardner (Cincinnati Tool); 
H. P. Ladds (National Screw). 
MEMBERSHIP COMMITTEE: R. 
L. Hamilton (Dumore), chairman; 
W. B. Ilko (Abrasive Co.); Geo. 
Boucher (Pyrene Mfg.); Dan 
Swander (Columbian Vise); Harry 
3urdoff (Lunkenheimer ). 
DISTRIBUTORS RELATIONS 
COMMITTEE: D. W. Northrup 
(Henry G. Thompson), chairman; 
W. A. Purtell (Holo-Krome Screw), 
vice-chairman; D. S. Brisbin (Colum- 
bus McKinnon Chain) ; L. M. Knouse 
(Stanley Electric Tool); H. F. Sey- 
mour (Columbian Vise); Roger 
Tewksbury (Oster Mfg.); Walter E. 
Watson (Youngstown Sheet & Tube). 
PUBLICITY COMMITTEE: J. A. 
Channon (MILL SUPPLIES), 
chairman; Chas. Heale (Hardware 
Age); Hartley Barclay (Mill & 
Factory). 

RESEARCH & SALES SURVEY 
COMMITTEE: C. O._ Drayton 
(American Screw), chairman; C. C. 
Ziegler (Greenfield Tap & Die); 
P. F. Callaghan (General Refractor- 
ies); Dewitt VanderVoort (Victor 
Saw Works); Owen Jones (Lamin- 
ated Shim); C. C. Chamberlain 
(Jenkins Bros.). 

INDUSTRIAL EXHIBITS COM- 
MITTEE: Clifford B. Cecil (W. O. 
Barnes), chairman; J. F. Apsey, Jr. 
(Black & Decker); Frank McIntyre 
( Macklin). 




















A STOCK OF 











Milled and rough Studs are stocked in popular sizes. 
When physical requirements and raw materials are 
specified, made to order in production quantities of 
carbon or alloy steel, or non-ferrous alloys, from 
Y%-inch to 1%-inch diameters, any length. 





Lamson full finished Cap Screws of SAE 1020 steel 
have approximately 90,000 Ibs. per sq. in. minimum 
tensile strength. Our high carbon cap screws of SAE 
1035 steel, heat treated, have approximately 150,000 


As one of the largest producers of nuts, we supply 
Semi-Finished, Castle, Slotted, Cold Punched, Hot 
Pressed, Cold Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 





Lamson Set Screws of a special high carbon heat 
treated steel compare favorably with much higher 
priced alloy steel set screws in performance. Cost 
you no more than common low carbon set ‘screws 


AUtI77 FASTENINGS MEANS PROFIT 





& 










available heretofore. Sy 


€ lbs. minimum tensile strength. 





& oz 
j ‘ 
‘ ®@ Regardless of what kind of fastenings you need to factures the most complete line of bolt and nut products 
f fill in your stocks—you can get them from Lamson in in this country. It is an obvious economy of time, effort 
; F the familiar trade-marked all-over design packages and expense to order every kind of fastening you 
r ' and cartons with the distinctive Lamson label on them. need—in one shipment, at one time, on one 
x fi Five plants keep jobbers supplied with Lamson prod- invoice, from one manufacturer. Specify Lamson 75th 
‘ . ucts, and your requirements can be filled prompitly. products every time you fill in your stocks. 
Regardless of the size of your order, Lamson & Sessions % ANNIVERSARY 
) can fill it completely and quickly, for Lamson manu- THE LAMSON & SESSIONS CO., Cleveland, Ohio | '*#-1#40 
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LAMSON & SESSIONS 
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COIUMBIAN 


Machinists VISES 
are PROFITABLE to 
Distributors! 


REPLACEABLE 
TOOL STEEL 
JAW FACES 














STEEL BALL 
ENDS FORGED 
FROM HANDLE 
STOCK ITSELF 





COLD 
ROLLED 
STEEL 
SCREW 


HARDENED GEARED 
STEEL POSITIVE 
BEARING LOCKING 
WASHER SWIVEL 
BENCH PLATE 






SLEDGE TESTED 
MALLEABLE IRON 
CASTINGS 


@ Because the distinctive features of Columbian Malleable Iron 
Machinists’ Vises have established them as the standard 
for strength, workmanship and dependability. 


@ Because satisfied users are a constant source for repeat orders 
profitable orders! 


@ Because they are sold under the Columbian Policy .... a 


Sales Policy that really protects Columbian Distributors: 


We sell entirely through established distributors. 
We protect distributors’ stock investment by quoting a smaller 
discount to non-stocking distributors. 


We ship all orders immediately upon receipt at the factory. 
No warehouse stocks carried. 


Where an exclusive territory arrangement is made, the distribu- 
tor is given every protection within that territory. All 
inquiries are referred to the distributor. 


We recommend resale prices which insure an attractive margin 
to Columbian Distributors. 


For details write to 


THE COLUMBIAN VISE & MFG. CO. 


9015 Bessemer Ave., Cleveland, Ohio 
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Harry Flavell (left), president of the W. O. 
Barnes Co., Detroit, while on a trip to the 
coast had the pleasant task of congratulat- 


ing Elton Hey on his promotion to sales 
manager of the industrial division of Union 
Hardware & Metal Co., Los Angeles 


Simmons Stockholders To 
Vote on Sale to Shapleigh 


Strange as it may seem, the his- 
tory of the wholesale hardware busi- 
ness in St. Louis is, to a great 
extent, the story of two hardware 
houses which were established many 
years ago and which have given to 
St. Louis its preeminence as a hard- 
ware market in the United States. 

A century ago the strategic loca- 
tion of St. Louis at the confluence 
of the Mississippi and Missouri Riv- 
ers gave to it the unrivalled advan- 
tage of being the natural center of 
distribution for the vast territories 
then in process of development. 

Rogers Bros. & Co., Philadelphia, 
Pa., was then one of the largest whole- 
sale hardware concerns in this country. 
Recognizing the opportunity and the 
importance of being the first in the 
field they sent their junior partner, 
\ugustus F. Shapleigh, with a large 
stock of hardware to establish a 
branch house in this young city. 

Arriving in the Fall of 1843, he 
secured a suitable building down on 
Main Street adjacent to the levee and 
very soon was busily engaged in sup- 
plying the needs of the trade. The 
transportation facilities provided by 
the two great rivers and their tribu- 
taries gave access to a huge territory 
ind it was not long until St. Louis 
hardware was finding its way all over 
this great area. 

Three vears later, in 1846, to be 
exact, the parents of E. C. Simmons, 
a lad of seven, came to St. Louis 
from their home in Maryland. In 
1856 he was employed by Child, 
Pratt & Company, hardware dealers, 
ind began to learn the business. 

In 1859 he went to work for Wil- 
son, Levering & Waters and three 
vears later he became the Junior 
Partner of that firm. After the death 
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 Sacaee STAR Hack Sw Blea ottaning net ater ond ay 


Because the modern metal boxes, in which STAR Blades ‘are packed, ote: strong 
and attractive—protect the blades better and are To f 
and have improved display valve. | uo i 
Because STAR Hack Saw Frames are properly 
made and finely ined rey “haters 7 
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On File 


Superior Buality 





£ onget Service 
Greater Economy 


FITL R. 


HOISTING ROPE 


8,7 
Rop, 
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UALITY MANILA 


Since 1804 


Dealers find that Fitler Manila Rope is a profitable line to 
carry—for every industry is familiar with its Superior 
Quality and Service. Your customers depend on Fitler 
Rope. You can depend on greater sales with Fitler Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA, PA. 


Los Angeles San Francisco 


New York Chicago New Orleans 


Look for the Blue & Yellow Colored Trade-mark 
Reg. No., 245091 U.S. Patent Office. 
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of Mr. Levering, the firm name was 
changed to Waters, Simmons & Com- 
pany and in 1872 Mr. Waters re- 
tired, whereupon Mr. Simmons, with 
I. W. Morton, reorganized as E. C 
Simmons & Company. 

In 1864 the Shapleigh firm adopted 
the Diamond Edge Trade Mark and 
in 1870 Keen Kutter became the 
trade mark of the Simmons firm. 

Both firms had grown rapidly and 
in 1880, both issued large general 
catalogues for the convenience of their 
customers. 

The Shapleigh firm was the first 
wholesale hardware house west of the 
Mississippi and when in 1848, Ben 
Bogy went “on the road” for them, 
he was the first hardware salesman 
to travel regularly west of the River. 

In the succeeding years the busi- 
ness of both firms steadily increased 
in volume; their shipments of hard- 
ware from St. Louis grew to pro- 
portions which gave St. Louis its 
proud position as the largest hard- 
ware market. 

And when, at the turn of the cen- 
tury, Mr. Shapleigh and Mr. Sim- 
mons had both reached the age of 
retirement, the sons whom they had 
trained were well prepared to carry 
on, 

Negotiations, initiated by the Sim- 
mons Companies, for the sale of the 
assets of the Simmons Hardware and 
Paint Company of Missouri, Simmons 
Hardware Company, Mound City 
Paint and Color Company and Sim- 
mons Warehouse Company, to the 
Shapleigh Hardware Company, have 
progressed to the point of the signing 
of a contract looking toward the 
sale of all their assets by the Sim- 
mons Companies to the Shapleigh 
Hardware Company. 

The contract, to become effective, 
must be approved by the requisite 
number of stockholders of the Sim- 
mons Hardware and Paint Company. 
To that end, a notice was mailed to 
the stockholders of the Simmons 
Hardware and Paint Company, on 
April 19, requesting their approval 
of this sale, delivery to be effective 
June 24, 1940. 

This proposed deal involves pay- 
ments by the Shapleigh Hardware 
Company to the Simmons Hardware 
and Paint Company and its subsidi- 
aries) amounting to approximately 
$2,700,000.00, 

The Shapleigh Hardware Company 
will continue the Keen Kutter and 
all other lines of the Simmons Hard- 
ware Company which it finds expedi- 
ent and all employees of the Simmons 
Hardware Company which it can 
profitably employ. 


Duff-Norton Head Dies 


Thomas A. McGinley, president, 
the Duff-Norton Manufacturing Co., 
Pittsburgh, Pa., died on Saturday, 
April 13. 
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Tha Mash of Quake 





OCKET SCREWS 


lomyplilly (olf forged. 


The many exclusive Selling Features, backed by the Unfail- 
ing Performance of the Products, results in the standardiza- 
tion of Holo-Krome Socket Screw Products by Users and 
repeat business for Holo-Krome Distributors— 

that's retwae at a Profit. 






THE HOLO-KROME SCREW CORP. SOCKET oi ae HARTFORD. ¢ CONN. USA. 
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IF YOU ARE IN 
HIS TERRITORY AND 
NEED HELP IN 


SELLING PUMPS.. 





Rope . 
*? Cor Py 
Roc, fora. Nines ation Msburgh Orn 
s 


Whenever a Mill Supply Distributor calls 
on Merritt Wemple for help in selling 
pumps, he calls on the right man. Merritt 
really goes to work for distributors in a 
big way. He is trained in this work and 
has a wide experience—he knows your 
problems and the problems of the pros- 
pects—and he knows Roper Pumps. Be 
sure you get to know him—let him help 
you—he'll welcome the opportunity. 


Meet the Roper man in your territory— 
if you don't know who he is write us— 
also ask for your copy of “You Don’t 
Have to be an Engineer’, it shows 
exactly how to solve pump problems. 












His territory includes 
eastern Michigan, west- 
em New York, northern 
>, western Pennsyl- 
ania, and West 


Virginia. 





















Thick or thin — acids or 
alkalies —- corrosive or com- 
bustible —— there is a ROPER 
that can handle practically 
any clean liquid. MHere’s a 
partial list: 


Alcohol 
Asphalt 
Benzine 
Bleaches 
Brine 
Catsup 
Chemicals 
Chocolate 
Cocoanut Oil 
Creosote Oil 
Cutting Compounds 
Distillate 
Drugs 

Dyes 

Fuel Oil 
Gasoline 
Glucose 

In 

Kerosene 
Molasses 
Paints 

Soap 

Soup 
Turpentine 
Varnish 
Water 


We have pumps standard 
fitted, bronze fitted and all 
bronze . . . capacities from 1 
to 1000 gallons per minute 
. +» pressures up to 1000 Ibs. 
... speeds from 1800 R.P.M. 
down . .. mountings and 
drives for every practical 
need. 
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Paddock Appointed 
Corbin Sales Manager 


Elliott C. Paddock was appointed 
sales manager of the Corbin Screw 





ELLIOTT C. PADDOCK 


Corp., New Britain, Conn., on April 
29, succeeding E. E. Baldwin, re- 
signed. 

Mr. Paddock prior to joining Cor- 
bin in June, 1939, had been connected 
with the Greenfield Tap & Die Corp. 
for many years, holding the office of 
assistant sales manager at the time 
of severing his connection. 


Distributors Attend 


Trumbull Sales Meeting 


A sales school was held March 
28-29 at the Plainville (Conn.) plant 
of the Trumbull Electric Mfg. Co. In 
attendance were all of the Trumbull 
salesmen and a large number of the 
firm’s distributors from the eastern 
and southeastern sections of the coun- 
try. 

A similar meeting was held at the 
Ludlow, Kentucky, factory April 11 
and 12, attended by distributors in the 
midwest and south, in addition to 
other Trumbull salesmen. 

Discussions were held on products 
and developments. After each morn- 
ing and afternoon session, examina- 
tions were given to all who partici- 
pated. The four sessions were termed 
“freshman,” “sophomore,” “junior” 


| and “senior” courses and at the end 
| certificates of graduation were pre- 


sented. 


Hall Represents 
Ohio Injector 


C. Earl Hall, for seven years a 
salesman with the Pidgeon-Thomas 
Iron Co., Memphis, Tenn., has joined 
the sales staff of the Ohio Injector Co. 

He will travel the territory from 
Memphis to New Orleans, working 
with the salesmen of the Hays Supply 
Co., Memphis, Ohio Injector dis- 
tributors. 














DRIVES 


Stock assortment of nearly 2800 drives, 
from 4 h.p. to 100 h.p., with at least 
a dozen selections of center distances 
for each drive. 

Special RUSH DELIVERY service on 
emergency jobs — shipment of stock 
drives same day order received. 


. La A CCE I 
Soe EAT 

















Some good territory still open to alert distributors. 


For idelails of Liberal Distributor Plan, write— T. B. WOOD'S SONS COMPANY © CHAMBERSBURG, PENNSYLVANIA 
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TOC 
NATURALS 


Fi) HVA Automatic” 


Spring 
Tension 









MOTOR BASE 


A Packaged 
Motor Base 
— Universal 
in Applica- 
tion 





Mr. Jobber—you don’t have to be a super- 
salesman to pile up orders for this sensational 
new motor base. 


Now—for the first time—you can sell your 
customers spring tension motor bases (that 
automatically keep belts tight and absorb load 
shocks) at an attractive price. 


Simple in design—ef- 
ficient in operation— 
backed by national 
advertising in lead- 
ing industrial publi- 
cations—the new 
Ideal “Automatic” is 
a surefire money- 
maker! 


Investigate today! 
Find out about the 
new mass market. 
Full information upon 
request. 


“Select-0-Speed” 


Variable Speed Transmission 


Operating con- 
veyor tables, mix- 
ers, winding ma- 
chines, machine 
tools, etc., at a 
fixed speed is just 
about like trying 
to drive a car 
through heavy 
traffic at a con- 
stant speed of 40 
miles an _ hour. 
That's why your 
customers will 
really go for 
”"§.0.8." Transmission when you tell ‘em that 
it provides an infinite selection of machine 
speeds at a price tha’ makes it practical 
on any installation 
from fractional to 
7\2 HP 





” Select-O-Speeds " 
are easy to install— 
use standard “Vv” 
belts—and are for 
use on both new and 
old equipment. 








DISTRIBUTED 
THROUGH JOBBERS 











Transmission Division 


IDEAL COMMUTATOR DRESSER COMPANY 


1000 Park Avenue Sycamore, Illinois 
In Canada—lIrving Smith, Ltd. Montreal, Quebec 


90 








G. L. Dannehower, manager, radial division, Walker-Turner stops on the radial cutting 
machine assembly line to point out a feature of the machine to distributors’ salesmen 
attending school at the Walker-Turner plant, Plainfield. Salesmen in the picture include 
Wm, G. Kegel, McKaig's Industrial Supplies, Cumberland, Md.; E. C. Mueller, Pittsburgh 
Gage & Supply, Pittsburgh, Pa.; Robert F. Swanger, Swanger Bros., Philadelphia, Pa.; F. G. 


Swain, Kelley Co., Philadelphia, Pa. 


Walker-Turner Conducts 
Sales Training School 


Approximately 100 industrial dis- 
tributors’ salesmen from Eastern and 
Middle-western states, have attended 
school at the Walker-Turner plant, 
Plainfield, during the past two months 
to study the practical applications of 
light machine tools in the industrial 
field. 

The latest class to “graduate” in- 
cludes: William G. Kegel, McKaig’s 
Industrial Supplies, Cumberland, Md.; 
J. E. DeMars, Chesapeake Supply 
Co., Baltimore, Md.; E. C. Mueller, 


Pittsburgh Gage & Supply, Pittsburg, 
Pa.; Robert F. Swanger, Swanger 
Bros., Philadelphia, Pa.; F. G. Swain, 
Kelley Co., Philadelphia, Pa. 

The Walker-Turner training schools 
were instituted to provide distributors’ 
salesmen with the necessary knowl- 
edge to sell light machine tools in the 
industrial field. Such machines are 
being used in ever increasing numbers 
in industrial plants to relieve heavy- 
duty machines of operations which 
the lighter machines can do just as 
well and usually much faster, at a 
great deal less capital investment, and 
at lower operating cost. 








Ah! Good old springtime again. And with it comes the urge to toss the pill around and 
take a healthy cut at the old apple once more. Is it any wonder that the H. Channon Co., 
Chicago, team (above), last year's Lake Shore Park league champions, are looking forward 
eagerly to copping that beautiful trophy again? The team, left to right, top row: 
L. McNicholas, J. Maday, C. Frost, Coach J. Schoenherr, A. Richter, W. Schultz, W. Wolf; 
second row, P. Trojan, F, DalPorto, E. Eigenbaur, R. Elliott, J. Sullivan; seated, F. Maggini 


and A. Repinski 
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WRIGHT yal: 
Snproved High Speed HOISTS ‘ f 


FOR RIGHT HOISTING COSTS : Y 
L f 
Keep your customers’ hoisting costs low, their work speeded up, with ik 


Wright Improved High Speed Hoists. z 
All these hoists in capacities of % to 50 tons have 21 important points | 
of superiority. Wright full zinc coating prevents corrosion. Wright pre- 
cision load wheel bearings make smooth, fast, positive action a certainty. \) 
The Wright safety guard keeps the load chain in the pocket, regardless \ ) 
of operating position. onl 


4 
Sa ar es 


a 
<_< a, 


Ses 


Wright Trolleys are made to give users the same low-cost, trouble- 


=_—— 


free service as Wright Hoists. 


=~ 


Write for free copy of the new Wright Catalog. It contains valuable information. 


SELL ACCO QUALITY in Wright Hoists, Cranes, and Trolleys; Lay-Set Preformed Wire Rope; 
Reading-Pratt & Cady Valves; Campbell Abrasive Cutting Machines; American Chains; Page 
Welding Electrodes and Page Wire Fence. 


WRIGHT MANUFACTURING DIVISION + YORK, PENNSYLVANIA 





AMERICAN CHAIN & CABLE COMPANY, Inc. 





AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION PAGE STEEL AND WIRE DIVISION In Conada 
AMERICAN CABLE DIVISION HIGHLAND IRON AND STEEL DIVISION —- READING-PRATT & CADY DIVISION ‘DOMINION CHAIN a LTD. 
ANDREW C. CAMPBELL DIVISION = MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION o DaiTISH WIRE wacker to. 





FORD CHAIN BLOCK DIVISION OWEN SILENT SPRING COMPANY, INC. WRIGHT MANUFACTURING DIVISION THE PARSONS CHAIN COMPANY, LTD, 
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New 42nd Edition CATA- 
LOG new Wrenches, Tools, 
Data and Tables. 





THE BILLINGS & SPENCER CO., 
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BILLINGS 


does it again! 


Tools. 
continued 


Another Sales booster by Billings—Car- 
bon steel Wrenches and Shop Tools with 
a New Crackle Finish—a better grip 
even with oily hands. 

Billings Distributors will look upon this 
New Crackle Finish as another step in 
the progressive, well rounded plan to 
give Billings Distributors the benefits of 
the latest in manufacturing develop- 
ments, metallurgical knowledge, modern 
packaging and Tool styling plus that 
Quality 


tions, 


which has, for three genera- 
characterized Billings Forged 
Progressive ideas promote the 
acceptance of Billings 


Wrenches and Tools—repeat business 
for Billings Distributors. 


BILLINGS SELECTIVE DISTRIBUTOR 
POLICY—a fair and profitable 
means of distribution functioning effici- 
ently to the advantage of the Distributor, 
Consumer and Manufacturer. Billings 
Distributors like this policy and what it 
is doing for them. There are 
profitable angles—may we 


sound, 


many 
explain them 
to you? 
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Weed and Company, Buffalo, salesmen at 
the Black and Decker plant, Towson, Md. 


Weed Salesmen Visit 
Black and Decker 


On Monday, April 15, 
supply salesmen of Weed and Co., 
Buffalo, N. Y., visited the plant of the 
Black and Decker Manufacturing Co., 
Towson, Md. The group, accom- 
panied by Jack Spaulding, Black and 
Decker Buffalo Manager, drove to 
Towson on Sunday, remained over 
Monday night and_ returned’ on 
Tuesday 

A trip through the factory was 
made for the purpose of studying 
manufacturing methods in use and 
new applications for tools made by 


Black and Decker. 


eight mill 


Machine Tool Advances 
R. H. Urban, Salesman 


R. H. Urban who, according to 
Owner Leo H. Gorton of the Machine 
Tool & Supply Co., Tulsa, Okla., has 
“been beating the bushes outside 
Tulsa,” has been advanced to a terri- 
tory in the city. Before joining the 
firm early last year, Mr. Urban had 
had extensive experience in selling 
equipment. 

Mr. Gorton spent several weeks 
recently visiting sources of supply in 
Illinois, Ohio, New York and Massa- 
chusetts. 








While George Meyer writes out a quota- 
tion, C. C. Wolf (left) and Arthur Dorn- 
busch momentarily gang up on him. All 
three are active in the quotation depart- 
ment of E. A. Kinsey Co., Cincinnati 
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Part of finished 


tool stock at Sturdy shipping 


"Greenfield" cases protect tools 
ee 


Packing stock order for 
shipment 


Quote: "... this order was mailed on the 28th and consisted of 292 separate items 
covering 13 pages. You were able to ship it complete in every detail on the 30th, 
which seems to us most remarkable, especially in these times. . . . It is cooperation 
such as this which makes it a pleasure to continue our relationship with you .. ." 
Unquote. 

To the good distributor friend who wrote us this letter, our public thanks. To other 
distributors a reminder that though this incident happened to represent unusually rapid 
service, our ample stocks always assure them of better-than-average deliveries, 


Greenfield Tap & Die Corporation, Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 


A AGREENFIEL 


TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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~ WHEN YOUR 
co) HACK SAW 
\| PROSPECTS 
YAWN: - - 


Here’s The Answer! 


You're trying to crack into a rich hack 
saw blade market . . . those good pros- 
pects all around you. They’re content to 
plug along with what they’re using... 
you make broad claims for your brand 
... they yawn in your face... and you 
can’t blame them. They hear the same 
kind of talk from everybody. 














MILLERS FALLS 
TOOLS 


How can you beat that 
situation? Easy! Stock 
Blu-Mol Molybdenum 
High Speed blades, and 
build your whole approach 
around an honest-to-Sam test— 
Blu-Mol against the field, 
under actual shop conditions, 
all control factors identical, and 
with careful records kept. Let 
your solicitation stand or fall on 
the outcome. 

Skeptical? Consider this; if we didn’t 
know that you'll come out on top in 
competition like this, we wouldn’t dare 
recommend this sales method. Blu-Mol is 
our prize baby . . . we'll never abandon it 
on your doorstep. Profitable territories are 
still open. Get in touch with Millers Falls 


Company today. . 


MILLERS FALLS COMPANY 


GREENFI ELD, MASSACHUSETTS 
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Mid-States Adds Salesman 


The Mid-States Industrial Corp., 
Rockford, Ill., has added Volney 
Grahn, a salesman with long experi- 
ence selling to industrials, to its force. 

This company exhibited six lines 
at a recent monthly meeting of the 
A.S.T.E. at the Faust Hotel, Rock- 
ford. 


Motion Picture Shows 
Making of Wire Rope 


Bethlehem Steel Company, which 
added the manufacture of wire rope 
to its activities three years ago, is 
now completing an industrial motion 
picture on the making and use of this 
product. 

Beginning with the handling of the 
iron ore, the new picture “Sinews of 
Steel” will show the principal opera- 
tions in steel making, placing particu- 
lar emphasis on the fact that steel for 
wire rope is made especially to meet 
the requirements of that product. The 
rolling of rod from the billet on high- 
speed continuous mills and the pro- 
cessing of rod into wire for making 
into wire rope are covered in detail. 
Close-ups and sectional views of wire 
drawing operations show the draw- 
ing of wire to the smallest sizes. 

The principle of wire rope making 
is shown in the sequences taken in 
the rope mill, where the course of the 
wire is followed as it is formed into 
strand and the strand into rope. By 
means of close-ups and engineering 
drawings, the intricacies of wire rope 
engineering are touched on in an 
effort to make the picture as good a 
source of information on the subject 
as is possible. Illustrations of the 
many uses to which wire rope is put 
in industry are also included. 

“Sinews of Steel” will be a sound 
film, four reels in length and in 16 
mm size. It is being made for pre- 
sentation at meetings of jobbers and 
dealers, technical societies, trade asso- 
ciations, and college and representa 
tive civic groups. 





This still taken from the movie shows the use 
of wire rope in hard coal mining 
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Hand tools can be made lighter, more 
compact by utilizing steels containing 
Nickel. Nickel helps each ounce, each 
inch of metal withstand heavier loads 
and harder shocks. These heavy duty 
“Bernard” pliers and nippers are pro- 
duced by Wm. Schollhorn Co., New 
Haven, from Nickel-Chromium steel. 


Every knock is another boost for dinging and 
ball pean hammers forged from Nickel alloy 
steels by the Plomb Tool Co., Los Angeles. 
Nickel improves the physical properties of 
steel thereby preventing spalling, breakage or 
other evidences of brittleness in these hammers. 




























Tueuse of Nickelalloysteelsforhand Ey 
tools is indicated wherever there is 
need for high strength and toughness 
combined with light weight, improved 
wear and fatigue resistance, high im- 
pact strength or better ductility. They 
are recommended for such tools as 
wrenches, hammers, chisels, screw- 
drivers, wood working tools, pliers, 
nippers, rivet sets, saws, knives, 
punches and lifting jacks. For further 
information regarding these applica- 
tions, write for copy of our booklet 
“Nickel Alloy Steels for Hand Tools”. 


Testing Nickel-molyb- 
denum steel wrenches in 
the laboratories of Bridge- 
port Hardware Mfg. Co., 
Bridgeport, Conn., proved 
that plain steel bolt heads 
twist off before Nickel alloy 
steel wrench jaws strip or 
shanks deform. These 
Nickel - molybdenum 
wrenches withstood torsion 
loads about 35% higher 
than similar wrenches 
made of other steels. 


THE INTERNATIONAL NICKEL COMPANY, INC. kew'vons’s. 
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\QUR STOCK ON THESE ITEMS 

















IMPERIAL 
FITTINGS 


@ The Impe- 
rial set-up on 
fittings plus 
the practical 
sales aids en- 
able the sup- 
ply house to 
develop this business with minimum 
ts effort and to service customers’ or- 
, ders with maximum profit. 

3 The Imperial line includes Hi-Duty, 
Se compression, S.A.E. flare, inverted 
€ flare and solder fittings to solve any 
. connection problem in copper, Shel- 
by, aluminum, Bundy, Bundy Weld, 
Monel or steel tubing. 









. ry 
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TUBE WORKING TOOLS 


@ This Impe- 

rial tube cutter 

is widely used i 

by service and repair men and for 
industrial work. The tube rests 
against two rolls, with vertical 
groove, making it possible to re- 
move flare, when desired. Brass 
forged body, chromium plated finish. 
Knurled handle. Complete with 
reamer. 

No. 174-F—For 3/16" to ¥%" O.D. 
tubing. List each.......... $2.75 






















s @ This Impe- 

oe rial flaring tool 
: flares copper 
or brass tubing to make S.A.E. joints 
without cracking or splitting tubing. 
Perfect flares prevent leakage and 
can be made in less than thirty 
seconds. 


No. 93-F Flaring Tool, complete 
with bar and yoke. 
Ris? CGER occ ccccccccccces 








@ TheNo. 364-F 
Imperial Hand 
Tube Bender is 
a one piece, 
open side 
bender; can be used to make bends 
at end or any part of tubing. Espe- 
cially handy where tubing has been 
partially connected. Form is calibrat- 
ed to show degree positions so that 
duplicate bends may be made. 

Four sizes for 3/16", Vs", 5/16", 
Ye", Va", Ye" and %" O.D. Tub- 
ing: List prices $2.95, $3.25, $3.50, 
$3.75, $5.25, $7.50 and $9.00. 










— they will 
all add to your 
profits during the 
next few months 
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No. 1178 WELDING OUTFIT 


@ The new Imperial No. 1178 Outfit 
has the improved heavy duty type 
regulators. Improved torch balance 
—a new mixing principle with indi- 
vidual taper seating mixer for each 
tip. Designed for cooler operation 
. . « MO gas starving even on the 
largest jobs. 

Imperial No. 1178 Welding Outfit 


























as shown above. List..... $57.00 
With Cutting Attachment added, 


heneconns $77.00 


Cie PT Rea 
Sites” 


No. 32 HI-DUTY 
SOLDERING AND | 
BRAZING OUTFIT 
@ This is an 
all - purpose 
outfit. Fur- 
nished com- 
plete with 4 
different soldering tips and a solder- 
ing iron, all used inter-changeably 
on the torch handle. Excellent for 
use with solder fittings. Torch con- 
sumes acetylene only, the tips draw- 
ing oxygen from the atmosphere. 

No. 32 Hi-Duty Ourfit. List. .$8.95 






IMPERIAL 
MOLYGATE 
@ Don't pass 
up this new, 
revolutionary 
dispenser for 
lubricating oils 
and other vis- 
cous liquids. 
Flows faster, 
shuts off quicker without dripping, 
will not leak, can be locked and 
sealed. Directs flow straight down. 
No. 271-G ¥%""1.P.T., List, ea..$1.10 

































IMPERIAL AIR NOZZLE 


@ This air noz- 
zle has wide 
use in shops 
for blowing 
dirt and metal chips and for clean- 
ing machines and blowing out tubing 
lines. 

No. 42-A Air Nozzle. 

PD <cceoneenanenmee $1.50 























IMPERIAL 4dutiil Products 
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Morse Chain Opens 
Houston Branch 


To serve the Southwest and _ its 
growing industries, the Morse Chain 
Co., Ithaca, N. Y., has opened a new 
branch office at 1418 Polk Street, 
Houston, Texas. 

This new branch will be managed 


BOB KOCH 


by Bob Koch, who goes to Houston 
trom the home office at Ithaca, where 


he held the position of assistant sales 


manager for the last five years of his 
thirteen years with the company. 
Complete stocks of the Morse line 
of power transmission products will 
be carried at the Houston branch— 
roller chain, silent chain, sprockets, 
flexible couplings, industrial clutches, 


| and the office will be geared to fast 


‘seventeen 





service on delivery to all parts of the 
Southwest territory. 


Fairbanks Opens in Houston 


The Fairbanks Co. has opened a 
warehouse at 548 M and M Building, 
Houston, Texas. A complete stock 
of bronze and iron valves and Dart 
unions will be carried. 


Pyrene Names Weed 


Pacific Coast Manager 
The Pyrene Mig. Co., has an- 
nounced the resignation of Major 
James P. Bradner, manager of the 
Pacific Coast division for the past 
years. He will be suc- 
ceeded by H. B. Weed, a former 
Pacific Coast resident. Mr. Weed 
who has-been a-member of the Pyrene 
organization for several years will be 
located at the division offices, 977 
Mission Street, San Francisco. 
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“THE WHOLE PRODUCTION LINE is slowing 
up. Something must be done to break the 
bottle neck at the sander—and quick. Then 
I rememker the Armour technical salesman 
telling me about Armour’s Electrocoated 
Garalun. I call him right away. 


®@ This, Mr. Distributor, 
is an example of Armour’s technical counseling 
at work. Don’t hesitate to recommend this 


service to your customers. 


And don’t hesitate to recommend Armour's 
Electrocoated Garalun (Aluminum Oxide) for 


ARMOUR SAND 


Division of ARMOUR AND COMPANY 








“SAWS WHIR. PLANERS SCREECH. A large, important order is going into pro- 
duction. One operation calls for fast sanding of hard wood on a high-speed 
belt sander. That means the abrasive has to cut—and cut fast/ But—the first 
day the operator complains of a slow abrasive. 





“HE STUDIES THE SITUATION— makes his 
recommendation. Regular Electrocoated 
Garalun ... From the first minute its pow- 
erful cutting is apparent—at half the pres- 
sure. And the power stays! Piece after piece 
comes off rapidiy—perfectly sanded. The 
bottle neck is broken! 








“PRODUCTION UP. COSTS DOWN. Thanks to 
Armour’s technical counsel. And Armour’s 
Electrocoated Garalun proves itself with 
plenty of fast-cutting stamina. I'm sold 
on it completely. I'll never have any- 
thing else.” 


sanding all kinds of woods in the furniture and 
woodworking industries. 


Electrocoated Garalun—an electric furnace 


product—comes in reams, rolls, discs, belts, 


bands, sleeves—with paper’, cloth, and combina- 
tion of paper and cloth backings. 


PAPER WORKS 
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3 reasons 


for 
ESMOND 
ISTRIBUTOR 


TEPHAN 
ATISFACTION 


1 “Quality Products 
2.-National Advertising 


3-Guaranteed Service 


to Distributors and 
their customers .. . 


@ For over 35 years these three 
points have helped distributors of 
Desmond products build steady 
repeat business and satisfactory 
profits. 


Highest quality products backed 
by continuous national advertis- 
ing has built user preference for 
Desmond Dressers and Cutters 
and Simplex Vises. Our guaran- 
tee of complete satisfaction 
means trouble free sales for you. 


DESMOND 
DRESSERS & CUTTERS 


offer you the only complete line of wheel 
truing tools on the market. Whether your 
customers require diamond dressers for 
precision dressing or heavy duty dressers 
for large, coarse wheels you can secure 
the correct dresser from the Desmond line. 


SIMPLEX 
STEEL SLIDE VISES 


enable you to give your customers a 
stronger and more serviceable vise at no 
extra cost. The exclusive solid steel slide 
is an excellent sales point and means 
more value to the user. 


Write today for complete information and 
prices on these two lines that offer you 
easier selling, satisfactory profits and re- 
peat business. 





THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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St. Clair Promoted 
By E. C. Atkins 


E. C. Atkins and Company, In- 
dianapolis, Ind., has announced the 
advancement of J. A. St. Clair to the 





J. A. ST. CLAIR 


new position of chief sales engineer of 
the industrial division. 

Mr. St. Clair has been with the 
Atkins company since 1901 and has 
served in several important capacities. 
He started as shipping clerk and from 
there was transferred and had charge 
of the manufacture of cross cut saws; 
then supervisor of small tool and cross 
cut saw handle department. He was 
then put in charge of the supervision 
of the manufacture of all circular 
wood and metal saws, and meat 
knives. For the past several years 
he has worked in the capacity of 
engineer in the engineering depart- 
ment, and has had charge of the 
service department. 

Mr. St. Clair has also contributed 
several important patented products 
to the saw industry such as saw tools 
and his latest—the cup wheel radial 
grinding method of circular saws. 
Thus he has considerable background 
to support him in his new executive 
duties. 


Heath Transferred to 
New Orleans 


Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn., maker of valves, 
gauges, safety valves, thermometers 
and control instruments, has an- 
nounced the transfer of R. F. Heath 
from the Houston territory to the 
New Orleans territory, which was 
formerly covered by Jack Schuyler. 

Mr. Heath will be greeted by many 
old friends in the New Orleans dis- 
trict where he was located before tak- 
ing over the Houston territory. 
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There is an inherent 
quality built into 
ARMSTRONG TOOLS 
that sets them apart from 
all others, an_ extra 
strength, finer balance, 
and more accurately 
worked out designs 
more “tool sense” and the 
quality and finish made 
possible by modern manu- 
facturing methods. It’s 
a sound tool policy to stand- 
ardize on ARMSTRONG TOOLS 
all the way—because they assure 
a long trouble-free service. 


ARMSTRONG TOOL HOLDERS 

.- ... are used in over 96% of 
the Machine Shops and _ Tool 
Rooms; they are the backbone of 
any industrial tool department. 
The Armstrong System provides 
tool holders for every operation on 
lathes, planers,  slotters and 
shapers. 

ARMSTRONG TURRET LATHE 
AND SCREW MACHINE TOOLS 


have extended the economies and 
efficiency of the Armstrong Sys- 
tem to the Production department. 
ARMSTRONG DROP FORGED "C" 
CLAMPS 

“Heavy Duty,” “Medium Service,” 
“Light Duty,” “Deep Throat,” and 
“Tool Makers.” each in all sizes 
universally recognized as the finest 
“C” Clamps made. 

ARMSTRONG LATHE and 
MILLING MACHINE DOGS 
Drop Forged from special open 
hearth steel, alloy steel screws and 
hubs large enough for re-tapping, 
12 types, including Square Head, 
Headless and Safety Head types in 

all sizes. 


TOOLS from your 
Swepets Sowa 





















































MILL SUPPLIES © MAY, 1940 





ARMSTRONG BITS AND BLADES 
ARMSTRONG High Speed shapes 
ready to grind or ready-ground, 
also ARMIDE Carbide-Tipped 
Cutters. 
ARMSTRONG RATCHET DRILLS 
11 types. All steel construction 
with improved action and_hard- 
ened parts. 
ARMSTRONG WRENCHES 
Wrenches of greater strength, im- 
proved design, better tool balance 
and finish—highest quality. Drop 
Forged Carbon Steel and Vana- 
dium Steel Open End Wrenches, 
Box Socket Wrenches, Detachable 
Head Socket Wrenches, Hollow 
Screw Wrenches, and Bridge 
Ratchets, 100 types in all sizes. 
“ARMSTRONG BROS." PIPE 
TOOLS 


the most complete line manufac- 


tured with each tool brought up 
to industrial standards. 


Standardize on “ARMSTRONG.” 
ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 

305 N. Francisco Ave. Chicago, U.S. A. 
Eastern Warehouse and Sales: 
199 Lafayette St., New York 


Write for Catalog 
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EXPERIENCE 


RED RATCHET 
WRENCH 





Our 
Guarantee 


A new 
handle 
for a 
broken 
one 
returned 





ls one thing that cannot be imitated. 
There is no short cut to it, neither is 
there any substitute for it. It is a sure 
guide to performance in the selec- 


tion of any product. 


71 years of wrench building has 
given us an experience that is in- 
valuable in the manufacture of 
all types of Reversible Ratchet 
Wrenches. 


There are all sizes of Reversible 
Ratchet Wrenches in the LOWELL 
family, even as small as 6 inch in 
length. If you have problems, or 
haven't one of our catalogs, write 
today to the concern that has 
made a study of and built up 
this type of wrench. 


The Wrenches That Stay Sold and Bring You Profits 


LOWELL 
WRENCHES 


The name LOWELL stands for an Honest Deal with Honest Tools 
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The “official family" of Valley Electric Corp., 


| St. Louis, Mo., bask comfortably in the sun, 


secure in the knowledge that their combined 
experience totals approximately 61 years in 
the manufacture and design of Valley prod- 
ucts. Left to right: C. L. Kreutz, Robert L. 
Morton and Wm. J. Peters 


New Catalog for 
Salt Lake City House 


The Industrial Supply Co., Salt 
Lake City, Utah, has just issued a 
new catalog containing 420 pages of 
text and useful information. This 
fast growing distributor in the Inter- 
mountain territory also recently took 
over additional warehouses and dis- 
play room space. A picture of their 
warehouse and a number of interior 
views showing their stock and facili- 
ties for service appear in the front of 
their book. 

The catalog, compiled by Weinberg 
& McKee, Inc. and produced by the 
planograph process, shows high speed 
prices in red for twist drills, reamers, 
taps, cutters and other tools which are 
made in both carbon and high speed 
steel. Also files and hacksaw blades 
are produced in red tieing up with the 
manufacturers own style of merchan- 
dising. Starting off the mechanical 
rubber goods section, Industrial’s pri- 
vate brand of hose are planographed 
with the labels in color. 

Throughout the catalog manufac- 
turers colored inserts with bleed bord- 
ers head off their lines. The catalog 
is attractively bound in tangerine 


| colored cloth and the trademark and 
| cover design are stamped in black. 


Dumore Cops Trophies 


In a position of honor at its Racine, 
Wis., offices, the Dumore Co. 1s 
proudly exhibiting three handsome 
trophies which testify to the prowess 
of Dumore workers who participate 
in local community sports. The tro- 
phies represent the following champ- 
ionships: Factory Slowpitch League 
championship, 1939; Dumore_ City 
championship, 1938-1939; Industrial 
Indoor championship, 1938. 














Cut-Off Machine ! 


... AT A FRACTION 
OF CUSTOMARY PRICES 


Here is another "sure fire" hit for Delta dis- 
tributors. 

A powerful, accurate Abrasive Cut-Off Ma- 
chine designed by Delta and built according to 
best engineering practice—now available 
for less than half the usual price of ma- 
chines of this type! That's news—good 
news! It can be used everywhere, in large 
shops or small, where material of any 
kind has to be cut to accurate length on 
a production basis. 












Cuts Practically Any Material 


This new Delta unit has an unusually 
wide range of applications. It will cut 
speedily and accurately to exact lengths 
such materials as steel, brass, copper, 
cast iron, monel metal, bakelite and all 
plastic materials, pipe, wire rope, stellite, 
tool steel, manganese steel, fibrous mate- 
rial such as brake linings, —tile, brick, 
carbon porcelain, slate, hard rubber, con- 
crete coping and sand cores. On metal 
it leaves the cut with a polished surface, 
thus eliminating many burring and finish- 
ing operations. By switching to a saw 
blade—this unit can also be used for 
wood-cutting. 


Tie In With National Promotion 


This remarkable new unit will be featured in 
full page and double-page advertisements this 
month in leading trade publications that 
blanket every type of industry. The response 
to the advance announcements have been 
extraordinary! Every indication points to the 
D a LTA Mf C fact that Delta has scored another success. 

g e oO. Be first in your locality to cash in on the big 
market that awaits this tooll ‘Get going 
640 E. VIENNA AVE., MILWAUKEE, WIS. NOW! 
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THE RIGHT PROPOSITION 
ON HACK AND BAND SAWS 


Build your hack and band saw profits on 
Spartans. Protect your saw blade business 
the Spartan way! Spartan makes the correct 
metal-cutting saw for every job. Sell Spartans, 
— the superior hack saw blades — made in 
Genuine Tungsten High Speed Steel, Kutall 
Molybdenum High Speed, 2 in 1, Flexard, 
All Hard and Flexible hack saws; also Metal- 


Cutting Band Saws. 








SPARTANS Sell Themselves! 


SPARTAN SAW WORKS, Inc., Springfield, Mass., U. S. A. 


HACK and BAND SAWS 
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Salesman C. O. Peets comes inside to 
check over some of the fat orders he has 
been writing up for Colonial Supply Co., 
| Pittsburgh 


Cutler-Hammer 


Names Hunt 


Cutler-Hammer, Inc., Milwaukee, 
Wisconsin, has announced that G. E. 
Hunt has been appointed to take 
charge of the company’s Indianapolis 
Office. This office is under the direct 
supervision of C. J. Maloney, manager 
of the Chicago district sales territory. 

Mr. Hunt joined Cutler-Hammer in 
1920, beginning his career in the 
company’s main plant in Milwaukee. 
In the many years that he has been 
with the C-H organization he has 
served at various times if the New 
York, Philadelphia, Milwaukee, and 
Cleveland sales offices. 


Boyer-Campbell ‘a 
Issues Safety Catalog 


The Boyer-Campbell Co., Detroit, 
Mich., has just issued a 128-page, 
paper bound catalog featuring all 
types of safety equipment, a line on 
which this company specializes. 

Included among the well-illustrated 
products covered are face shields, 
goggles, welding helmets, respirators, 


| testing equipment, safety belts, safety 


clothing and shoes, first-air equip- 
ment, fire extinguishers, machine tool 
guards, and selected tools. 


Michigan Tool Elects 


O. L. Bard, for the past 17 years 
secretary of Michigan Tool Co. and 
identified wtih the company almost 
since its inception, was elected pres- 
ident and treasurer at the annual 
meeting of the board of directors. 

Marvin R. Anderson was named 
vice-president and Arvid Lundell 
secretary of the company at the same 
meeting. 
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Recentiy a local distributor was asked 
to furnish some wire brushes for recondi- 
tioning steel beer barrels. Standard brushes 
were inaccessible to the work so the prob- 
lem was referred to MILWAUKEE Indus- 
trial Brush Specialists. The picture and 
spot drawing show how they got results with specially de- 
signed tapered wire buffing wheels that are doing the job 
efficiently at half the former cleaning cost! Such savings 
guarantee sales, but the problems require assistance from 
experienced brush experts. This specialized service is ,avail- 
able for all MILWAUKEE distributors to help them “cash 
in” where standard brushes fail. The Milwaukee Brush 
Manufacturing Company, Milwaukee, Wisconsin. 





QUALITY 
INDUSTRIAL BRUSH SPECIALISTS is a term ILWAU 
applied to the expertly trained MILWAUKEE brush 


engineering staff whose job it is to assist you in 
handling industry's many and varied brushing 
problems. 
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BRUSHES 





ENGINEERING 
HELP LIKE 
THIS- 








Mark A. Gardner, who served as steel buyer 
for the W. Bingham Co., Cleveland, for the 
past 17 years, recently accepted an ap- 
pointment as sales manager of the Wasmer 


Bolt & Nut Co., Cleveland 


Propose Train to Exhibit 
Products Through Country j 


Proposal to organize a special train, 
in which exhibit space would be leased 
by various manufacturers, for the pur- 
pose of touring all important indus- 
trial sections of the country was made 
by H. H. Allen of Thos. Cook & Son, 
and placed before the executive com- 
mittee members of the American 
Association at the Dallas Convention. 
The committee authorized Mr. Allen 
to work out the full plan for the 
exhibit train and submit this to indi- 
vidual manufacturers. 








The exhibits would be set up in a 
number of baggage cars. The rest of 
mans to carry representatives of the 
exhibitors. At each stop distributors 

... BY EXPERIENCED JOHNS-MANVILLE 
ing manufacturers would be permitted 
to bring their local customers aboard, 
giving the enterprise many of the 
THE MOST DIFFICULT PACKING PROBLEMS advantages of a large-scale industrial 
—CONVERTS TOUGH PROSPECTS INTO posed, with at least one full day spent 
in each city. All parts of the country 
Mr. Allen at present is working out 
THE MANY WAYS J-M the physical details of the project and 
present his program to _ individual 
You % uUf2 manufacturers. 
= ‘ Blackmore Heads Board 
At Duff-Norton Co. 
of directors of the Duff-Norton Man- 
ufacturing Co., George A. Blackmore 
succeeding the late Thomas A. Mc- 
Ginley. 


the train would be made up of pull- 
handling the products of the exhibit- 
PACKING SALESMEN HELPS YOU SOLVE 

show. From 45 to 60 stops were pro- 

CUSTOMERS. AND THIS IS ONLY ONE OF would be covered. 
in the near future will be able to 
At a recent meeting of the board 
J-M PACKINGS « GASKETS |stats 





w 
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MARVEL Saws make 
you extra profits 


MARVEL Hack Saws not only 
help you sell the first time with 
their exclusive and superior fea- 
tures, but they keep selling for 
you until the next call. When 
you have a line that does this, 
it pays to increase your sales 
effort. 


The Complete MARVEL line 
meets every requirement. Starting with the famous 
unbreakable blades that outcut and outlast all others, 
to the machines designed to use these blades under 
high speed and tension with the utmost accuracy and 
diversity, you can offer every buyer a MARVEL 
product that will do his job better. 


Unique design—skill in manufacture—quality in ma- 
terials—these are the things that make MARVEL Saws 
outstanding—the reason why they sell, stay sold, and 
provide you with more profit. 


When you must depend on a product to meet the 
severest use, when you talk to the most critical buyer, 
when you are obliged to choose between products to 
make a sale decide then, on MARVEL. It's in the 
tough spot, in the final test, where they give you the 
greatest support. 


ARMSTRONG-BLUM MPG. CO. ‘The Hack Saw People” 


5700 Bloomingdale Ave., Chicago, U.S.A. Eastern Saies: 199 Latayette St., N.Y. 
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| A manufacturer's man gets some inside 

| dope in Washington, D. C. The place, Con- 
tinental Supply. Standing, left to right: 

| Norman Drake and Frank Stewart, both of 
Continental, Frank Connolly, Independent 
Pneumatic Tool, and Larry Winter, Conti- 
nental. Below are Americo Natella and 
Mill Maupin, also of Continental 


Lancaster Show 
Exceeds Expectations 


Prior to April 10, Dick Barr, man- 


om | > | ager mill supply department, Reilly 
ALL TESTS PROVE 3ros. & Raub Co., Lancaster, Pa., and 
his men had distributed 8,000 invi- 


| | tations to an industrial show to be 
, held in the company’s building begin- 
aa SU PERIORITY ning on that date and lasting for the 
| two days following. 

, ‘ At the end of the third day more 

Bec 4 j than 3,500 w fhile cus TS ¢ 
ause all tests prove that VICTOR Hack Saw Blades cut) | rot hat repistered to view the 
better and last longer, they are demanded by industry for 94 | exhibits of 35 manufacturers whose 


all kinds of metal-cutting. , ong are sold by Reilly Bros. & 
aub. 


Then, too, VICTOR Tungsten and “Moly” Blades are 9) |!" arranged afternoon sessions 


for students of the Stevens Industrial 
School, the vocational departments of 


packed in modern metal boxes* which protect the blades, 
make them handier to use and are preferred by workmen. 


A stock of VICTOR Blades—Tungsten and “Moly”— 
Hand* and Power—brings quick profits. 


VICTOR SAW WORKS, INC. 
Middletown, New York 


| Second floor attractively arranged for show. 
Note fluorescent lighting 


@ 161 ‘ 
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C. J. Seibel, Dumore Co., demonstrates a 
grinder. Visitors were encouraged to try 
for themselves 


Stuart Gourley, Manheim Manufacturing & 
Belting Co., draws a crowd with a prize 
offer to any who can take apart Veelos 
belt without tools 


the Lancaster city and country schools 
and the Patton School for Boys. In 
every case students were accompanied 
by instructors. 

More than thirty door prizes were 
distributed to those holding lucky 
numbers. Prizes were sent to those 
not in attendance on the last night 
when drawings were held. 

At one time during the proceedings 
Dick Barr had a rough idea of the 
quantity of coffee and doughnuts dis- 
pensed but the demand swamped him. 

Exhibitors included Alexander 
Bros., Ampco Twist Drill Co., Arm- 
strong Bros. Tool Co., Bearings Com- 
pany of America., Behr-Manning 
Corp., Bethlehem Steel Corp., Black 
& Decker Mfg. Co., Bond Foundry & 
Machine Co., Brown & Sharpe Mfg. 
Co., Champion Blower & Forge Co., 
Dayton Rubber Mfg. Co., CC. H. 
Dockson Co., Dumore Co., E. I. Du- 
pont de Nemours, Fafnir Bearing Co., 
Edwin H. Fitler Co., J. B. Ford Sales 
Co., Greenfield Tap & Die Corp., Hy- 
grade Sylvania Corp., Johnson Bronze 
Co., Keystone Lubricating Co., Lin- 


WAREHOUSES 


BALTIMORE 
oe 3° 
BUFFALO 
CHICAGO 
CINCINNATI 
CLEVELAND 
DETROIT 
3m ! E 
MEMPHIS 
NEW YORK 
PHILADELPHIA 
PITTSBURGH 
oe, ew. eS 
SAN FRANCISCO 
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... to fill your orders quickly. 
Continental has fourteen well 
stocked warehouses located 
within telephone reach of 95% 
of the industrial and contract- 
ing markets of the United 
States. Some exclusive terri- 
tories still available. 


‘ 











,HOLD eel ned TOGETHER | 











30th. ~Anniversary of 
“Holding Strongly Together” 


EXT month commemorates the founding of two institutions: (1) 
N The Allen Company asa first hand in hollow screws; (2) the Mill 
Supply House as a sole factor in distributing hollow screws. 

Beginning in June of 1910, the Distributor’s business became his own 
business, — all his customers’ orders being credited to him and billed 
only through him. 

Exactly as old as the Allen Company is this practice of selling only 
through the Distributor. Adopted by the company’s founder as funda- 
mental to its future, it has proved indeed so fundamental that a manu- 
facturer seeking your support must first define his Distributor policy and 
have it compare favorably with Allen’s. 

You and we have “held strongly together” because we were strongly 
tied from the start. We saw our unity of interests when others couldn’t 
see it; (they have seen it since!). . . On the 30th. Anniversary of this 
alliance, our established plan of cooperation is being made the first 


condition of manufacturer- Distributor relationships! 


THE ALLEN _MANUFACTURING COMPANY 


TFORD, CONNECTICUL USA 


108 MILL SUPPLIES ¢ MAY, 1940 








E. H. Federschmidt, Black & Decker, gets 
right down to a demonstration job. John 
Cassen, Jack Apsey and Bob Black also 
lent a hand during the show 





Tom Hyde, Henry G. Thompson & Son Co., 
demonstrates his product with U. G. Barr, 
general manager, Reilly Bros. & Raub look- 
ing on 


coln Engineering Co., Lyon Metal 
Products Co., Mac-It Parts Co., Man- 
hattan Rubber Mfg. Div., Nicholson 
File Co., Norton Co., Osborn Mfg. 
Co., Parker-Kalon Corp., L. S. Star- 
rett Co., Henry G. Thompson & Son 
Co., Yale & Towne Mfg. Co., Henry 
Disston & Sons, Inc., and Stanley 
Tools. 


Factory Supplies Moves 
To New, Larger Quarters 


Because increased business and the 
addition of several new lines created 
a demand for larger quarters, Factory 
Supplies Co., Rockford, IIl., has 
moved to a new location at 1528 
Seventh Street, Rockford. 

The firm has recently been ap- 
pointed exclusive agent in its territory 
for South Bend Lathes, and has taken 
over the local branch of the Chicago 
3elting Co., as well as adding the 
Henry G. Thompson & Son Co.’s line 
of hack saw blades. 

“The new quarters,” says B. O. 
Schmaling, “will give us a much 
larger display floor, better offices and 
shipping facilities and ample space to 
warehouse our materials. 
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Sligo Iron Stores Named 
For Irish County 


“Who or what was Mr. Sligo?” 
queried a newcomer to St. Louis of 
Sam Conant, vice-president of Sligo 
Iron Store Co. 

Sam suppressed a_ smile, then 
answered, “There never was a Mr. 
Sligo. The name originated with two 
sentimental Irishmen who had an at- 
tachment for the old sod. But now 
that you’ve got me started, let me give 
you the whole story. 

Briefly, this is the story Sam told: 

Early in the last century two Irish 
immigrants, one from County Sligo 
and the other from County Tyrone, 
began making iron in Pittsburgh. 
They named the output of their 
furnace “Sligo” and “Tyrone” after 
the counties of their birth. These 
products found a ready market in the 
small, but important, city of St. Louis, 
making the journey in flat boats down 
the Ohio and up the Mississippi 
Rivers. 

Business was good. So in 1834 a 
St. Louis warehouse was established 
and named The Sligo Iron and Nail 
Store. In the early ’50’s the name 
was changed to Lyon, Shorb and Co., 
Sligo and Tyrone Iron Store, which 
later came under the management of 
George D. Hall. 

In 1877, Mr. Hall incorporated with 
Wise, Blake and Johnston of Alton, 
Illinois, and Haynor, Blake and Co. of 
Quincy, Illinois. Out of this com- 
bination came The Sligo Iron Stores 
Co., located at 1007 North Second 
Street. A short while later the firm 
moved to a new building at 945-953 
North Second Street. Shortly before 
this last consolidation, the late Presi- 
dent Theodore P. Conant (deceased 
April 9, 1938) joined the company. 
He rose rapidly in the firm, becoming 
secretary and treasurer and in 1904 
was elected president. 

But there were still two more 
changes to come. In 1900 the word 
“The” was dropped from the firm 
name and in 1907 the house moved to 
its present location at 1301-1403 
North Sixth Street. 

Although none of the founders or 
direct descendants are active in the 
business, Sligo is justly proud of the 
roster of twelve active employees who 
have served 40 years or more. C. W. 
Gaffron has 63 years to his credit 
while F. Fahrenhorst is runner-up 
with 53. Nor is Sligo unmindful of 
the long list of manufacturers from 
whom they have bought goods and 
enjoyed pleasant relations for a good 
many years. 

Present officers guiding the destiny 
of Sligo Iron Store Co. in its 106th 
year are: George K. Conant, presi- 
dent; Samuel D. Conant, vice-presi- 
dent and treasurer; and Louis W. 
Beer, secretary. 
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ALL THE CATALOGS ISSUED BY THE ROSS-WILLOUGHBY 
COMPANY HAVE BEEN DONNELLEY-BUILT 





* It is significant that so large 
a number of distributors have 
had ALL their catalogs com- 
piled by Donnelleys. | 





R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET, CHICAGO | 
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THE 
ea htt OFF 
PRODUCTION 


VERY minute gained 
in production speed 
means that much more 
profit on the job . . . and Model 


No. 95 is here to show you how. 


Shift the lever . . . four positive 
speeds are at your finger-tips . . . 
all available on alternating current. 


Model No. 95 is built with giant 
strength to turn out a mighty big 
day’s work. Simple. Practically 
no vibration. Motors built to 
N.E.M.A. standards for continu- 
ous service. Four heavy duty 
bearings. Push button control. 
Motor cannot start when gears 
are not in mesh. 


Gear Drive 


Transmission 


HIGH 


COSTS 


With 

MULTI-SPEED 

BUFFER AND 
POLISHER 


No Belts 
No Pulleys 


FOUR 
SPEEDS 


Lever Shift 


Keep Catalog No. 52 at your elbow 


for money-saving equipment 












. Full line 
. Super-Quality 


. Economical Price 


THE U. S. 6-POINT 
CERTIFIED 
DISTRIBUTOR PLAN 
4. Protection 
5. Good Profit 


6. Sales Aid 
For sales and profit 








THE UNITED STATES :“g=y* ELECTRICAL TOOL CO. 


SSE ———— 
CINCINNATI, ———_ 





a 





———— 
(<== OHIO. U.S.A 
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Bolknap Hardware 
Celebrates Centennial 


Founded by W. B. Belknap 100 
years ago, Belknap Hardware & Mfg. 
Co. was then located in a small three- 
story store room on the northeast 








Looking East between Belknap buildings. 
| Overhead and underground passageways 
| provide communication between offices and 
| warehouses 


corner of Third and Main streets, 
Louisville, Kentucky. Bar iron, car- 
riage and wagon hardware, black- 
smith’s supplies, mule and horse shoes, 
nails and spikes were the principal 
lines handled. A local territory was 








Charles R. Bottoroff assumed the presidency 
of Belknap in 1930. He is only the fourth 
chief executives since the founding of the 
company in 1840 


served. Transportation was by river, 
mules and carts. 

One hundred years have made many 
changes. Today the huge Belknap 
plant includes twelve buildings, com- 
prising 37 acres of floor space. The 
first catalog was a_ sixteen page 
pamphlet 3 x 54 inches; now it is a 
3,000 page book containing over 75,- 
000 items. 

Frank Strohm, oldest Belknap em- 
| ployee, points out with pride that in 








his 60 years he has worked under four 
presidents. “I’ve spent my whole life 
with this concern and still have my 
job in the buying department,” said 


100 Frank. “Of course, I couldn’t handle 
lg. a keg of nails today as I did as a 
ree- 
east 








aah Reger SPLICE ON 

during nearly two-thirds of Belknap's cen- NE W B US INESS 
dings. tury of service and progress” 
sper EVERY MONTH 


: d 

oo You can do it with AMCO ROPE. AMCO has exclusive 
features that no other rope possesses. In addition to using 
top quality, long-fibre manila, AMCO treats each indi- 





ny vidual fibre with their special non-evaporating cordage solu- 
pin tion. It seals in the natural moisture. It keeps out mildew 

Rail, laden dampness and retains its strength many times longer 

nous. than ordinary rope. In spite of its superiority AMCO Rope 

cipal costs no more per pound nor weighs no more per foot. 
was 


PROVEN INCREASE 
10% TO 50% ANNUALLY 
AMCO is a SPECIALTY ITEM that has in- 


creased the rope business of every dealer who 
has put it in. Facts and figures on request. 


Rey ier AMERICAN MANUFACTURING COMPANY 


years of progress as represented by Belknap NOBLE AND WEST STREETS, BROOKLYN, N. Y. 
catalogs. He is thumbing through the 1880 Western Factory: $T. LOUIS CORDAGE MILLS, ST. LOUIS, MO. 


number comprising 374 pages while the 1940 rs 
edition of 3,000 pages reposes at his right 








boy. However, I keep regular hours 
as do the young fellows.” 

There are a number of other men 
who have grown old with Belknap. In j 
sidency fact, of the 1,500 employees, 518 have 


fourth served continuously from 10 to 60 ALL-WEATHER 


a ae MANILA ROPE 


AMERICAN "SUPERIOR'' MANILA ROPE 
TWINE «© OAKUM e¢ PACKING 














river, SSSSSSSSSSSSSSSSSESSSSSSSSSSSSSSSEEEESEEESEESEE ESSE eeeeeeces 
AMERICAN MANUFACTURING COMPANY 

any ° ° 
ed Rollins With Langdon Supply Noble & West Streets, Brooklyn, N. Y. 
| “The F. L. Langdon of the Langdon Sup- Please send me free sample of AMCO Rope 
. ihe ply Co., Kansas City, Mo., announced ; ‘ ae 

- os : dhe Poe? “ ; and instructions how to prove it's different. 

page the addition of J. W. “Woody” Rollins , P 
it is a to the sales. staff. Sefore joining Name 
pr 75,- Langdon Woody was connected with Firm 

i Carrier Corp. He specializes in power \ 

ip em- transmission equipment and covers Address 
that in Kansas City and western Missouri. City... State 
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Every CAD a 
Sales Set-Up 











a 


good management that you 
formed in detail. The coupon 


120 Fremont Ave. 





For any and every purpose there 
is a CM chain that offers certain 
advantages—important enough to 


it simple to get the facts as to why 
CM chain is considered better. 


Columbus-McKinnon Chain Corp. 


(Affiliated with Chisholm-Moore Hoist Corp.) 


Tonawanda, N.Y. 
Branch Offices: New York, Chicago, Cleveland 


be in- 
makes 
























Every Machine 
Shop a Prospect 








tandardized 
setup appliances 


Why Force Your Men to waste time on machine tool set-ups when CAD 
Standardized appliances will convert this non-productive time into pro- 


ductive labor? 


The 


CAD Bolt 


Why Ruin Machine Table Slots with ordinary bolts when 
CAD Bolts are designed to fit T slots? 


is a standard 


machine table bolt; made of steel with full smooth threads; slot size and 
requires no machining; ready for use when you receive it. Our Illustrated 






















—S 


SS 
STANDARD SHOP 


>. 


EQUIPMENT CO., INC. 
Set-up appliances for 
machine tools. 


8173 TINICUM AVE., PHILA., PA 
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Folder A 56 is full of valuable 
information. Send for it today! 


CaRRizp tn STOCK: Boston, Mass., Chase Parker 
& Co., 288 Congress St.; Bridgeport, Conn., Hunter 
& Havens, 245 Water St.; Buffalo, N. Y., Beals, 
McCarthy & Rogers, 50 Terrace; Chicago, IU., 
H. Channon Co., 201 E. North Water St.; Cin- 
cinnati, Ohio, B. A. Kinsey Co., 331 W. 4th St., 
Cleveland, Ohio, Cleveland Tool & Supply Co., 


1427 W. 6th St.; Detroit, Mich., Chas. A. Stre- 
linger Co., 149 E. Larned St.; Indianapolis, Ind., 
Vonnegut Hdwe. Co., 120 E. Washington St., Los 
Angeles, Calif., Almaquist Bros. & Viets, 2041 


Santa Fe Ave.; Milwaukee, Wis., The Western 


Iron Stores Co 319 E. Clybourn St.; Newark, 
N. J., Squier, Schilling & Skiff, 419 Plane St.; 
New Haven, Conn., Page Steele & Flagg Co., 3 
Prout St.; New York, N. Y., Franklin Hdwe. Co., 
50 Franklin St.; Philadelphia, Pa., Maddock & 
Co 46 N. 6th St.; St. Lowis, Mo., Coleord- 
Wright Mach. & Sup. Co., 1233 N. Bdwy.; San 
Franciaco, Calif., C. W. Marwedel, 76 First St 
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Bradeen Appointed by 
Fairbanks-Morse 


Announcement has just been re- 
ceived from the office of Colonel 
Robert H. Morse, president of Fair- 
banks, Morse & Co., Chicago, that 
Charles S. Bradeen has been ap- 
pointed to the position of executive 
vice-president of the Canadian Fair- 


banks-Morse Company, Ltd., Mon- 
treal, Canada. 
His location at Montreal will be 


nothing new for Mr. Bradeen as he 
was formerly located in Montreal with 
the Canadian organization as secre- 
tary of that company during the 
period 1930 to 1938. 

In May 1938 he became assistant 
to. Colonel Morse, which position he 
field until his present assignment. 


Addition for Ajax 


Construction has just been com- 
pleted on a new addition to the fac- 
tory of the Ajax Flexible Coupling 
Co., Westfield, N. Y. This addition 
will house its enlarged electric weld- 
ing and assembly departments for fab- 
rication of Ajax vibrating 
conveyors and packers. 


screens, 


Honors for Worthington Co. 


Cleveland’s “Industrial 
Day” brought new honors to the 
George Worthington Co., who was 
awarded a plaque in recognition of 
“110 years of continuous constructive 
service in the development of the city.” 
The company was named the oldest 
industrial organization in the city. 


Enterprise 


Heads Allegheny Sales 


Allegheny Ludlum Steel Corp. has 
announced the appointment of Rus- 
sell M. 


sales. 


\llen as general manager of 





C. Carter Bond, general manager of Chas. 
Bond Co., Philadelphia, sheds his coat and 
tears into a stack of work that has piled 
up on his desk. 
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While in Dallas for the convention, Ed 
Ristau (Skilsaw) stopped in at his distribu- 
tor's—Machinery Sales & Supply Co. Result, 
this lineup showing, left to right, F. W. 
Patton and R. R. Parks, both of Machinery 
Sales & Supply, Ristau and J. W. Nicholas, 
also of the Dallas house 


Wholesale Hardware Credit 
Program at Toronto 


Credit executives of the wholesale 
hardware industry will hold a two day 
meeting at the Royal York Hotel, 
Toronto, on May 21 and 22 in con- 
junction with the forty-fifth annual 
Credit Congress of the National As 
sociation of Credit Men. 

The program for the industry ses 
sions has been prepared under the 
chairmanship of J. G. Holland, Moore- 
Handley Hdwe. Co., Birmingham, 
Ala., and will open with an address 
on “Requisites of a Successful Credit 
Policy From Wholesale and Retail 
Standpoint” by I. A. McNab, M.C.L, 
Glidden Co., Ltd., Toronto, Ont., fol- 
lowed by “Qualifications of Today’s 
Credit Manager”, G. C. Klippel, Van 
Camp Hardware & Iron Co., Indian- 
apolis, Ind.; “Credit Interchange”, 
Roy A. Colliton, director, Credit In- 
terchange Bureau Department, N.A. 
C.M., St. Louis, Mo.; “Are Present 
Credit Policies of Our Industry 
Sound?” W. O. Matthews, Wholesale 
Hardware Association, Toronto, Ont. ; 
“Membership”, Dan I. Bosschart, 
Eng-Skell Co., San Francisco, Calif. ; 
“Interesting Experiences of a Credit 
Manager”, C. S. Fensom, Watkins 
Cottrell Co., Richmond, Va.: “What 
You Can Expect from Your Credit 
\ssociation”, S. J. Schneider, Louis 
ville Credit Men’s Asociation, Louis- 
ville, Ky. 

The last item on the program for 
Wednesday afternoon will be an open 
forum during which all in attendance 
will be given an opportunity to pre- 
sent their particular problems and 
ideas for discussion. 


Cleveland Tool P. A. 
Cleveland Tool and Supply Co., 


announces the appointment of George 
F. Lemmerman as purchasing agent 





Manufacturers of Airbrushes 





why 






Paasche original Two-Color and 
Three-Color Airbrush has proved its 
worth in many industries. Applies 
different materials from each nozzle. 
Chemists are now using this unit to 
develop finishes and practices that 
will be standard five years hence. 





First cup airbrush to apply heated 
materials. Ideal for temperatures up 
to 350° Many of the world’s 
largest industries have found this 
electrically heated air and material 
airbrush especially suited for tabora- 
tory testing and development work. 


A 
4 


ath 






Paasche Type FF %4” High Produc- 
tion Flock Gun—a Flock Gun that 
does not clog. Excells for fastest 
application from flock pressure tank 
or mechanical feed hopper. May be 
had with different nozzles to meet 
special needs, 





“if 
J 


End guesswork in all striping oper- 
auons with a_ striper that really 
works. Ideal for difficult groove strip- 
ing. May be used to stripe many 
grooves at one time, even as many 
as 20 grooves at once. Send samples 
of striping job and we'll duplicate it 
at lower operating costs. 


\ 





“Low Cost Finishes"—is the theme 
song of the type BU High Production 
Airbrush—a pace setter in all indus- 
tries. Satisfied users everywhere. Sav- 
ings up to 60 percent reported by 
customers. The standard for quality 
airfinishing. 


EVERY PLANT 





A PROSPECT 












































AIRPAINTING 
EQUIPMENT 


“Choice of the Nation's Greatest Industries" 










Product Finishing is a Big Market 
for you Mill Supply Distributors. 
Don’t confuse it with maintenance 
painting. 


amet Sales for selected Paasche Dis- 

tributors really run into handsome 

figures when equipment is sold for product 

finishing. Manufacturers spend plenty on com- 

plete installations to increase the beauty and 
saleability of their products. 


There’s airbrush units and accessories, water 
wash airfinishing booths, ventilating units, air- 
compressor units, etc.—all available for your 
sales calls. Pictured here are only a few 
Paasche airbrush specialties that definitely in- 
crease the size of your orders. 


The helpful experience of Paasche men in the 
field is always available to assist you in 
quickly satisfying your customers’ require- 
ments. ' 


Check up on your own rightful share in the air- 
painting picture. With Paasche you will have 
the key to a wide market—ready acceptance, 
high turnover, attractive profits, and volume 
replacement sales. 


Paasche Type F600 Automatic Air- 
brush. Universally selected by those 
who want to save MORE material, 
save MORE time, save MORE labor 
in production airpainting. Once your 
customers try a aasche Automatic 
Airbrush they'll never be satisfied 
with fess, 


Send for new catalog, discounts, and state 
ment of our Mill Supply Distributor’s Policy 
—a policy that protects your efforts. 





Aircompressor Units—Airfinishing Booths—-Hose Couplings—Oiling Guns— Portable 
Airpainting Units—Sprayers—Stripers—Ventilating Units—Water, Oil and Dirt Eliminators. 
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ALSO 


TAPPING DEVICES 
TAPPING MACHINES 
MULTIPLE HEADS 


ETTCO DRILL CHUCKS 


Preferred by users because 
of simplicity, speed and 
accuracy 

Investigate the ETTCO profit-making line 
of Keyless Drill Chucks. 


Tightened easily by hand without key, 
they are fast, accurate and true run- 
ning. Drills can be changed in a few 
seconds. 

Heat-treated throughout with all parts 
hardened and ground for long service— 
a quality line that insures profitable re- 
sults for distributors. 

Made in 5 sizes from 60 drills to 5%". 


Write for prices and discounts TODAY! 


ETTCO TOOL COMPANY 


594 JOHNSON AVENUE 


BROOKLYN NEW YORK 





WEIVHENME & Mehtt 


PLANOGRAPHED 


CATALOGS 





























A Weinberg & McKee planographed catalog will do a maxi- 


, 

| 

mum job of selling for you. 
For Details Write Today to: 


@ Tools Made of HIGH 
SPEED STEEL are priced in 


red. 


@ Nationally Advertised 
Lines are tied up with manu- 
facturers advertising by re- 
production of manufacturers 
trademarks. 


® Action illustrations dem- 
onstrate the use of many 
products. 





WEINBERG & MCREE, Inc. 





610 W. VAN BUREN ST. 
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CHICAGO, ILLINOIS 
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Spring lures James Tate, vice-president, and 
Walter E. Schutz, advertising manager, of 
Delta Mfg. Co., into the out-of-doors for 
this pictorial evidence of their usual good 
spirits 


Siverd Named Manager 
Pittsburgh District 


Pittsburgh Screw and Bolt Corp., 
Pitsburgh, Pa., has announced the ap- 
pointment of Percy D. Siverd as 
manager of sales, bolt, nut and rivet 
division, Pittsburgh district. 

Mr. Siverd has been associated with 
the company in various capacities 
since 1916; a greater part of his work 
has been in connection with sales 
activity. During this period, he has 
made many friends and is well known 
in the mill supply, structural steel, 
and general industrial fields in and 
about Pittsburgh. He will make his 
headquarters at the general office in 
Pittsburgh. 


Chain Belt Announces 
Two Promotions 


Chain Belt Company has announced 
the election of J. C. Merwin as treas- 
urer and vice-president, the latter 
offi¢e which he now holds, and the 
appointment of L. B. McKnight as 
assistant to the vice-president. 

Mr. Merwin joined the organiza- 
tion in 1917. He has been a director 
since 1923 and in 1924 was elected 
vice-president in charge of the con- 
veyor division. Prior to his election 
as vice-president he was works man- 


ager. He is a graduate of Sheffield 
Scientific School, Yale University, 
1910. 


Mr. McKnight has been associated 
with the company since 1926 when he 
became secretary and sales manager of 
the Stearns Conveyor Company, a sub- 
sidiary of Chain Belt Company, lo- 
cated at Cleveland, Ohio. In 1933 
when the operations of the Cleveland 
plant were transferred to Milwaukee, 
Mr. McKnight was appointed sales 
manager of the company’s conveyor 
division in which capacity he con- 
He is a graduate of Purdue 


| University, 1915. 














d 
of 
or 


yd 


les 
as 
vn 
el, 
nd 
his 

in 


sed 
as- 
ter 
the 

as 


za- 
‘tor 
ted 
on- 
ion 
an- 
ield 
ity, 


ited 
| he 
r of 
sub- 

lo- 
933 
land 
kee, 
ales 
eyor 
con- 


rdue 





rd 





These tools certainly get around! Here's 
Walter Holm, salesman for Independent 
Pneumatic Tool Co., demonstrating a 
small electric drill to officials of Gibson, 
Battle Co., in Sydney, Australia 


Timken Announces 
Executive Changes 


The Timken Roller Bearing Co. 
has announced the appointment of 
William H. Richardson as assistant 
general sales manager. This is a 
new position created because of the 
increase in the company’s activities 
in bearings for general industrial use. 

Mr. Richardson has been associated 
with the company 23 years, as sales- 
man, branch manager, district man- 
ager, and later vice-president and 
general manager of the Timken Roller 
Bearing Service and Sales Company. 

R. P. Proffitt has been appointed 
Chicago division: manager of the 
Timken Roller Bearing Co. 

Appointment of Jay Irwin as Chi- 
cago district manager of the Steel 
and Tube division was also an 
nounced. 


Columbian Vise 
Appoints Representatives 


H. S. Baker, San Francisco, Calif., 
and Bernard E. Blunden, Seattle, 
Wash., have been appointed  rep- 
resentatives by the Columbian Vise 
and Manufacturing Co., Cleveland. 

The former's territory will be 
northern California, while the latter 
will travel Oregon, Washington and 
northern Idaho. 


N. A. Strand Dies 


N. A. Strand, a partner in N. A, 
Strand & Co., Chicago, manufacturer 
of flexible shafts and machines, died 
at his home in Evanston, Ill, Wed- 
nesday, April 10, after a long illness. 

Mr. Strand had not been active in 
the business for several vears because 
of poor health. 








BUSINESS 


BUILDERS , 


HERE’S THE STORY 


Your customers are interested in buying files that 
will give them results and economy. These returns 
mean repeat business and profits for distributors. 


CARSON NEWTON FILES are made to meet the de- 
mands of file buyers who accept no excuses, whose 
only standard is results. A complete line of files and 
rifflers in 3 brands, in all sizes, shapes and cuts for 
any filing job industry may have. 


We are not the oldest file makers but the consistent 
performance of CARSON NEWTON FILES for 27 
years enables us in the face of all claims made for 
files today to stand on the same basis as always 
which is—THERE IS NOTHING BETTER 





Our sales policy is to sell through Distributors with 
full protection and full co-operation for stocking dis- 
tributors. 


ATTENTION DISTRIBUTORS 


In some sections we can accept distributors. If 
you want a quality line of files that will enable 
you to furnish files for any filing job that comes 
up in your trade, a line that will stay sold write us— 


Et-fele Biale! 


The franchise may be open in your territory. 


MADE IN 
aes THE BITE THAT COW, 3 BRANDS 


“DU-MORE” 
TRADE MARK S “KLEEN KUT” 
“ARSon:n EWTON pve “ ALLIGATOR” 
“THERE IS NOTHING BETTER” , SWISS PATTERN 


CARSON-NEWTON CO. BELLEVILLE, N. J. 


CARSON-NEWTON 


FILES 
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bank on 


FAIRBANKS” 





A GOULDS PUMP 


Distributors find that Goulds Pumps 
offer a complete industrial pump 
line which enables them to easily 
sell their customers the right pump 
for his particular job. 

Goulds Pumps are recognized 
for their high efficiency and un- 
equalled quality. 
peat on Goulds Pumps because 
they appreciate the advantages 
of low cost dependable operation 
under all conditions of service. 


Customers re- 


Prices are low enough to make 
sales easy—yet high enough to 


trucks . . . and 


trucks. That 


of steel hand 


wooden handles. 

Here, for the first time in hand trucks, is the strength 
of steel combined with the shock-absorbing, resilient quali- 
The frame, made of sturdy No. 1 quality sea- 
soned hard oak, is scientifically shaped and tapered to pro- 
vide “the right” balance and ease of handling. 
straps, securely bolted on both front and back of frame, pro- 


lies of wood, 


trucks 


Industry wants Wooden 
Trucks—but with the 


strength of steel 


Experienced users of hand trucks pre- 
fer the handling features of wooden 
the strength of steel 
why FAIRBANKS de- 
veloped the new, modern “Green Line’ 
with full length 


vide extra strength and ruggedness. 


In spite of these superior construction features, Fairbanks 
Trucks are competitively priced. 
stitute a great “sales leader” for a complete family of super- 
quality Hand Trucks, Platform Trucks, Casters and Wheel- 


“Green Line” 


barrows. 


Fairbanks has a mighty profitable sales policy for distribu- 
tors. Why not look into our proposition? 


No. 50. 


THE FAIRBANKS 
19 EAST 4TH ST., NEW YORK, N, Y. 


Boston, Pitt-burgh 


Factories 


return worthwhile profits. Write 
today for complete information. 
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Binghamton, 


Distributors 
N. 


GOULDS PUMPS Inc 


COMPANY 


in Principal Cities 
Y., Rome, Ga. 


Hand and Platform 
Trucks, Wheel- 
barrows, Casters 
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The steel 


They con- 


Write for catalog 









Ross-Willoughby Stages 
Novel Sales Contest 


An unusual sales contest has just 
been completed by the Ross-Wil- 
loughby Co., Columbus, O. It was 
patterned after the radio program of 
Professor Quiz. 

Lew Crowe, Lunkerheimer Co., was 
the professor. The questions he asked 
were on valves and engineering spe- 
cialties, the answers to which were 
contained in his company’s catalog 
and Engineer’s Guide. 

Two teams of seven men each were 
headed by Walter Gilham and Bud: 
Hennon. Judges were R. W. Martin, 
H. W. Voelker and J. B. Ross. Time- 
keeper was FE. M. Birkenback and 
referee, W. C. Hunter. 


Belt-Rope Opens 
Binghamton Branch 


The Belt-Rope Supply Co., Syra- 
cuse, N. Y., has opened a branch store 
and warehouse at Binghamton, N. Y. 
Paul A. Dillingham is in charge. 

This branch will feature Page 
leather belting, American Steel & 
Wire Company’s wire rope, Plymouth 
manila rope and Fafnir bearings. 
Other items will be shipped from 
Syracuse stock for the present. 

Within a few months stocks of 
V-belt drives, rubber belting, bronze 
bushings, pulleys, hangers, couplings, 
gears, speed reducers, files, hack saws, 
electric tools, lubricants and grinding 
wheels will be added. 

Mr. Baker, an inside salesman, has 
been transferred from 
Binghamton. His place has been 


taken by Mr. Vollmer. 


Syracuse to 


Ryerson Expands at Detroit 


\ new high-bay type spin has been 
added to the Detroit Ryerson plant. 
The new span increases floor space 
by over 30,000 sq.ft., bringing the 
total floor area of the Detroit Rvyer- 
son plant to approximately 250,000 
sq.ft. In addition to housing part of 
the hot rolled steel stock, the new 
building will greatly increase facili 
ties for Ryerson’s complete Reinforc- 


ing Steel-service to Contractors and 
Builders. 





Front view of the new E. A. Kinsey Co. 
branch building in Indianapolis. Finishing 
touches are now being put on the office 
and warehouse, 




























Steel Warehouse | 
Association to Meet | G 
, : | 
Rapid development of steel ware- | 
| house service as a major factor in | * 
: the distribution of finished steel mill | Cu — 
° . ° > a | 
: products dictates frequent inquiries | 
into the fundamentals influencing this > 
z business. Importance of this ware- THERE’S ALWAYS THE PLANT 
l ema eorelce j IS ay : “ne 
ouse service to producers and con- 
’ sumers of steel may be gaged by the OF A GOOD LYON PROSPECT 
P more than five million net tons of 
> steel sold by distributors in 1939- 
more than one-sixth of the total pro 
: duction. Consequently, subjects on 
qd the program of the 31st annual con 
', vention of the American Steel ware 
1 house Association, Inc., will be fo 
cused upon basic factors of steel 
merchandising, states Walter S. 
Doxsey, executive secretary, 442 
Terminal Tower, Cleveland, Ohio. 
The convention will be held at Hotel 
Plaza, New York, May 21 and 22. a . 4 ao Sw ; a, 
” With about 50 per cent of its in- = na. :; - ae ag . pee fore 
" voices amounting to less than $10.00, * as at t ‘ : ; a ee a, 
, warehouse distribution of steel is 7 ; . ~ 4 . 
ax : : . ’ ~ Ete 
analogous to. retail merchandising. . = Ia RR wo ea ~~ 
re Lessons the steel distributor can & ; 4 , i : / 
& learn from the retail trade, therefore, = 7 ss o - 
h will be discussed by a_ nationally 
" known retailing expert. The im 
ms portance of costs in handling small 
orders will be presented by a_ past 
wf president of the American Institute 
ie of Accountants who is a specialist in 
= accounting principles and procedures. 
a The Association’s committee on @ Prospects for Lyon Shop 
ao the cost of operating steel warehouses Equipment are more plentiful than the 
3 will present the results of its studies roofs in the aerial map shown above. 
as ot data supplied by member com The most complete line of shop equip- 
to panies. The Association’s counsel ment offered by any manufacturer, it 
: will outline the effects of federal é : sa 
= , and wer : Shoprobe. Small shops and every de includes products with an application 
and state legislation upon business partment in big plants are prospects for : : : 
manamement this economical space-saver. Accom in every industrial plant —large or small. 
_ . modates 10 or 20 people. Can be moved 
to new department at anytime. Complete These easy-to-sell Lyon Packaged 
protection for employees’ garments and ° 
valuables. Items fit in 100% between your supply 
business and your technical long-pull- 
en ae ‘ : 
Thompson Sponsors selling items. Every item is a fast-mover. 
- Boy Scout Trou " : 
‘a Yy P Walk through any plant and you will 
Tor yp y 
the A pledge, unique in industrial re see numerous applications that will save 
er- lations, was made to Industrial Troop time and money for your customers 
2 ? r we ’ TIP: ° . 
100 48, Boy Scouts of America, spon- ... build sales volume and good-will 
of sored by The Henry G. Thompson Benches, Bench Legs, 
~ o. 4 : “ Bench Drawers. Lyon for you. 
eW & Son Co., New Haven, Conn., re- heavy steel bench tops — ' 
“1 cle. D. W. Movies geesiden will not cut, splinter For a convincing demonstration of 
re- of the company, on behalf of its off soaked. Permit quick what Lyon Shop Equipment can mean 
. . - h 5 val . * 
nd cers, pledged to give members of + Sear ees to you in added sales and profits, just 
this tr reference ijn any position drawer, viceand other invi isi 
= t oop a erenc ie , po - er cemenaatainn Maadiaans invite the next ten shop men you visit 
a See ee Bench legs provide to leaf through your Lyon Catalog. 
they were qualified, when they were ee Se ee . 
seanened to cntes tebattal the She forweeder steel bench Your order book will be full of proof 
yreparec o ente stric > meee tops. Lyon Steel Benc - F 
Northup stated further that the offi Drawers stand hard in recordtime’ LYON METAL PRODUCTS, 
— NO 1 sta ‘ a ¢ use ond abuse. Easily pulled in or out ° 
cers of the company would help the = on —= — INCORPORATED, 5305 River Street, 
» * ° on tee h we . : 
members of the troop to secure posi bench. Will not wath or no waieed Aurora, Illinois. 
tions wherever possible, if there were 
7 no openings in the Thompson Com- 
pany at the time the members of this 
roa] troop were prepared to enter the 
business ranks. id 
Co. The occasion of this pledge was . Je DUN ca 
hing Parents’ Night”, celebrated Ivy the SHOP EQUIPMENT 
Ree troop, at the offices of The Elenry 
j G Phompson & Son Company, n 
f \pril 17, 1940.) The troop, composed | LYON METAL PRODUCTS, INCORPORATED, Aurora Illinois 
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Real Sales and PROFITS Now in 
COOPER STAINLESS FITTINGS! 
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Z_LEDLLUUUIIvII OI HS 
The big . . . and growing demand 


now by all major industries for 
stainless steel CORROSION- 
RESISTING fittings makes the 
COOPER Line a logical choice 
for Mill Supply Houses. All 
COOPER Fittings are “LUSTRA- 
CAST” ... imparting greater bril- 
liance, greater corrosion resistance 
and longer life. 





@ WRITE TODAY for Full Details and 
Prices on the better line of COOPER 
“Lustracast” Fittings. 


The COOPER ALLOY FOUNDRY CO. 


150 Broadway 
Elizabeth New Jersey 


























The Oldest and Largest Manufacturer 
of Industrial Gaskets Again Expands 
Its Research and Manufacturing Facilities 


You did it—with your continuously —_ needs of a new decade of industrial 
increasing sales of Goetze Gaskets. progress. With added up-to-the-min- 
Again Goetze responds with the ute production equipment to assure 
investment of many thousands of you prompt attention to your orders 
dollars in advanced engineering re- and help you build business and cus- 
search facilities, anticipating the tomer good will. 


GOETZE GASKET & PACKING COMPANY, INC. 


26 Allen Avenue, New Brunswick, N. J. 
Branch Offices in Principal Cities 
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Still Growing at §2 








of boys in the neighborhood of the 
Thompson factory, put on a very 
interesting program, beginning with 
the customary ceremony of salute to 
the flags, and ending with exhibits of 
their craftsmanship, and_ refresh- 
ments. 

An address of welcome was made 
by Mr. Northup to the parents and 
guests, who included Scout execu- 
tives of the local Scout Council and 
representatives of many _ business 
firms in the New Haven area. 

This troop, one of the first indus- 
trial troops organized in the country 
is led by Mr. J. Kroll, Scoutmaster 
and Foreman at The Henry G. 
Thompson & Son Company. 

In closing his remarks of welcome 
to the members of the Troop, Mr. 
Northup said, “As I have already 
said, we are here to honor you to- 
night, because you have accomp- 
lished something for yourselves, 
which is a definite step on the road 
to success. In each successive step, 
which you take along this road, your 
friends and relatives will rejoice 
with you, as will the members of the 
Thompson organization. I hope, 
therefore, the start you have now 
made will kindle your ambition to 
succeed, so that when the door of 
opportunity opens for you, you will, 
‘Be Prepared’.” 

Six other industrial concerns in the 
New Haven area, among them the 
Southern New England Telephone 
Co., have organized Boy Scout troops, 
and one has organized a Girl Scout 
troop. 


S. W. Gibb Promoted 
By Yale and Towne 


The Yale & Towne Manufactur- 
ing Co. has announced the promo- 
tion of S. W. Gibb to the position of 
general sales manager of the Phila- 
delphia division, world’s largest 
manufacturer of materials handling 
equipment. Mr. Gibb — succeeds 
James C. Morgan who stepped up 
to the post of general manager of 
all Philadelphia operations. ; 

Mr. Gibb comes to his new job 
backed by experience gained through 
20 years of executive work with the 
Yale organization. Joining the com- 
pany in 1920, as district sales man- 
ager, he operated from Pittsburgh 
headquarters for the next several 
vears. In 1929, he was promoted to 
Pacific Coast sales manager, with 
headquarters in California. By 1931, 
Mr. Gibb’s work had merited such 
recognition that when a new assist- 
ant sales manager for the entire ma- 
terials handling division was needed 
in Philadelphia, Mr. Gibb got the 
call. His present promotion comes 
as a fitting reward for the excellent 
record he established in that job. 

Today, a nationally recognized au 
thority on the merchandising and 
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distribution of materials handling 
equipment, Mr. Gibb gathered his 
knowledge while criss-crossing over 
the country in his efforts to promote 
the sale of Yale materials handling 
products. Also, in his nine years as 
assistant general sales manager, he 
established the countrywide Yale dis- 
tributor organization that is largely 
responsible for the sales success now 
enjoyed by the Philadelphia division 
of Yale & Towne. 

One of the main responsibilities 
of Mr. Gibb’s new position will be 
the maintenance and continued im- 
provement of that organization. 





DISTINGUISHED 
SERVICE 


“How to Win Friends and In- 
fluence Contractors” might well be 
the title of this story about S. D. 
Jarrow, crack salesman of the San 
Antonio Machine & Supply Co., 

San Antonio, Texas. Sid is awarded 
the Mitt Suppriits Distinguished 
Service Award this month for the 
unusual way he copped an order, 
then delivered. 

The story goes back to February 
1938. Several contractors descended 
en masse on a small town 300 miles 
from San Antonio. They were look- 
ing over the ground before bidding 
on a $3,000,000 flood control dam. 
Scenting an opportunity to get in 
some groundwork before the big 
juicy orders were offered, Sid hied 
himself to this small, one-hotel town. 
He struck up acquaintanceship with 
all the contractors, not knowing 
which two would finally get the 
awards. 

Realizing that this job was going 
to take more than a couple of days 
or a week, Sid telephoned San An- 
tonio and transferred all his other 
accounts to another — salesman. 
Wangling a room in the hotel just 
one floor above the offices and living 
quarters of the winning contractors, 
he managed to spend all his waking 
hours in the company of these men. 
He ate, drank, played cards and 
joked with them. This continued 














SAFETY SOCKET 


“BLUE DEVIL’’ 
The ARISTOCRAT of Socket Screws 
Our Distributors keep growing 


because 


“SAFETY” SCREW PRODUCTS 
“BUILD SALES” 


Users are becomigg more and more enthu- 
siastic about "SAFETY" Screw Products 
because there is no guesswork in their manu- 
facture — every piece is ~-3aae~ 






uniform. Progressive engi- 
neers specify them in their 
designs and that's where 
the Distributor comes in. 
This recognition and ap- 
proval builds good sales 
volume and keeps the cash 


register busy. Let us quote ounie tae 
on your next order. SET SCREWS 


SCREW CORPORATION éiicuc itt: 








































FOR MATERIALS HANDLING 
EFFICIENCY 
No two materials handling jobs are alike! 
That's why CM specialized equipment can 
mean so much to your plant in terms of 
ee efficiency, greater safety to men 
nd materials, reduced production costs 
Better check into the complete line of CM 
Materials Handling Equipment—hoists, trol- 
leys, cranes for every type of application. 
Your dealer will supply you with a catalog 
—or write us direct. 


CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corp.) 


120 FREMONT AVE. TONAWANDA, N. Y. \ 
wp Branch Offices: NEW YORK + CHICAGO + CLEVELAND SON 
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This new RIBDID No. OR has 
speed and strength that make it easy 
to sell. Quickly cuts perfect threads 
on %”" to 1” pipe. Die heads 
snap out easily for changing, snap 
into ratchet ring from either side— 
can’t fall out. Dies reverse for 
threading close-to-wall pipe — no 
special dies needed. Separate sets 


little Ratchet Threader you 
ever saw—Sells fast, too! 


Feicexil No. or 


of semi-high-speed tool steel chaser 
dies, accurately cut, long wearing. 
A tough all-steel malleable-alloy 
tool. Patented carriers with all 
complete sets at no additional cost. 
Widely advertised to your custom- 
ers, it pays you to push _ these 
RIfealo> No. OR Ratchet Thread- 
ers. Write us today. 


THE RIDGE TOOL CO. e ELYRIA, OHIO 


Fel lec PIPE TOOLS 








FOR 
DISTINGUISHED 
SERVICE 
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Shs. 

| DIXON'S 
TICONDEROGA 

Flake: Graphite 


eit 











IN THE CONSTANT 
WAR ON FRICTION 


Be Sure Your Stock’s Complete 


oils, 





OTHER DISTINGUISHED 
DIXON PRODUCTS 





ae. 


Qo Particle Size No. 


For descriptive literature, 


extreme heat and cold, in floods of solvents, 


e years of engineering progress. 
respected and used throughout the world. 


TWO POPULAR GRADES 


I—Large unctuous flakes. 


Particle Size No. 2—Finely subdivided powdered flakes. 


write Dept. C-71. 


JOSEPH DIXON CRUCIBLE CO. 


JERSEY CITY, NEW JERSEY 
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On every front where men fight friction, Dixon's Ticonderoga Flake 
Lubricating Graphite has earned unmatched honors. 
intense pressures, 
famous graphite stays on the job and does its work. 
service lubricant in powder form, as a co-lubricant with grease or 
as a coating for gaskets and packing, 

substitute through all th 

red can is known, 
cally all industrial distributors carry it. 


In the face of 


this 


As a severe- 


there never has been a 
The square 
Practi- 








until the night of May 30, 1938 be- 
fore a single order was signed. On 


that night the contractors received 
their work orders and Sid received 
a neat $15,000 order for supplies. 

It was five o’cleok Saturday night 
and the material had to be on the 
grounds the first thing Monday 
morning. Dashing to a phone Sid 
put in a rush call to the San An- 
tonio office. Monday morning the 
supplies rolled in right on the dot. 

But that didn’t end his job. He 
continued to live in town and con- 
tact the contractors and their super- 
intendents every day until the end 
of the And it paid dividends 
as witnessed by the fact that he suc- 
ceeded in copping, among many 
orders, one $30,000 worth of 
track cable and wire rope. 

After the first of the year the job 
was fairly well under way and Sid 
had established himself and_ his 
house as reliable supply sources, he 
returned to San Antonio to pick up 
his old accounts again. But he made 
a point returning to the dam 
every two weeks and remaining two 
or three days each time. 


year. 


for 


of 


Sid is right proud of the selling 
job he did, but he never fails to 


bring in the fact that it was the boys 
San Antonio who made it 
all possible by coming through with 
the 


back in 
deliveries on time. 


Hisey-Wolf Sold 
To Louis Goldsmith 


One of the oldest manufacturers of 


electrically driven portable — tools 
changed hands recently when the 
Hiseyv-Wolf Machine Co., 2745 
Colerain Ave., Cincinnati, Ohio, was 
sold to Louis Goldsmith. Goldsmith 
hought the company from John W. 
Friedlander and Carl I. Friedlander, 


Concinnati, co-executors of the estate 
of Walter J. Friedlander. 
The Hisey-Wolf Co. 
electrically driven portable drills, 
grinders and buffers and was organ- 
ized some 45 years ago by the late Jos. 
Wolf, Cincinnati, and the late Chas. F. 
Hisev. They sold the business in 1907 

to the late Walter iF Friedlander. 

Goldsmith will continue to operate 
the firm under its present name and 
at the said location. He expects to in- 
crease the plants production and add 
lines. Stressing volume, his 
plans include increasing his sales force 
and he is now planning to add dealers 
and agents all over the Country. 


manufactures 


several 


Victor Installs 


| Mammoth Belt 


mW «lern equipped 


P2., Victor 


its 


plant at 
Balata & Textile 
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“Save the bearings and 
you save the machine, 
| tell my customers” 





says 

C, E. STRIBLEY 
Salesman for 
Factory Supply Co 


Muskegon, Mich. 





“O NE SURE WAY for me to get a 
customer is to show him how 
to save on bearing maintenance 


Veelos V-Belt’s adjustability pro 





vides a means of protecting bear 


| 
ings. First I explain that wher 
strands get loose on a multiplk 

drive common practice is to move 
; the motor back on the slide rails. 
tightening the loose belts and over 
| tightening the tight ones. This 
makes the total belt tension too 
high, ruins bearings and _ belt: 
sooner. Then I show how Veelos 


V-Belts provide an easy, quick way 
of controlling total belt tension by 
adjusting the individual belts—thus 
: effecting real 


savings in bearing 


maintenance and belt costs. Pros- 
pects quickly understand this and 


| have new customers!” 





machine—with 


proximately 26 tons—has the capacity 


| binder warps. 


announces the appointment of A. S. 











| 
| 
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| Belting Co. has installed a mammoth 


solid woven belt loom which is said to 
being the distinction of being the 
widest belting loom in the world. 

This massive,  specially-designed 
overall width of 19 | 
feet, length 18 feet, and weighing ap- 


to produce a solid woven belt of the 
unprecedented width of 84 inches. In 
solid woven belting, several thick- 
nesses or plies are woven in a single 
operation. Such belts are characterized 
further by a special binding which 
utilizes a unique 


arrangement = of 


Wickwire Promotes Rairden 
The Wickwire Spencer Steel Co. 


Rairden as wire rope sales manager. 
For the past rope 
engineer, Mr. Rairden has functioned 
as contact between the sales and _ pro- 
duction departments, assisting in the 
production, sales and servicing of wire 
rope for all rope-using industries. 
Mr. Rairden is located at the com- 
pany’s general offices, 500 Fifth Ave 
nue, New York, City. 


seven vears as 





Cost Reduction Theme 
Of AMA Conference 


Steps in the development of a cost 
reduction program will be the central 
theme of a Conference of the Produc- 
tion Division of the AMA, to be held 
at the Hotel Pennsylvania, New York 
City, on May 22-23. 

The conference will the way 
to an over-all company approach to 
cost reduction, and will cover the ex- 
perience of companies in various lines 
of manufacturing in cost control work. 
The sessions, which will be atnended 
by factory executives from many in- 
dustries in the United States, are 
being planned under the direction of 
Raymond S. Perry, vice-president of 
the Ingersoll Milling Machine Co., 
and AMA vice-president in charge of 
the production division. About 500 
executives are expected to attend. 


show 





Wage-Hour Hearing 
To Define Executive 


\ hearing on proposals to redefine | 


“executive” as that term is used to 
describe exempt employees in the 
manufacturing and extractive indus 


tries under the Wage and Hour Law, 
will be held on Monday, June 3, 1940, 
t 10 am., at the Willard Hotel, 
iccording to Colonel Philip B. Flem 
ing, Administrator of the Wage and 
Hour Division, U. S. Department of 


Labor. \t the hearing the definitions 
of the terms “administrative,” “pro 

fessional” and “outside salesman” also 
will -be reexamined. Hlarold Stein, 
Assistant Director of the Ilearings | 


| Branch of the Division, will preside. | 
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Speeds production 


4 FAST-SELLING 
SAFEGUARDS 


FOR 


TODAY’S WELDERS! 





M.S.A. SPEEDFRAME 


welding jobs by saving con- 


tinual hand-adjustment of welders’ goggles—a nod 
of the head positions goggles or throws them up 


out of way; 
without further adjustment. 
fully 
coverglass goggles supplied. 


goggles remain in either position 
Lightweight frame is 
welders’ goggles or 


Bulletin No, CE-7. 


M.S.A. COMBINATION 


adjustable, standard 


SKULLGARD-WELDING SHIELD 





widespread use; keeps lenses free of fog. 


able in 





Skullgard’s famous head pro- 
with 
tilting welding 
The shield has a leak- 
lens holder; the 
type Skullgard 
moved and 


tection, now joined 
a one-piece, 
shield! 
proof cap- 
may be re- 
worn for other 
work when desired. Write 


for Bulletin CE-6, 


M.S.A. FOGPRUF 


Solves the problem of fogged 


lenses on goggles, helmets or 
masks! M.S.A. Fogpruf has 
proven its high efficiency in 


Avail- 


convenient liquid applicator vials or in 


paste form in handy eight ounce tubes. 


M.S.A. COATED COVER GLASS 


Prevents pitting, clarifies 
vision, resists heat, outlasts ‘ | 
ordinary 


times! Specially treated glass 


is 


positively 
sparks 
surface ; 
vision and resultant inferior 
work. A 
provement—write for 
| letin No. CE-5! 


glass 10 to 50 | 


rocessed on ,one side; 
‘ 


prevents molten 
from fusing to its 
obviates bhurred 
revolutionary im- 


Bul- 





MINE SAFETY APPLIANCES CO. 


Braddock, Thomas ond Meade Streets Pittsburgh Pe 


District Representatives in Principol Cities 
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Because 


an almost uncanny ability to hold tight 


vibrat 


“U 


STANDARD PresseEp STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT BOX 519 sT. Louis 
INDIANAPOLIS SAN FRANCISCO 


oney 


Makers! 


despite constant and severe machinery 


nance men are specifying them exclu- 
sively for the added protection and 


savings in maintenance they insure. 


the profits of many mill supply 
houses—how about you? 
we'd be glad to send you our 


“Unbrako” Self-Lockers have 


ion, more and more mainte- 


nbrako” advantages are boosting 


If not, 


dealers proposition immedi- 


ately. Just drop us a line. 














’ THESE are the tools .. . 


f >| 


FOR — 
wp nf 
SY 


FOR assembly\,_ we 


These replaceable 
are the economy 


feature 





... that save the surface 
from battering, cracking 
and marring where hard 


blows must be. struck 
softly. Sell them for set- 
ting-up machine tools, 


for die setting, assembly 
work, motor maintenance 
and hundreds of other 
jobs. 


No fatiguing bounces 
No chipping or splitting 
No loose heads 

No inaccurate surfaces 


Tough, hard, pressure coiled 
genuine Java Water Buffalo 
Hide heads which will outlast 
all “soft” hammers, make 
Chicago Rawhide Hammers 
and Mallets the choice of eco- 
nomical buyers and the pride 
of good mechanics who ap- 
preciate the accuracy and bal- 
ance of these fine tools. 
Write for circular and_ be- 
come fully acquainted with 
this line which offers you so 
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of Chicago Rawhide ham- 
merg. Accurately fitting, 
hard coiled faces for the 
long life malleable heads. 


1290 ELSTON AVE. 





many profitable sales oppor- 
tunities. 


UE MEG.CO. 


CHICAGO -U-S-A- 
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Selling the 
Busy Shipyards 


By Eugene F. Thompson, 
Norvell Wilder Supply Co., 
Beaumont, Texas 


On every waterfront shipbuilders are run- 
ning at capacity in their endeavor to keep 
up with the demand for more and more 
vessels . . . here's one of the richest markets 
for supply salesmen who have such ccstom- 
ers in their territories, described by a sales- 
man who has found success in that market. 


Scattered along the United States 
from Portland, Me., to 
Portland, Ore., and along the shores 
of the Great Lakes are about 400 
large and small ship building and 
repair yards. Practically all of these 
yards are busy now and all, regard- 
less of their special requirements, 
are excellent prospective customers 
for mill supply houses. 

A large merchant ship, besides 
being a form of transportation, is 
also a combined home, a power 
plant, a warehouse with material 
handling facilities, a machine shop, 
a hospital, a restaurant, a recreation 
spot and a business office. In short, 
it is a unity that must be indepen- 
dent in itself for weeks and months 
at a time. Consequently, its needs 
are many and more varied than 
those of the average customer of a 
mill supply house. 

Naturally, in the building or re- 
pairing of a ship there are countless 
special and highly scientific pieces 
of equipment that must be designed, 
sold and built by the manufacturers. 
At the same time the average ship- 
yard requires practically everything 
that the mill supply house handles. 
In fact, their purchase orders read 
like a mill supply salesman’s dream 
of Heaven. This, in spite of the fact, 
that the average mill supply house 
does not handle bronze propellors, 
six ton anchors, or life preservers. 

The average shipyard is roughly 
divided into two divisions — new 
construction and repair work. Fre- 
quently the latter is more profitable 
as ship construction companies, like 
many other contract bidders, some- 
times “take it on the chin.” In either 
case, of course, the work falls upon 
the same departments. Repair work, 
however, is almost always a time 
limit proposition with penalty for 
non-completion by a certain date. 
Incidentally, the ship yard purchas- 
ing agents are often entitled to sym- 


seaboard 








ALWAYS a 
Ready Market 


for “KING” 
CLAMPS! 








“KING” Single Bolt 
HOSE CLAMPS 


Wherever industrial hose is used, “KING” 
Single Bolt Clamps play an important part 
in maintaining service. The strongest of 
their kind, and easiest to install, they pro- 
vide the utmost in clamping efficiency, 
without cutting or otherwise harming the 
hose. Cadmium plated-rustproof. Sizes: 
for hose from %” to 5%” O. D. 


“KING” Double Bolt 
HOSE CLAMPS 


The “KING” Double Bolt Clamp is known 
everywhere for its superior strength and 
exclusive quadruple take-up feature. Half 
cti are shaped to embed in hose, com- 
pressing it into grooves on nipple or cor- 
rugations on coupling shank. No possibility 
of leaks or seepage. Will normally out- 
last any hose, and can therefore be 
used repeatedly. Cadmium plated-rustproof. 
Sizes: For hose from 3142” to 17%” O. D. 
Ideal for Dredge Sleeves. For Sleeves 
larger than 17%" O. D., recommend “KING” 
Double Bolt Dredge Sleeve Clamps. 





Sold only in strict accordance with 
our established Distributor Policy. 


DIXON 


VALVE & COUPLING CO. 
Main Office and Factory: Philadelphia | 


Chicago @ Birmingham @ Los Angeles @ Houston | 








pathy, when they scour their terri- 
tories to locate some item that must 
be installed on a ship—say in the 
next four hours. One can appreciate 
how these p.a.’s perspire when it is 
realized that $800 per day is a fair 
average loss to the owners when a 
400- or 500-foot freighter or tanker 
is out of service. 

It isa lucky supply salesman, who 
perhaps answering his phone at 
midnight, can say to a shipyard pur- 
chasing agent friend: 

“Sure, Bill, we have one in stock. 
I'll see that you have it within an 
hour.” 

This happens often during a re- 
pair job because it is impossible 


| to anticipate all of the requirements 


ahead of time. 

On new construction, however, 
time is allowed to plan pretty well 
in advance as every item going into 
a new ship must be developed on an 
engineer's drawing 
clearly specified. 

During the past many years prac- 
tically all ship construction has been 
of steel. In our territory, there is 
one small yard that occasionally 
turns out a small wooden tow boat 
or barge but roughly 95 per cent 
of all commercial water crafts are 
of steel. 


board and 


The modern shipyard may have | 


many individuals whose titles are 
perhaps unfamiliar to the average 
supply salesman. 
ample, the marine architect, who 
designs the ship to be built and 
supervises the hull model and count- 
less other details. Under him comes 
the chief engineer and his highly 
specialized corps of draughtsmen. 
In this department, all specifications 
are prepared and each item is shown 
in its place in the drawings. 

Then comes the general superin- 
tendent, who has supervision of all 
work in the yard. Then, depending 
on the size of the yard, of course, 
comes the marine railways superin- 
tendent, who supervises the dry 
docking and hull repairs, scraping 
and painting and similar work. 
Then the machine shop superin- 
tendent, the welding superintendent, 
woodworking shop foreman, celec- 
trical foreman, pipe foreman, forge 
shop foreman and the crane and 
hoist foreman. These men must all 
smoothly and effi 


There is, for ex- 


work together 
ciently. 

All of them are interested in new 
equipment and tools that will speed 
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CASTERS & WHEELS 


Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 
CUSTOMERS 
DARNELL CORPORATION, LTD 
BOX 4027, STA. B, LONG BEACH, CALIF 


36 N CLINTON CHICACO 24 £. 220d. NEW YORK 
DARNELL CORP. OF CANADA. LTD. TORONTO. ONT. CAN 





sensational ‘Miracle 





E Breeze” line—8’’—10"— 
12’—16”. Two beautiful 
pedestal models, 12” and 

16”. High velocity circu- 
lators, 20” and 22” head. 

/ Victor Overheads (noth- 
/ ing like ’em), 12” and 16” 

| models. Every one a line 




















selling number, priced to 
make sales and profits. 


PROMOTION! 


Thermometer Sensitized 
—Spot Broadcasts — 
Newspaper Ads—Mailing 
Broadsides — Window 
Streamers—Letter Stuf- 
fers, ready to be plugged 
into every hot spell and 
produce Fan Sales at a 


profit for you. 


PROFIT! 


No dead numbers in the 
VICTOR Line. Every fan 
a modern, up-to-date 
smart looking quality 
item of merchandise. 
You'll get turnover on 
the VICTOR FAN Line— 
and turnover means 


PROFIT! 








Write today for new 
VICTOR catalog and the 
VICTOR PUSH. Com- 
plete details of the line 
that will give you more 


FAN SALES in 1940. 


ACTOR 


mE CTRIC 
DUCTS, INC. 


Dept. J- 6004 
yeohiem:ti te tson Ave., Cin'ti, Ohio 
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various work. Our ex- 
perience shows that the demonstra- 
tion of a new tool, if practical for 
their work, means a sale. 

Getting back to the engineering 
department, specifications are turned 
over to the purchasing department 
and orders are sent out all over the 
country to furnish the almost limit- 


up their 


less variety of material required such 
steel, huge 
| eisel engines, life AY mS, propellors, 


as countless tons of 


electrical equipment, ete. 

However, there are many 
“crumbs from the table” that can 
fall to the supply house salesman. 

Most yards of any size have 100 
or more electric welding machines, 
some mounted on small barges for 
easy accessibility to the ship’s side. 
There are also large amounts of 
acetylene cutting and welding equip- 
ment. Consequently welding wire 
and supplies are a hig item and 
most of this material is purchased 
from supply houses. 

Then of course, are required large 
amounts of pipe, pipe fittings, and 
valves, pipe covering and other in- 
sulating materials; compressors, 
pumps, generators, blowers and 
fans; gasket material and packing 
of all kinds; transmission 
equipment, wire rope, manila rope, 


some 


rope blocks, electric wire, switches, 
conduits, nails, machine bolts, nuts, 
cap screws, rivets, set screws, wash- 
ers, paint and paint supplies; lubri- 
cators, oil and grease cups, oil 
separators, traps and steel shafting. 
Much of the foregoing material can 
be sold by mill supply houses. The 
list covers sketchily what goes into 
almost be 
duplicated for use in the various 
shops that comprise the vard itself 

In our section of the country, 
the major oil companies have “gone 
to sea” in their drilling operations. 
Large swamp areas along the Gulf 
coast have been leased and drilling 


the new ship. It can 


is done by means of huge steel barges 
completely equipped with 100-foot 
derricks, rotaries, draw works ete. 


Electric power barges or boiler 
barges are required to drive these 
rigs. 

These floating portable rigs have 


s 


developed some interesting prob- 
lems and the supply companies have 
heen called upon to do their full 
share 

\lonyg with the drilling harges 
heve been cle veloped oil barges to 


transport the oil; also steel tow 
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POINTING 
THE WAY TO. 


PROFITS: 





EXPANSION 
BOLTS propucrs 
es eee 


pictured above a sure sign 
of “profits ahead.” 


It is the symbol of a quality 
line of expansion bolts and 
allied products sold only 
through jobbers . . . your 
assurance of a_ protected 
market in which you can 
enjoy the profit margin to 
which you are entitled. 


A RRO Expansion Bolts 
have a strong sales appeal 
because they are precision 
made of fine’ materials, 
cadmium plated as a protec- 
tion against rust and corro- 
sion. And you will find al- 
lied ARRO products just as 


saleable. 
Write today for your 
ARRO catalog and confi- 


dential jobbers’ list. 


ARRO EXPANSION BOLT COMPANY 


MARION, OHIO 







SOLD ONLY 
THROUGH 
JOBBERS 
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boats and even. steel houseboats, 


where the drilling crews live when 


the rig ts located to far from yx 
manent habitation 
This type of (construction has 


naturally been done by the gull 
coast shipyards. 

Shipyard work makes an interest 
ing study for the supply salesman. 
The salesman who can closely con 
tact these yards and can keep up 
with new developments in equip 
ment and supplies has a wonderful 
opportunity for profitable sales. 


Timken Elevates Taggart 


Officials of The ‘Timken Rolle 
Bearing Co., have announced the ap- 
pointment of William Taggart as man- 
ager of tube sales. Mr. Taggart has 
been associated with the Steel and 
Tube Division of the Timken Roller 
Bearing Co. since June, 1928. Prior 
to that time he was employed by 
Republic Steel Corp. 


Sales 
Meetings 
Western Distributors give their 
ideas of how to get the most out 
of sessions for the salesman 


Absorption’ 

‘A sales meeting is only as good 
is its absorption”, said Walter An- 
derson, manager of the industrial 
supply department of the California 
Hardware Co., in a recent interview. 


“There are two openings on opposite 
sides of every man’s head. Sales 
meeting talk and discussion — that 
passes in at one and out of the othe 
is lost.” 

In explaining how he handles sales 
inectings to get the maximum ab 
sorption and retention of ideas, An 
derson first pointed out that “you 
can’t have a successful meeting un 
he man who conducts it has a 
definite plan on which to proceed.” 

“T first make up notes of what | 
am going to say, in complete, type 


less t 


written form. After the meeting, 
these notes, mimeographed, are given 
to each salesman. They constitute 


a boiled-down outline of the main 
topics of discussion, and if the dis 

cussion has been firmly held to thes« 
] 
' 


ines, the salesman, by scanning the 
notes can recall most of the import 
ant things that were said. This 
method of preserving a tabloid out- 
line has helped us a lot in making 
ideas expressed at sales meetings 
stick. 


“We also make our sales meetings 






RELIABLE— 
FOR EVERY 
FIELD AND USE 


INCLUDING 


Pile Driver 
Hoisting 
Hammertall 
‘Transmission 
Drilling Cable 
Bolt Rope 
Shovel Rope 
General Contracting 
Structural Requirements 
Marine 
Stevedoring 
Dredging 
Oil & Water-Well 
General Hardware 


WALL CORDAGE is particularly worthy of Mill Supply distribu- 
tion. Specialized constructions catering to a variety of uses enable 


Distributors to supply the proper rope for the particular job. 


WALL ROPE WORKS, INC. 


48 South Street, New York City—Factory: Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, Tulsa, Baltimore, New Orleans, 
Norfolk, Pittsburgh 


LONGEST ROPE WALK IN THE WORLD 











Tool Franchise 


for BIG Profits! 


Boice-Crane's franchise gives 
you all these important ad- 
vantages — 
? @ Larger territories for larger 
sales, more profit per dealer 
@ Dealer Appointments limited 
in every trade area to help 
each dealer sell more 
@ Established, controlled resele 
prices "up" your profits 
@ More varied line produces 
larger orders, and — 
@ Opens extra consumer fields 
@ Trouble-free, quality products 
make repeat business sure 
























Sales Possibilities Greater Than Ever 


For years Boice-Crane dealers have steadily “cashed 
n the growing trend to use machines in industry 
at fit the b."" Now, increased industrial and 
jing activity makes this market still larger and 
re pr fitable for supply Gealers everywhe re. 
Boice-Crane makes Saws, Drill Presses and Tap- 


pers, Band Saws & Scroll Saws for all materials, 
Jointers, Lathes, Planers, Sanders, Grinders, and 
others. 


P for discounts, catalog, and more 
Write Trday about Power Tool sales and profits 
BOICE-CRANE CO. 


ver _ D le led 
BOIGE-CRANE eower roots 
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SALABILITY! 


OF PRIME IMPORTANCE 
TO DISTRIBUTORS . . 


_.COFFING HOISTS 


sell easily because Coffing knows what users expect 
and need. All facilities are concentrated on supply- 
ing hoists second to none—hoists that have built up a 
reputation for safety—performance—quality. Any dis- 
tributor knows that a combination like that means 
something very important to him—SALABILITY! 
Coffing Distributors experience progressive increases 
in sales volume year after year and our factory-trained 
salesmen give very effective sales help. There's still 
time to get with us— 








“QUIK-LIFT" 


“Quik-Lift’ Electric Hoists are dependable, economical, 
lightweight, speedy, powerful, and have low head room. 
Simple and extremely sensitive in operation. Models over 
1000 pounds capacity incorporate the Perry Pawl Unit—an 
ingenious speed reduction device which requires less motor 
power and assures longer life with higher efficiency. 


COFFING HOIST COMPANY 


DANVILLE ILLINOIS 











LOAD BINDERS. . .. . . TROLLEYS .... 





COFFING “sssienw” HOISTS 


RATCHET LEVER . . - » SPUR GEAR... . . ELECTRIC 
. . DIFFERENTIALS 











ONES V-Belt Sheaves are made 

from High Test Cast Iron to 
order. They are accurately ma- 
chined with polished grooves to 
give long belt life. They are 
furnished for all styles and sizes 
of V-Belts, in both the standard 
and light duty types. 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 Roosevelt Road, Chicago. Illinois 
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short. An hour and a half is enough 
for the details of any one line. Three 
or four lines are taken up at a meet 
ing which lasts from |] p.m. te 3 p.m 
No night meetings are held lt 
attention will stay put for one after- 
noon, and real absorption takes place, 
that is all we expect. The meetings 
are held every six weeks to two 
months and all salesmen attend, 
“Steel is the foundation of our 
business, in some form or other. So 
steel is discussed at every meeting, 
followed by such lines as can be 
accommodated in the allotted time. 
Counter men, heads of departments 
all come into the meetings. We seek 
to crystallize and bring out what 
may be in the back of the salesmen’s 
heads about the various lines.” 


“Mountain to Mohammed” 


“We are not favorable to frequent 
home office sales meetings”, says A. 
E. Goddard, sales manager of the 
Thomson-Diggs Co., Sacramento, 
Calif. “We hold only one, and that 
is for three days immediately after 
Christmas. At that time, we have 
all the men in, and have a few of 
the manufacturers’ representatives 
for the major lines to address them. 
In each case, the address is limited 
to half an hour, and then the meet- 
ing is thrown open to discussion of 
the line. The men seem to get the 
most meat out of these discussions. 
We are strong for the theory of sell- 
ing lines rather than selling items 
of merchandise. The holiday meet- 
ing serves to get the men enthused 
over the major lines and_ raise 
enough steam to carry through for 
a long time the coming year. 

“For the rest of it, I prefer to 
work with the salesmen individually 
in the field, traveling with each man 
in his territory frequently for a day 
or two. It is there that I think the 
educational work can be done to the 
best advantage. Sometimes I am 
alone and sometimes one of the ma- 
jor line representatives is with me. 
I don’t mean by that going to cus- 
tomers and helping the men sign -up 
orders. But there is a lot in the 
way of information and suggestions 
regarding both the products and the 
territorial trade conditions that the 
salesmen and I can thrash out to- 
gether, frequently at lunch or in the 
hotel in the evening. 

“In the case of the general meet- 
ing, however, there is one thing that 
is done all through the year. Each 
man sends in ideas, suggestions and 
criticisms having to do with any 
phase of the sales work or policies 
for discussion at that meeting. As 
time goes on, these pile up and make 
a good start on the program.” 


For the Large House 


“For the house with a great many 
salesmen with all types of men, of 
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varied interests, working in wideiy 
separated territories, how is it pos- 
sible to run sales meetings without 
getting into a muddle ”’ 
These questions were fired at Frank 
Bennett, sales manager of the Union 
Hardware & Metal Co., Los An- 
geles. 

“The group plan is the only an- 
swer we have ever found”, he re- 
plied. “Our method includes four 
types of formal and informal 
meetings: jot them down. 

“(1)  Intormal, highly — mobile 
group. We can always depend on 
getting together. at least 25 of the 
nearby men once a week for an hour 
and a half one morning. This is 
an informal meeting taken out of the 
working hours of the day. Gener- 
ally, the services of a factory man 
are utilized, especially if there is a 
new line to be presented. 

“(2) Every Friday night, starting 
at 7 and closing promptly at 9, there 
is a split group meeting, also of 
nearby men, and including counter- 
men and others in the organization 
who are on the road to being sales- 
men, I might say that there is no 
one in the organization identified 
with sales, from the executives down, 
who did not start at the counter o1 
in the shipping room. At these Fri- 
day meetings, there may be 50 or 75 
present. 

“At these meetings, I insist that 
each and every salesman get up on 
his feet in turn and tell of some new 
sales angle or way of presenting an 
argument that he has developed him- 
self, in connection with some line. 
He may pick his own line and he 
may also call on one of the other 
men to act in the place of a buyer. 
He then proceeds to demonstrate fot 
the benefit of the others how he util 
izes this idea in selling. These per 
sonal demonstrations constitute a 
round table of discussion. All I do 
at these meetings is to act as a sort 
of sergeant-at-arms to maintain or 
der, talking only when there is some 
matter of policy, credit or other gen 
eral subject to be brought up. 


hopeless 


sales 


“These meetings are very interest 
ing, and men from the shipping de- 
partment, counter and all depart 
ments are just as eager as the sales- 
men themselves to come and hear the 
new idea acts being put on. 

“(3) Four times a year there are 
general 
mal character, which all salesmen at- 
tend, including those from outlying 
territories, More manufacturers’ 
representatives are [ 


sales meetings of more for 


brought in for 
these meetings, which necessarily re 
volve more about lines 

“(4) Once a year, between Christ 








New Year's, there is a 
general meeting of all salesmen, This 
is a “catalog thumbing” session. We 
have eleven buyers, and in groups, 
all salesmen meet these buyers and 


mas and 
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Cover the Entire Field 
of Flexible Shafting 











K MODEL 


TRUE Jatest 
ae Model ? ¥ line. 
Truck , to Stow px 
additior . easy 


Designed for 


pility- 





Se jling, Wir drilling. 
olist puffin fing i” 
sanding ible sha 

Also ’ — 
sizes: 

| 


Today, Stow offers you the profit pos- 
sibilities of the widest variety of equip- 
ment, designed right up to the minute. 
The sturdy, durable quality of Stow is 
backed up by 65 years of experience. 
Stow-—the inventor of the flexible 
shaft principle—has applied these long 
years of proved knowledge to bring you 
the latest improvements that result in 
more sales. 





JUST OUT.... 
THE New Catalog on 


NEW STOW JR Stow'’s Expanded 


Line of Heavy-Duty 
Flexible Shaft — Ma- Machines. 

chines have already 

proved their worth in technical 
the lower-priced field. on 


Contains valuable 
information 
applications and 


operation, 
for as little as ’ 


$35.00 


fob. factory 


* 
@ Motor, switch, exten- 
sion cord and shaft — 
complete. 

@ Oversize core, oil-re- 
sistant casing. 

@ Shaft reinforced. Oil- 
ite bearings. 

@ Handpiece; ball bear- 
ings, labyrinth oi! seal. 





WRITE FOR YOUR 
FREE COPY. Ask for 
Stow Distributor Prop- 
osition today! 








Manufacturing Co., Inc. 


T 5 Shear St 
BINGHAMTON, N.Y 





Established 1875 


Inventors of rlexible Shafts 





















Toit your customers about MODERN 


PACKAGED SHIM STOCK .. . they'll discard 
makeshifts gladly enough! 

Giving them such a service not only binds 
customers to you. It takes all your headaches out 
of shim stock inquiries! You get bigger units of 
sale—with less handling. Reach for a package 
instead of the shears, when they ask for shim 
stock. And our special new containers bring you 
constant “fill-in” orders — automatically. 

Our packaged line is complete . . 
your customer's every requirement. Write today 
for catalog and dealer merchandising plan. 
LAMINATED SHIM CO., INC., 21-40 44th 
L. |. City, New York, N. ¥. 
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NOW! JUSTRITE SAFETY CANS 


Are Safer to Use - Easier to Handle - Lower in Up-keep 








° 
~| } 
> 
es Handle in center. 
Can siways in per. 
fect beience tor 
carrying of pour- 
, ye “@ 
| 
\ 
D 
Py re) 
tt” Norzie. Fille 
Girect from filling 
station hose. No 
Norzie in correct tunnel needed 
poston. easy and 
accurate pouring 














NATURAL HAND GRIPS—three position 


“Swinging” Handle, shown above, is standard 


(2, 3, 5 Gal.) Justrite Safety 


Can. Small sizes (1 Pt. to 1 Gal., below) have 
“Trigger” type Handle. . 


. opened by pressure 


All Justrite Safety Cans and 
Justrite Oily Waste Cans are 
Inspected, Individually 
Numbered and Labeled by 
UNDERWRITERS’ LAB- 
ORATORIES, INC. and 
Approved and Labeled by 
FACTORY MUTUAL. 


NON-SPLASH “POUR- 
ING” LIP cast on outer rim 
of nozzle, below spout cap, 
ends loss due to spilling— 
ends dangers of splashing 
while pouring. 


REPLACEABLE NON- 
FLASH - BACK SCREENS 
(not required by Under- 
writers’ Laboratories, Inc.) 
are held in place by special 
locking-ring. May be re- 
moved and replaced without 
special tools. A damaged 
screen does not prevent the 
safe use of the can. 


~ Safety Products Are Sold by Leading Mill Supply Houses 
— ‘eis “Write for Illustrated Folders 


JUSTRITE MANUFACTURING CO. 


2079 SOUTHPORT AVE., CHICACO, ILL. 
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go over the catalog page by page. 

“These sessions are valuable from 
the standpoint of both salesmen and 
buvers They bring out the met 
chandising trends in all the. terri 
tories as nothing else can. The sales 
men express their opinions on vari- 
ous products, and the buyers pay 
close attention, since the buying must 
necessarily hinge upon sales. All 
purchases of this company are passed 
upon by purchasing committee, con- 
sisting of representatives from the 
Inanagement, the sales department 
and these department buyers. The 
sales department is an_ influential 
factor in all buying. A new line is 
not taken on, that has not been passed 
upon by the buying committee, and 
then only after a vote has been 
taken of the salesmen who will pre- 
sent it. 

“After all these buying precautions 
have been taken, these catalog 
thumbing sessions once a year are 
valuable in checking as to the advis- 
ability of maintaining certain lines, 
or emphasizing others in particular, 
in light of the selling experience 
that has accumulated during the 
year. 

“As the wind-up of the annual 
meeting, the company gives a ban- 
quet and entertainment, although the 
company employees contribute most 
of the latter. Out of approximately 
500 employees, there is plenty of 
good talent, including a company or- 
chestra. 

“At this show, the sky is the limit, 
and it resolves itself into a regular 
Gridiron Club performance. The 
managers, buyers and all other ex- 
ecutives are put on the pan. For 
weeks, the entertainers have been 
collecting material for and rehears- 
ing their “acts”. They make them- 
selves up to impersonate various of- 
ficials of the company. This part 
of the program is looked forward to 
for the whole year, and woe to any 
individual from the president down 
who gets sore at anything that is 
pulled on him on that occasion.” 

“Personally, I am out selling most 
of the week the same as our sales- 
men”, said Walter R. Carr, of the 
Walter R. Carr Co., San Francisco. 
“T get my share of the rebuffs and 
bumps along with them. Now, a 
good bump is often ‘as good as a 
boost if you get the right angle on it, 
and lots of times the other felow’s 
angle is better than your own. 

“Through the week, I collect these 
bumps and when we get together 
Saturday morning for our informal 
sales conference, I begin heaving 
them this way and that to the other 
men on our little team, to see how 
they will be received and what the 
ther salesmen’s strategy would be 
in handling them. 

“Frequently, the salesmen have, in 
their estimation, received bumps 
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which rate harder than mine. These 
are taken up and discussed. Between 
us, in these personalized meetings, 
we get a many problems 
thrashed out and establish ways of 
meeting certain conditions which rep- 
resent our best joint thought. In 
that way, we start out the next week 
with these problems licked, in our 
minds at least, which is half the 
battle.” 


good 





Convention Log 


(Continued from page 48) 





have submitted a preliminary report. 
The completed job, ready for dis- 
tribution to members of the industry, 
is expected to be finished within three 
weeks of the convention. 

Mr. Drayton took over the chair 


manship of this committee from 
George Hatch, Millers Falls Co. 
Other members are H. E. Ruhf, 
Cleveland Tool & Supply Co., Alvin 


Smith, Smith-Courtney Co., and J. A. 
Channon, Mill Supplies. Mr. Ruhf 
and Mr. Smith reported committee 
activities to their respective associa- 
tions. 


Ross-Willoughby Study 


“It seems that we waste too mucl 
time worrying about small 
wages and hours, cash discount, and 
increased margins,” said J. A. Chan- 
non, assistant publisher of Mitt Sup- 
PLIES, “when actually the 
which confronts us is how 


orders, 


problem 
and where 
to sell more goods.” 





J. A. Channon 


A little more efficienc 


y 


“The 
Channon, 
the supply business even more radical 
than have the last ten.” 

Proceeding on his first thesis, Mr. 
Channon pointed out that profit in 
the supply business depends, not on 


next ten 
“will bring us changes in 


years,” said Mr. 


the executive’s appeal to Congress, but 
rather on his ability to run his busi 
ness a little bit more efficiently. 


. ‘ The choice of 
f Industrials 


VINCENT 
HUNTINGTON 


Grinding Wheel 
Dressers and Cutters 


Patent Applied for 


Industrials like their 
uniform high quality, 
lenger lif», and de- 
pendable performance. 
There is no increase 
in price in spite of 
the exclusive improve- 
ments which have 
been incorporated in 
them—they’re the best 
for the money. 
This unquali- 
fied accept- 
ance is your 
sales oppor- 
tunity — keep 
your stocks 
ready to sup- 
ply the de- 
mand. Put our 
new catalog 
sheets in your 
binders for 
convenient 
use. 





These Bushings used in all 
Special and No. | and 2 Im- 
proved Huntington Dressers 





These Bushinas used in No. 0 
Regular and Hooded Improved 
Huntington Dresser. 


TEEL PROCESS CO. 





2424 BELLEVUE AVE. 
DETROIT, MICHIGAN 


VINCENT S$ 


foe 


To Convert 
Prospects Into Custo 










mers 


>> 





AST — accurate 
—rugged— 
portable — clean 
cutting—for bars, 
sheets, tubes and 


angles, Wells 
Metal Cutting 
Band Saws have 
sales-features that 
will please pros- 
pects, that will 
make quick sales 
and more money 
for you. Find out 
about the extra- 
profit opportuni- 
ties of the Wells 
line. Write today. 


Built in Two Sizes: 


No. 8 No. 5 
8" diameter 5" diameter 
round or round or 
8" x 16" os 
flat flat 








diso the new No. 9 Upright Sau 


AA THREE RIVERS, MICH. 
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MORGAN VISE CO. 108-112 
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ROCKWELL cms 


- «+ « an additional source 
of profits . . 


Hardly a day passes but some industrial user has need for a Rock- 


well Blast Gate. Your customers using low pressure air and gas are 
your best prospects. 


You can participate in serving your customers and make additional 
sales and profits if you bear in mind that Rockwell, with a complete 
line of Blast Gates ready for immediate shipment, can take care of 
your customer's orders promptly for this equipment. 


Write to us for catalog pages for your salesmen. 


W. S$. ROCKWELL COMPANY 


50 CHURCH STREET ° NEW YORK, N. Y. 





As a solution, he suggested that all 
local groups take up administrative 
problems, doing their best to solve 
each and passing the solution on to 
the National and Southern Associa- 
tions in order that they may act as a 
clearing house for the ideas so 
developed. 

Throughout Mr. Channon used ex- 
amples drawn from the sutdy of the 
Ross-Willoughby Co. (see MILL Sup- 
pLiges, April) to show what could be 
| accomplished. At the conclusion of 
the meeting, the delegates gave W. C. 
Hunter, president, Ross-Willoughby, 
a rising vote of thanks for his con- 
tribution to the industry. 





Sales Promotion 


Chester F. Conner, the B. F. Good- 
rich Co., chairman, sales promotion 
literature committee, American Asso- 
ciation, explained the conditions of a 
contest sponsored by his group and 
announced the winners. 








Chester F. Conner 


Manufacturers were invited to sub- 
mit entries in each of three classes: 
1. Envelope stuffers. 2. Special pieces 
for mailing to distributors’ lists. 3. 
Catalog pages for distributors’ sales- 
men’s catalogs. 

Seventy-eight manufacturers par- 
ticipated, the entries in each class 
numbering from 100 to 130 pieces. 
Entries were judged by fourteen com- 
mittees of distributors located in prin- 
cipal trading areas of the country. 


THE WINNERS 


Class No. 1 


ENVELOPE STUFFERS 


Awards of Merit to the Lunkenheimer 
Co., “An Air Leak as Small as a Pin 
Head”; Simonds Saw & Steel Co., 
“Quick, Reliable Service”; the Oster 
Manufacturing Co., “I Can Do It 
Faster.” 


Honorable Mentions to Lowell Wrench 





MILL SUPPLIES © MAY, 1940 


Co., “The Safe and Sure Reversible 
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All-Steel 
Model C 


PEERLESS 
HOISTS 


with the steel pinion that 
locks the load without the 
use of pawls or springs offer 
the greatest sales possibili- 
ties because they afford the 
most customer satisfaction. 


Other 
Sales Making 
Harrington 
Products 


All-steel Spur 
geared Hoists 


Double-chain 
Lift Screw Geared 
Hoists 


Differential Hoists 
Electric Hoists 
Trolley Hoists 


"Cum-Along” 
Ratchet 
Lever Puller 


Plain and Geared 
Trolleys 


Cranes and 
Monorails 


Wall Winches 


THE HARRINGTON 


COMPANY 


17th and Callowhill Sts. 
Philadelphia, Pa. 

















| Small orders and operating costs . . . 


Ratchet”; - North Bros. Mig. Co., 
“Yankee Handyman”; Norton Com- 
pany, “Norton Wheels for Weld 
Grinding.” 


Class No. 2 
SPECIAL MAILING PIECES 


Awards of Merit to the Oster Mfg. Co., 
“Pipe Master”; the Black & Decker 
Mfg. Co., “Portable Electric Hammer 
Hand-Book”; Mac-it Parts  Co., 
“Mac-its, Strength and Appearance.” 
Honorable Mentions to Johnson Bronze 
Co., “Reference 300k”; Boston 
Woven Hose & Rubber Co., “Indus- 
trial Hose”; Dodge Manufacturing 


Corp., “These Drives made Big 
Power Savings.” 
Class No. 3 


INSERTS FOR SALESMEN'S CATALOGS 


Awards of Merit to Norton Company, 
“Grinding Wheels—Condensed Cata- 
log’; Reed Manufacturing Co., ‘Net 
Resale Prices No. NP—377”; the 
American Pulley Co., “The Pulley- 
wise Americanize.” 


Honorable Mentions to the American 
Pulley Co., “American Pressed Steel 
Trucks”; the Dumore 
“Precision Grinders” 
& Steel Co., 
Files.” 


Company 
; Simonds Saw 


“Simonds Red Tang 


WEDNESDAY 


NI 


Skits—"'Can This Be My Salesman?" 
Small Orders 


In an illustrated presentation, J. 
Robert Kelley, Manning, Maxwell & 





J. Robert Kelley 


Moore, Inc., Jersey City and New 
York, revealed some startling facts on 
the effect that small orders have on 
profits. A study made in his company 
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ADDRESS 


This is the life. Here | am 
sitting back in a comfort- 
able seat smoking a swell 
cigar and looking out of a 
train window. No, I’m not 
going anyplace. I’m just 
watching a lotof mechanics 
in a transportation equip- 
ment shop doing a bang-up 
job. No slip-shod work here. 
They work fast and good. 
Maybe that’s why they were 
using roll after roll of adhe- 
Sive tapes for a hundred- 
and-one different uses. By 
the way, are transportation 
equipment shops among 
your customers? If not, get 
on your bicycle and show 
them the Industrial Tape 
Corporation line. Don’t miss 
this gra-a-nd source of 
profit. Don’t thank me boys. 
| like the view fine from here. 








SEND COUPON 


Gentlemen: 


Please forward at once, in- 
formation on industrial adhesive 
tapes. No obligation, of course. 


| NAME 








CITY STATE 


INDUN TRIAL 
TAPE 


CORPORATION 


NEW BRUNSWICK, N. J. 














Safety Belt Hooks and Lacers 


- Give You More Profit! 
2 


3-4 
Aw 
6 
SAFETY 
Portable Lacer 


Let us explain, 
quote you and 
outline our sales 
co-operation. 













See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


The Best 

Belt-Lacing 

System 

with the Hooks are easily 

sunk below the 
——" surface of belt 
Full 6” C i 
For You! . — These two features 
appeal to 

Stronger mechanics. 


Soles are easy! 








All Simplex Screw Jacks from 5 to 30 tons are guaranteed 
to *lift and hold their full rated capacities, a quality not 
common to this type of Jack. 


Advanced design and construction—a drop forged heat- 
treated 9° floating cap revolves on a single large chrome 
molybdenum steel ball which is nested in a hardened 
nickel steel ball seat. This construction centers and auto- 
matically aligns the load and reduces friction 88%. The 
heavy duty forged steel screw with cut acme threads pro- 
vides easier, safer and faster lifting. 


All popular sizes have tough malleable bases that eliminate 
breakage and reduce weight. The broad bell bottom base 
assures stability and the peephole provides safety against 
turning the screw out too far. This, then, is the reason 
why Simplex Malleable Base Screw Jacks are preferred— 
they give your customer greatest L & H* capacity. 
Simplex Screw Jacks cost your customers no more than ordi- 
nary old-fashioned cast iron jacks. When they order screw 
jacks—build goodwill for your house—furnish Simplex. 








Simplex Screw Jacks are made in 38 sizes with 
four-way head and 19 sizes with Ratchet Type 
head (for operation in restricted space). Each 
jack of given capacity is painted a different 
color for quick identification. 


TEMPLETON, KENLY & CO., Chicago, II. 


Better, Safer Jacks Since 1899 


SIMPLEX Jacks 


Medal for 


your stock? 


Awarded the Gold Safety 
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Greatest L&H* 
capacityis 
being featured 
in current ad- 
vertising. How's 








revealed that it cost $4.35 to handle 
each order, that 38% of all orders 
were for less than $5.00. 

As a result of his study, Mr. Kelley 
has made several important changes 
in his company’s activities, most im- 
portant of which are increased speci- 
alization on leading lines, restriction 
of territory covered and a campaign 
to bring home the costs of many small 
orders to industrial buyers. 

A complete presentation of his talk 
will be carried in one of the summer 
issues Of MILL SupPpties. 





Where and How to Sell 
D C Motors 


(Continued from page 53) 





direct connection is necessary at 
other than standard motor speeds, 
gearmotors may be the best answer 
to the problem. These combine a 
motor and gear into a single unit 
that, with single-reduction gears, re- 
quires very little more space than 
a standard motor. Motors on these 
units operate at standard speeds, 
with a gear ratio to give any de- 
sired output speed. 

Generators are generally directly 
coupled to their loads, but they have 
been connected by belt or chain. 
When this is done, check with the 
motor manufacturer to make sure 
that the output-shaft bearing will 
stand the increased load imposed 
by the transmission equipment. 

Adjustable-speed de motors for 
speed ranges of 2 to 1, 3 to 1 and 
4 to 1 are standard up to 50 hp. 
ratings, for machine-tool service and 
similar applications. Standard ad- 
justable-speed motors for a speed 
range of up to 6 to 1 are built for 
reversing planer service. For direct 
connection to fans, de motors have 
been standardized in size up to 50 
h.p. for minimum speeds of from 94 
to 380 r.p.m. and 50 to 75% speed 
increase by field control. 

Speed of a shunt-wound, constant- 
speed, continuous-duty motor should 
not vary more than 10% from full 
load to no load based on full-load 
speed, when the motor is operating 
at full-load temperature. Under 
similar conditions a 25% variation 
in speed with a general-purpose 
compound-wound motor. Speed of 
general-purpose shunt motors can 
be increased 25% by field control. 

Direct-current motors are not 
only standardized according to their 
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ges and moisture may be present. These | SSS THETE mt 
m- conditions must be kept in mind | ' 
“all when selecting motors. You'll Get ta with MORSE 
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; If satisfactory for the service, a 
ign elidel : ; ‘ No doors are closed to the Distributor who 
all general-purpose open-type motor sh aaa 
na mays | is prepared to meet the modern deman 
should be used. This type has no | ee allele aa 
lati cares . ; | for positive power transmission drives. By 
alk ventilation restriction othet than completing your power transmission line 
ner that made necessary by mechanical | with MORSE Silent Chain and Roller 
features. Consequently, it has the | Chain equipment, you can “hit on all six” 
highest rating for a given frame | in getting into the plants of prospects who 
size and the lowest cost per rated know the advantages of chain drives and 
horsepower. In some locations, pro- therefore prefer them. 
tecting screens are required over By selling the Morse line you can in- 
the end-shield openings to keep out crease your service effectively and profitably 
— small objects. Such motors are by insuring proper applications on specific 
at called semi-inclosed. These screens jobs. 
‘ds increase the cost of the motor about Get the facts concerning the Morse Fran- 
wer 7.5% and reduce its capacity about chise — NOW! 
ea 15% for a given temperature rise. 
init Suggest a splash-proof machine : 
re- where there is danger of water or 
han other liquid dripping on the motor. 
ese The frame of such a motor is so con- 
ds. structed that drops of liquid or solid CHAIN COMPANY 
de- particles coming toward the machine 
in any direction above 10 deg. be- ITHACA...NEW YORK 
ctly low the horizontal cannot enter it. 
ave | Ventilation, from below the protect- . ee ae 
ain. ing hood, is restricted so that motor 
the rating is reduced. 
ure If even more protection is desired, 
will suggest totally inclosed designs. The 
sed air in such motors is separated from 
the outside by solid walls. This 
for | makes it difficult to dispose of the 
and heat liberated inside the motor. 
h.p. : Above 3-h.p. rating, these motors 
and have a fan for circulating air be- 
ad- tween an inside and outside casing 
eed ; on the motor. This motor costs 
for about 50% more than the open type. 
rect For high temperatures and explo- 
lave ' sive gases, totally inclosed _ self- 
, 50 ventilated motors are sometimes THEY'RE BUILT RIGHT . . . to make sales easier 
1 94 ’ used. These are toally inclosed ex- CELLAR for you! For back of every Westco Pump is the 
} ‘ pear eal Seb ; DRAINERS extensive laboratory pictured above .. . where rigid 
eed i cept tor two Openings connected to tests take the place of guesswork . . . where per- 
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ant- : through the motor by a fan on the When you sell Westco Pumps, you know they're 
: . : : : right. . because all models are scientifically proven 
yuld ' armature — shaft. Explosion-proof for your protection! 
full i motors may be used where explo- THEY'RE PRICED RIGHT . . . to give you a full 
load ' sive gases are present. profit on every sale! 
“eae : Tens nie ethos sens of tk AND . .. THEY STAY RIGHT . . . to eliminate 
ting i ca are other types 0 -_ = needless service expense! Over 135,000 installations 
ider sures in use, but the ones mentioned pment . by the originators of turbine-type pumps! ! 
: are > re re ‘s Only Westco Tur- 
tion are most commonly employed. Mo bine - Type Pumps MICRO-WESTCO, INC. 
y0Se tors with  acid-resistant-insulated nl gp teaane 27005 State St. 
d of i windings are available for acid pore peter 
can i fumes. Gentlemen: Tell me more about Westco 
| Pumps. 
trol. DEEP WELL Name 
not NEXT MONTH, alternating-current JET PUMPS Address : 
heir motors will be similarly discussed. City State 
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by the Valley Guarantee. 


VG Nall) 





poi 


for ¥ 


shen 
you 
sell 


VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
% Complete satisfaction in service 






More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Mot and protected 
Specifications include heavy shafts, oversize ball bearings, 





wide wheels, and adjustable tool rests. Sizes from 1% h. p. Bench to 5 h. p. Pedestal 


Let us give you prices and details on special profit-making franchise 
for Valley Distributors. 





4221 FOREST PARK BLVD. 


pore Electric Corp. 


e ST. LOUIS, MO. 























_the cone 


"and pr ofit | ine 


of 


leading distributors . - 


Jackson Type M-i! with pneu- 
matic tire—the only barrow with 

tray having double folded corners and three 
thicknesses of steel at folds. Practical— 
Availabie also with steel 


Rugged—Rigid. 
wheels. 





Jackson Steel Mortar Mixing boxes—formed 
from single sheets—rigid. Made in three sizes 
from 60 to 108 inches long, 32 to 48 inches 
wide, i! inches deep. 







Jackson Type 4 
Concrete Cart, 
with droo axie, 
pneumatic tires 
and rotter 
bearing wheels. 
Capacity: 754 
cu. ft. heaped 
full. 








MEET EVERY NEED 
OF YOUR CONTRACTING 
AND INDUSTRIAL 
CUSTOMERS ..... 


The completeness of the 
Jackson line and the repu- 
tation of Jackson equip- 
ment for sturdiness, de- 
pendability and all-round 
longer and better service 
are advantages which mean 
bigger and better business 
and more and more satis- 
fied customers—a_ com- 
bination which means 
sound and _ satisfactory 
business building. 


The new catalog on the 
Jackson Line is full of 
profit opportunities. Have 
you a copy? 


~ JACKSON MFG. CO. 


HARRISBURGH, 


WHEELBARROWS # CONCRETE CARTS * DRAG mone 
MORTAR MOVING BOXES « COAL AND COKE WAGONS 
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Wire Rope Fittings 


(Continued from page 49) 








taut without inserting a more- 
expensive turn-buckle. And all of 
your prospects for cable should 
have cable cutters, designed to re- 
duce effort and avoid danger. The 
hammer type is sketched, but there 
are also lever types, alike in prin- 
ciple in that they support the cir- 
cular cable during the cutting-off 
process after it has been seized both 
sides of the intended cut. 

In addition, there are cable lubri- 
cants and cable oilers, the latter 
being somewhat specialized types 
depending upon where the cable is 
to be used. Some are simply pans 
containing oil-soaked wicks through 
which the cable passes, while others 
are feed-control devices which brush 
oil or grease onto the passing cable. 

All in all, however, you can read- 
ily see there’s a lot more to it than 
just the cable itseli—enough to war- 
rant lots of attention to the sales 


job. 








Sales Meeting in Print 


( duswers to questions on page 50) 








1. Cost is the principal factor. Many 
patterns are used only occasionally, 
hence the higher cost of metal isn’t 
justified. 

2. White pine. 
and relatively 
clear. 

3. No. 


commonest. 


It is easily worked 
straight-grained and 


Mahogany is harder and 
Cherry is also used. 


4. Cast iron, brass, bronze, alumi- 
num and white metal. 


5. Rip, crosscut, back, and compass. 


6. 54 points per inch for soft woods, 
6 points for hard. 


4. 5 of 6. 


8. 10 or 12. 
9. 10- or 12-inch sizes. 
10. Thin. 


11. Both—one crosscut and one rip. 


12. Iron planes are truer and more 
convenient. 
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GLOBE 
BELTING 
PRODUCTS 


... LHE 


|-Round 


@Today, industry has countless uses for 
belting products . . . conveyor belts of 
all kinds, polishing belts, endless belts 
for machine tools, and many other, more 
specialized applications. Therefore, the 
mill supply dealer who carries under one 
quality label a line of belting products 
that will satisfactorily meet every cus- 
tomer demand, and still return a hand- 
some profit on every transaction, is in a 
position to realize maximum gains from 
his sales efforts. Reqardless of buyer's 
requirements, the GLOBE Woven Belting 
Company can usually meet the most 
exacting requests . . . and at a definite 
advantage to the distributor, too. To 
fully appreciate the numerous sales 
benefits offered by every item of the 
GLOBE line write for sample cards and 
literature. This All-Round profit line is 
very complete, as for example here are 


a few of GLOBE'S products: 
@®SOLID WOVEN COTTON BELTING 


..« « « Used for conveyor purposes—no 
plies to separate—solidly woven in a 
balanced continuous construction. 


@®SOLID WOVEN WATER PROOF 

TREATED BELTING .. . Best for ab- 
normal transmission drives, such as 
those running under steam, moisture, 
and mild acid conditions. 


@ENDLESS WOVEN BELTS... In 

one continuous piece... no joint 

- no splice. Used on high speed 
tools, grinders, drill presses, etc. 


@SIFTER BRUSH WEBBING 
@®BOLTING CLOTH WEBBING 
@HARVESTER WEBBING 
@SAND BELTING 
@KANRY-TEX BELTING 


Al 


—_— 


We sell exclusively through Mill Supply 
write for a price list. 


distributors . . . 








\e4 He} =} > 


Woven Belting Co., Inc. 


pw Telemeiicie +e 
BUFFALO, N.Y. 





13. The No. 5 jack plane, 
long, with 2-in. cutter. 


14-in. 


14. The No. 7, 22-in. long, with a 
j-in. cutter, is used for truing up 
large surfaces and making long glued 
joints. 

15. The No. 4, 9-in. long, with 2-in. 
cutter, is useful on mahogany. 

16. Yes, particularly for short work, 
like end wood and miters. The No. 
19, 7-in. long with a 1-in. cutter, is 
commonest. 

17. In dressing rough lumber. Sug- 
gest the No. 40, 93-in. long with a 
14-in. cutter. 

18. The circular plane. 

19. The rabbet plane—usually 1- or 
14-in. sizes. 


20. Yes 


21. The universal 
assortment of cutters. 


the corebox plane. 


plane, with an 


22. The router plane. 


23. Here’s where you sell a spoke 
shave. 





24. The firmer, also called a paring | 


chisel. 
25. The gouge. 


26. Usually by painted-on numbers, 
but also by “pattern numbers,” made 
of lead and tacked on. These latter 
are duplicated in the casting process, 
so each carries 


casting identifying 


letters or numbers. 


Sam Supplier Sells 
A Stainless Rectangle 


(Answer to the problem on page 50) 
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TAYLOR-MADE 


ALLOY STEEL SLING 


CHAIN 














MAKES GOOD CHAIN 
ACCOUNTS OUT 
OF PROSPECTS.... 


User advantages have been care- 
fully considered in the manufac- 
ture of TAYLOR-MADE | Sling 
Chain. The links are just wide 
enough to permit insertion of next 
larger link—length of link is short 
which reduces bending action when 
chain is wrapped around = sharp 
corners of heavy loads—attach- 
ments are all made of same alloy 
steel, heat treated, and proof-tested 
the same as the chain itself. Pros- 
pects grow into steady customers 
when they get all these benefits. 


TAYLOR-MADE Alloy Steel 
Sling Chain handles all heavy and 
dangerous jobs with safety and 
economy and stands up under se- 
vere day-after-day service. By ae- 
tual test under a wide range of 
working conditions it has proved 
stronger, more durable, and safer 
and is establishing new perform- 
ance records every day. Let us 
confer on your next Sling Chain 
order—find out more about the 
many types of TAYLOR-MADE 
Chain—they’re all profitable for 
distributors who sell them. Choice 
territories are available. 


“Taylor Makes Chain for Any Need" 





ety \f 
3.6. TAYLOR CHAIN CO. 
riawapap, “aba 
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| Grrcanenees AND ENGINEERS 


are up against deep water and strong 


tidal currents in erecting the 6-million dollar 
Tacoma Narrows Bridge. But their problems 
could be tougher. Suppose, when repair parts 
are needed, or new equipment, supplies and 
materials are urgently required, there were 
no distributors nearby to give them imme- 
diate deliveries! That would be tough, for 
construction men nearly always are working 
against time. 

In nearby Seattle and Tacoma, however, 
there are more than a score of distributors 
adequately stocked to give contractors and 
engineers emergency or regular deliveries of 
equipment; repair parts, supplies and mate- 
rials for any type of construction work ... 
bridges, highways, waterways, buildings, 








DISTRIBUTORS _ 
_ STAND BY © 


L. to help consracton, 
speed ough: 


This advertisement is sponsored by 
Engineering News-Record and Construc- 
tion Methods to remind readers of the 
important role the distributor plays in 
the economics of construction. 


sewerage, dams, flood control, irrigation, tun- 
nels and the like. 

Due to our vast national distributor net- 
work, supply sources are accessible to other- 
wise isolated construction jobs, making it 
possible for contractors to bid on jobs in-any 
part of the country. Many times distributors 
are called in by construction men to help 
plan the job and contractor’s plant. 

Are you taking full advantage of the ser- 
vices the distributor can offer you when you 
go on a new job—especially when that job 
takes you into strange territory? Give some 
distributor a tryout on your next contract. 
Look him up in his classified telephone book. 
You'll find him listed usually under “contrac- 
tor’s equipment.” 
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The Story of the Heel-Cooling Salesman 


This is the story of heel-cooling Sam Jones. For 
two hours on a certain morning Sam just didn’t 
get anywhere. 

And all on account of a fellow named Brody. 
Travelling Brody. While Sam cooled his heels, Brody 
was in with the client... going to town! 

Brody's secret? Simple. He just happens to rep- 
resent lines that back him up with smart adver- 
tising in Business Week . . . the magazine that’s aimed 
and edited for men in the active management of 
business. 

By doing their selling through the pages of 
Business Week, the lines Brody represents are simply 
making life more fun for him. They're making ex- 
ecutives want to listen to what he has to say! 

The list of companies doing just that is getting 


BUSINESS 
WEEK 


Active Management’s Magazine 





longer all the time. Listed here are a few of Business 
Week's advertisers. ..companies who are selling 
themselves and their products to the men okaying 
your orders. 








In April ...here’s a partial list of companies who 
were busy selling themselves to active management 
through the advertising pages of Business Weck... 


Acheson Colloids Corp. 
(Colloidal Graphite Lubricants) 
Allis-Chalmers Mfg. Co. 
(Motors) 
Aluminum Company of America 
(Aluminum Alloys) 
Anchor Post Fence Co. 
(Steel Fences) 
The Philip Carey Co. (Asphalt, 
Asbestos, and Magnesia Prod.) 
Century Electric Co. 
(Electric Motors) 
Clarage Fan Co. 
(Heating, 
Cooling, Ventilating Equip.) 
Crane Company 
(Valves & Fittings) 
Cutler-Hammer, Inc. 
(Motor Control Equipment) 
Cyclone Fence Company 
(Steel Fences) 
Henry Disston & Sons, Inc. 
(Files) 
Fafnir Bearing Co. 
(Ball Bearings) 
Fairbanks, Morse & Co. (Pumps) 
General Electric Company 
(Mazda Lamps) 
The B. F. Goodrich Co. 
(Mechanical Rubber Goods) 


Goodyear Tire & Rubber Co. 
(Mechanical Rubber Goods) 

Hewitt Rubber Corp. 
(Mechanical Rubber Goods) 

Hyatt Bearings Division, 
General Motors Sales Corp. 
(Roller Bearings) 

The International Nickel Co., 


nec. 
(Nickel Alloys) 
Keasbey & Mattison Co. 
(Asbestos Products) 
Republic Rubber Division of 
lee Rubber & Tire Corp. 
(Belting, Packing & Hose) 
Scott Paper Co. 
(Tissue Towels) 
SKF Industries, Inc. 
(Ball and Roller Bearings) 
Tinnerman Products, Inc. 
(Patented Speed Nuts) 
U. S. Steel Corp. 
(Steel Products) 
Westinghouse Electric & 
Manufacturing Co. 
(Electrical Equipment) 
Willson Products Incorporated 
(Respirators, Goggles, Helmets, 
Gas Masks) ° 
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George L. Abbott, Vice President 
Graton & Knight Company 


Graton & Knight Advertising Prepared 
By James Thomas Chirurg Company 
















Ma. GEORGE L. ABBOTT, Vice President 
of Graton & Knight Company says, “Our advertis- 
ing list for many years has consistently carried full 
page ads or spreads in FACTORY. With a widely 
used supply house product like leather belting, the 
first paper on our list would be one cutting across 
industry, reaching the production and maintenance 
men in any plant where power is transmitted to 
machines. 

With this as a base, we can direct further adver- 





tising effort to specific industries. 
FACTORY '’S editorial policy of plant improve- 





Sm oe, ment for more efficient production is a natural 
i seed 

atmosphere for advertising our products. It reaches 

= the men in worthwhile plants who can specify our 





products; and it encourages them to buy our prod- 





ucts from distributors”. 





Shown on the opposite page is Mr. Abbott's com- 





plete statement telling why Graton & Knight uses 






SS FACTORY 


MANAGEMENT ond MAINTENANCE 
Ss A McGRAW-HILL PUBLICATION 
’ Mew York. N. Y¥. 


330 West 42nd Street, 





Supports DISTRIBUTORS 
with Advertising in FACTORY! 


advertising in FACTORY to support sales efforts 
of their distributors. 

More than 350 manufacturers advertise regularly 
in FACTORY because they know it reaches indus- 
try’s most influential buying group . . . plant operat- 
ing men with management, production, and mainten- 
ance responsibilities in all manufacturing industries. 

In fact, more plant operating men pay to read 
FACTORY than any other business paper serving 
the broad industrial field . . . both men who can be 
seen by salesmen and many who cannot be seen, 
yet wield an important influence on buying. 

If you have not had an opportunity to examine 
a recent issue of FACTORY we shall be glad to 
send you a copy so that you can see for yourself 
why its editorial and advertising pages are so inter- 
esting to your Customers and prospects. At your 
request, we'll be glad to send a copy with our 


compliments. 


MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 





AAR 


QUALITY TAP 


‘A GOOD LINE- 


Customer satisfaction, insur- 
ing profitable repeat orders 


for the DISTRIBUTORS who 
SELL WINTER TAPS & DIES 


WRITE FOR FULL PARTICULARS 


WINTER BROTHERS COMPANY 


BRANCH FACTORY: DETROIT, MICH. 
A DIVISION OF 


THE NATIONAL TWIST DRILL 





and TOOL COMPANY 
DETROIT, MICH. 
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SOURCES OF SUPPLY 


ARE THE ADVERTISERS IN 


MILL SUPPLIES 


Only those firms who know that industrial distributors 
are the best possible outlets for their products display 
their advertising in MILL SUPPLIES. 


Here are the stories of your most profitable lines—the 
advertised lines. Read the advertising in MILL 
SUPPLIES regularly to keep informed of important 
product developments, changes in. sales policies, new 
and stronger ammunition for winning larger orders. 


Give your h archlgaae to eigen come whet advertise Ss 
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All 


LENOX BLADES are packed in strong attractive PLAID BOXES, 


easily seen and remembered. 


LENOX 


, blade for blade basis 
any place. 














—o 
HACK SAXV 





~ SUPERIORITY 


2% 


\ 
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Regardless of the many claims made for hacksaws today LENOX 
or concessions, full protection to distributors stocking the LENOX 


We sell exclusively through Industrial Distributors with no rebates 
line and full co-operation from our salesmen. 


DISTRIBUTORS need have no fear of competition. 
quality and uniformity on cut for cut 
more than hold their own on any job, any time, 
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“Tungsten” 
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RELIABLE EQuIPMENT 
E VARIETY OF SHOP REQUIREMENTS 


~ through the Distributor 
Brown & Sharpe Mfg. Co. 
Providence, R.1I., U.S.A. 








FOR FAFNIR DI 


friction freedom 


SOLD 


On it’s easy 
installation 


SOLD 


on it’s low cost 





Fafnir Ball Bearing 


STRIBUTORS ! 


oy eal 
ao 


SOLD 


on its 





Rebber Pillow Blocks 


| for light duty, low cost applications 


A friction-free Fafnir Wide Inner Ring Ball Bearing pressed 
into a housing of molded rubber — it’s one of the most impor- 
| . . . . 
tant developments ball bearing distributors have offered in 


many years — and one of the most saleable! — 
You can sell it on its low cost — its price 
is even below that of any standard cast 
iron Fafnir Pillow Block! You can sell it 
on its easy installation-—a twist of the 
fingers locks the famous Fafnir Wide Inner | 
Ring Ball Bearing to the shaft — without 
sleeves, adapters, shaft shoulders or lock- ah che in 
nuts. The bearing is bored to inch instead 
of metric dimensions, for slip fit on stock 


shafting. You can sell it on its easy-running 





RUBBER CARTRIDGES 





Another Sales Opportunity! 


Flange Cartridge, easily mounted exter- 
nally with four bolts; and Type RSC 
Rubber Cylindrical Cartridge, push- 
fitted in a straight-bored housing. 


friction freedom—at its price, it opens up a whole new field of 
plain bearing replacement-—it’s restricted to light service, and as 
such does not supersede the standard cast iron line in any way. 
LT The many light duty applications to 
which this unit is ideally adapted mean 
real sales volume for the distributor who 
stocks and offers it. It’s typical of the 
many plus values of Fafnir’s complete line. 


The Fafnir Bearing Co., New Britain, Conn. 
Type RGBF Rubber Fafnir offers every type and size of radial 
and thrust bearing, precision bearing, self - 
aligning bearing, sealed bearing and housed 
transmission unit to provide the most com- 
plete line of ball bearings in America. 








THE BALANCED LINE: 





MOST COMPLETE 


IN AMERICA 
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Variable Pitch 
Cast Iron Pulley 





4—Rivetted 


T 
Malleable Hub 





AUREX/PULLEYS 


In other words, both speak highly of Maurey because Maurey 
delivers results for users in service and delivers results for Dis- 
tributors in good sound business. 


The New Maurey F. H. P. Cast Iron V-Pulley marks another development by 
Maurey engineers who thoroughly understand the many F, H. P. transmission 
jobs pulleys of this type must perform. Oval spokes give better weight dis- 

tribution—proper balance insures smooth, vibrationless, quiet running at high 

speeds—annealing prevents internal strains and stresses—grooves machined to 
micrometer accuracy give longer life to belts—smooth gray lacquer finish will 
not collect dust. Rigid inspection throughout entire manufacturing processes 


insure perfect pulleys—MAUREY PULLEYS. 


Maurey V-Pulleys are renowned for excellence of manufacture and depend- 
able performance and are another profit opportunity for distributors. We give 
full protection and quick service to our distributors. Profit margins are good. 

Find out what all this means to you in terms of actual income. Bulletins at 

your request. 


MAUREY MANUFACTURING CORP. 
2915 So. Wabash Ave. CHICAGO, ILL., U. S. A. 
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ADD UP 


Profits 








BOND PRODUCTS an 
CHARLES BOND COMPANY 
ile Qe Chat COUPLINGS 
LIFT JACKS G PLATFORMS STOCK GEARS 617-623 Arch Street, Philadelphia, Pa. 
BENCH LEGS SPROCKETS 
SHAFT HANGERS SPEED REDUCERS BOND FOUNDRY & MACHINE COMPANY 
PILLOW BLOCKS LEATHER BELTING Manheim, Lancaster County, Pa. 
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JADE TO \ViAKE 
CUSTOMERS 


AND KEEP THEM 


It is not the first sale but repeat business that 
proves a product gives satisfaction, and the fact 
that have been making hacksaw blades 
for 60 years certainly proves that hundreds of 
users must be satisfied with and 
that the line has profitable sales possibilities. 





Distributors carrying the complete 

need not fear competition, need not worry over 
any claims made today for metal cutting; in fact, 
they know they have the proper blade for any 
metal cutting problem, and that it will give service 
and satisfaction which assures repeat business and 
profits. 


It will pay you to check up on hack 
saw story. The line is sold through distributors, 
and in some sections we have open an exclusive 
franchise basis that will give distributors holding 
it a real opportunity to make profits. 


Write us today about the for 
profits. 
General Sales Agents 
JOHN H. GRAHAM & CO. INC. 





— 105 DUANE ST. NEW YORK CITY 


* Made by G. W. GRIFFIN CO. e FRANKLIN, N. H. 


1880 | , : | 1940 


ee & i a 
See ~ cS “4 R 
ie 4 oi . rs ‘ ; , “a 
7 Pd 2 = ss) ‘ nit : 
ait 4 : ee “ y ; diy twinge i” - 
pe 4 F aoe pS 3 
Eo ie ? " ; rs 3 + 


HIGH SPEED STEEL—SPECIAL ALLOY (MOLYBDENUM)—ALL HARD—SOFT-BACK—NON-STRIP—SOFT-CENTER 
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Better to sell WITH it than against it! 


“When a coated abrasive manufac- 
turer promises —and delivers — 
regular service like this, I'd rather 
sell with it than against it! When a 
customer’s in a jam for good abrasives — quick 





— I want to be the one to step in and save the day 
and hold the account. And as an AP distributor, 
I know that no one can offer better service — 
emergency or routine — than I can !” 

The letter we have shown above* is not 
unusual, It’s an everyday occurrence for AP 
distributors to get their customers out of finish- 
ing jams — for our production schedule’s set up 
to be broken. Service is important to coated 
abrasive users! See that you’re backed up with 


ABRASIVE 


SOUTH BRAINTREE 


the complete AP line — the improved AP **Master- 
pak” safe shipping method — and the AP Service 
that gets and holds the business — every time! 
Write for details on the profitable AP Franchise ! 
Abrasive Products, Inc., 517 Pearl Street, 
South Braintree, Massachusetts. 


*Name of writer on request. 





AP TECHNICAL SERVICE gets business, too. 


Engineers at your beck and call to help your 
customers cut finishing costs with exactly the 
right abrasive for every job. 


Another AP Plus! 











PRODUCTS 


MASSACHUSETTS 
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DAVID ROUND 


A revolutionary development in gearing 
possible this lighter weight, more compact, 


Put it 


On your next requirement for a high-speed, high-efficiency, 
heavy-duty chain hoist, give the David Round Auto-Blo¢ a 
chance to show what it can do! You may be surprised at 
the way the smooth, easy operation of this modern hoist 
wins the admiration and approval of experienced plant 
superintendents and engineers. These men, who know 
what to expect from the best chain hoists are the quickest 
to acclaim the superiority of the David Round Auto-Bloc. 
They say, “It's head and shoulders above the rest.” 


Open the door to greater advantages in your business 
with the many important advantages of the Auto-Bloc. 





- 


DEPEND ON THESE STANDARD TYPE DAVID ROUND MODELS TOO! 









AUTO-BLOC 


combined with forged steel parts makes 
easier lifting chain hoist. 


to test! 


The features of this unique hoist which have made it a 
favorite with hundreds of nationally known organizations 
can bring in sales for you. A complete line of David 
Round Cranes, Trolleys and Winches is offered to round 
out a profitable business for you in material handling 
equipment. 


DAVID ROUND & SON, CLEVELAND, 0. 


& Associates 
The Cleveland Chain & Mfg. Co., Cleveland, Ohio 
The Bridgeport Chain & Mig. Co., Bridgeport, Conn. 
Seattle Chain & Mfg. Co., Seattle, Wash. 
Round California Chain Corp. Ltd., South San Francisco & 
Los Angeles, California 


HOISTS, CRANES, WINCHES, TROLLEYS 
DAVID ROUND & SON CLEVELAND, OHIO 
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UTICA has concentrated on fine tool making for over 41 
years—a specialized experience which is reflected in the 
superior performance of these tools in the hands of dis- 
criminating users. The name “UTICA” on a tool is assur- 
ance of longer life and greater “Tool Mileage.” 


7 { 
; | wy 
Distributors of the UTICA line profit from this high R " “GR 


reputation and from Utica’s policy of trade protection and : OMA ; : 
cooperation. 
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AL DROP FORGE & TOOL CORP. wew'yonx 
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circles of users of Aloyco 


Stainless Steel Valves and Fittings 
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Valve distributors interested in rendering a complete service to their cus- 
tomers are becoming increasingly conscious of the ever widening demand 
for Stainless Steel and Corrosion Resisting Valves and Fittings. 


Our pioneering efforts in developing uses for these products combined with 
our familiarity with corrosion and contamination problems has led to the 
development of a complete line of valves and fittings available in a range 
of alloys to meet practically any severe condition. 

Uses for Aloyco products are already established and are steadily increasing. 
An ever widening group of distributors are discovering sales and profit possi- 
bilities on the Aloyco line. Consult us on how and where these products 
can be sold. 


Complete stock of standard items for immediate delivery. 
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SWISS PATTERN FILES 
MADE IN UNITED STATES 





of Precision 
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A complete line of Swiss Pattern Files, Rifflers, Die 
Sinkers’, Knurled Handle Needle Files are the only type 
we manufacture. Our more than forty years experience 
in the manufacture of SWISS PATTERN FILES and 
the use of same in the hands of skilled mechanics has 
earned a reputation in their field second to none. 


More than 2500 regular shapes, cuts and sizes from 
which to choose helps materially to reduce filing costs. 


When you handle AMERICAN SWISS FILES OF 
PRECISION you can be sure that you have the highest 
grade of SWISS PATTERN FILES obtainable, that 
you can depend upon their uniformity, satisfactory per- 
formance and that the AMERICAN SWISS FILE sales 
policy gives you complete cooperation and protection. 


JIQNVH G3IIWNNN ‘S314 31033N 


Industrial Distributors who are not acquainted with our 
product and policies might do well to do so. They will 
find it both profitable and beneficial. 


THIS MARK x ‘k ON EVERY TANG 


American Swiss File & Tool Co., Elizabeth, N. J. 


t. 





ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 





148 MILL SUPPLIES © MAY, 1940 




















“I’m getting good results with the Laughlin Drop-Forged Safety Clip. 
Why? Because here’s a wire rope clip that’s really news — brings big 
savings to users — and is easy to demonstrate. Like this — clench your 
fist — show the Laughlin Safety Clip. Pinch your thumb and fore-finger 
together — show the ordinary U-Bolt Clip. Modern pre-formed rope 
should get modern treatment, not crushing U-Bolt treatment. It’s a 
great way to open up a sales call.” 

You, too, can cash in on the new Laughlin Drop-Forged 
Safety Clip — getting in at the head of the Safety Clip Parade, 
leading the way to repeat orders and related sales of wire 
rope fittings. 

And Laughlin stands behind you with its well-known Dis- 
tributor Policy, Magazine Advertising, and Dealer Helps that 
help put across the “Fist Grip” clip wherever wire rope is used. 

Write today for the Safety Clip Folder, giving all the advan- 
tages and describing the dramatic competitive tests which 
prove new Laughlin Drop-Forged Safety Clips far more 
economical. 

Ask for full information about Laughlin’s Policy and Dealer 
Helps. You'll see that when you choose the “Fist Grip” way 
you'll close your palm on a new source of profit. 


LAUGHLIN PROTECTS THE DISTRIBUTORS 


BRANCH SALES OFFICES 


1027 Magazine St., 


71 Warren Street J 923 East Third St., 
New York, N. Y. New Acoma La Los Angeles, Cal. 
P. O. Box 217 318 Penn. Ave. 250 Perry Street 


Pittsburgh, Pa. 
Lewis M. Gardner 
2223 Warner Road 
Fort Worth, Texas 


10 High Street 
Boston, Mass. 


The THOMAS LAUGHLIN CO. 


PORTLAND, MAINE 


Cortland, N. Y. 

564 W. Randolph St., 
Chicago, III. 

2921 E. Grand Blvd., 
Detroit, Mich. 


San Francisco, Cal. 


Seattle, Wash. 
4000 York Stre2t 
Denver, Colo. 


605 Pioneer Blidg., 


No rope crushing — saves rope 

No special-shaped wrench — saves tools 

Easy to put on — saves time 

Can’t be put on wrong — saves accidents 
Fewer clips needed — saves clips 

Fewer rope breaks — saves time and accidents 


MILL & FACTORY Cover 
Index Edge Catalog Sheets 
Safety Clip Folders 

Direct Mail Letters 

Plenty of Samples 

Missionary men for special drive 


MAIL COUPON TODAY FOR FREE FOLDER & CATALOG ° 
THE THOMAS LAUGHLIN CO. 
PORTLAND, MAINE 


Please send your new catalog and new Safety ' 
Clip Folder M-4 , 


PRUNE sb csincstsinssiennes srnsines 
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U-W LAY-RITE 
PREFORMED 
WIRE ROPE 


@ For years, the familiar U-W trademark has identified a 
profit line of quality products that offers distributors 
proven sales appeal. Among the many qualities that 
feature every Upson-Walton item is Unequaled Wear 

. and this benefit is decidedly built into the products 
shown here. U-W LAY-RITE PREformed Wire Rope—for 
the heaviest, most difficult work . . . a sure profit item 
that stays sold. U-W Pure Manila Rope presents an op- 
portunity to the distributor to tap the volume market of 
purchasers who are constantly in need of these products. 
U-W Tackle Blocks . . . a size and type for every use 
allows you to meet, at a definite profit, every customer's 
requirement. Investigate the plus-business possibilities of 
not only these products, but every item of the U-W 
Quality Line . . . they are ALL noted for UNEQUALED 
WEAR. Our policy is designed to give distributors every 
possible "break". Let us tell you about it. 


MAIN OFFICE & FACTORY: 1168 W. 11th STREET 
CLEVELAND, OHIO 


BRANCH WAREHOUSES 
NEW YORK, N.Y at alie \clommias 
BUFFALO, N.Y FT. WORTH, TEX 
PITTSBURGH, PA 
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BUILT FROM + ~ EXPERIENCE 
ON INDUSTRY'S TOOL NEEDS 


SE the exclusive, specialized 
lJ Stanley Electric Tools like the 
new No. 153 Grinder, Unishears, 
and the Contour Grinder, to win 
new customers — they'll get you 
into the shops that are looking for 
ways to cut costs! Then you'll find 
you ve made a customer for the 
complete Stanley line ... a cus- 
tomer who recognizes the value of 
tools that “cost less per year.” 
Investigate what Stanley has to 
offer you! Stanley Electric Tool 
Division, The Stanley Works, 
146 Elm Street, New Britain, Conn. 


We Are Represented 


* By Selected Distributors 
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The distributor who handles 
the complete Bassick line is 
in the best position to secure 
caster business...and to serve 
his customers’ needs from the 
standpoint of both quality 
and price ...with the right 
size and type of caster for 
every requirement. 


IT’S EASIER TO SELL 


YOU CAN BUILD BETTER BUSINESS 
WITH BASSICK 


THE BASSICK COMPANY -: Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Il| 


Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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PRODUCT PAGE NO. MAIN FEATURE 
Conveyor Belt Fastener 153 Flat. smooth on both sides 
Multiple Cutter Turner 1m Available in several sizes 
Pump 154 Weather checking eliminated 
Riveting Hammer 154 Available in two types 
Flock Gun 155 Easy to operate 
Wire Rope Clip 155 Increased holding power 
Grinder 155 Vor hand and lathe grinding 
Wick l'eed Oiler 155 Dust-proof, self-closing cap 
Knurling Tools 156 Steel hardened and tempered 
Hose 156 For pneumatic tool service 
Electric Safety Lantern 156 Two bulbs always available 
Paint Spray Equipment 156 Compressors reciprocal piston type 
Rotary Air Motor Jack 157 Accurately time lift 
Speed Reducer 157 Without large gears or drives 
Offset Ratchet Screw Drivers 158 Greater accessability and power 
Crane 158 For handling and setting steel 
Power Press 160 telieves load on large presses 
Cluth 160 Eliminates shocks 
Reversible Wrench 161 Springless driving unit 
Eyeshield 162 Fits in vest pocket 
Traps 162 For draining compressed air lines 
Automatic Lubricator 163 Replaces grease fittings 
Floor Dye 163 Protects, preserves floors 
Small Truck 164 Operates in cramped ‘areas 












MANUFACTURER 


llexible Steel Lacing Co. 
tisholt Machine Co. 

Hewitt Rubber Corp. 
Ingersoll-Rand Co. 

Paasche Airbrush Co. 
Thomas Laughlin Co. 
Stanley Electric Tool Div. 
Trico Fuse Mfg. Co. 

Billings & Spencer Co. 
Goodyear Tire & Rubber Co. 
Justrite Mfg. Co. 
Miller-Simons, Inc. 
Duff-Norton Mfg. Co. 

Brad l’oote Gear Works 
North Bros. Mfg. Co. 
Northwest Engineering Co. 
W. A. Whitney Mfg. Co. 
Mercury Clutch Corp. 
Chicago Pneumatic Tool Co. 
Jackson Electrode Holder Co. 
Wright Austin Co. 

Simplex Mfg. Co. 

Flexrock Co. 


Ellwell-Parket Electric Co. 











NEW PRODUCTS 


WITH SALES POSSIBILITIES 


Conveyor Belt Fastener 
Flat and Smooth on Both Sides 





For joining thin, light weight con 
veyor belts, a new size has been 
added to the line of Flexco HD belt 
fasteners. This new size is known as 
No. 14 and is used for joining ele 
vator and conveyor belts from ¥6-in. 
to 4-in, thick. The holding bolts are 
large size, yet, because of its short 
length, the new fastener will travel 
around pulleys as small as 14-in. in 





diameter. Metal plates span the joint 
on opposite sides of the belt and are 
drawn tightly together by two bolts 
through the belting. Bolt heads and 
nuts are countersunk and the protrud 
ing bolts are broken off; the fasteners 
are flat and smooth on both = sides. 
The completed joint, since it is a 
series of separate fastenings, can as 
sume the trough of the conveyor a 
naturally as the rest of the belt. 
fasteners are furnished in 
cither steel, Monel, Everdur or Pro- 
mal, depending on specific service con 
ditions.—Flexible Steel Lacing Co., 
Chicago, Ill—Mitt Supriirs, May 
1940. 


| hese 


Multiple Cutter Turner 
Available in Several Sizes 


\ new multiple cutter turner for 
turret lathes has been announced, 
which makes several reducing cuts 
simultaneously. Among the design 
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features of this tool which contrib- 
ute to its ability to make heavy- 
high-speed cuts and_ still maintain 
exact dimensions and fine finish, are 





its rigid steel construction, hardened 
steel rollers mounted on roller bear- 
ings, and adjustable roller arms that 
attach securely to the block. Set-up 
operations are facilitated’ by the mi- 
crometer adjustment screws on the 








153 











GROBET SWISS FILES 


FOR PRECISION FILING 


made of CHROME STEEL are recog- 
nized by thousands of toolmakers 
and diemakers as unequalled for 
precision, cutting speed and 
durability. 































Therefore these original 
Swiss files are easy 
to sell and a prof- 
itable line to 
handle. 


Write for our catalog 
% \S % BF illustrating more than 
‘ 5000 different shapes, sizes 
and cuts. The most complete cata- 
log of its kind! 
'f) Ask also for our catalog BM on all types 
of files for filing machines; catalog BR on 
rotary files illustrating hundreds of rotary 
files hand cut, milled cut, ground from 
the solid—diesinkers burs, etc. 
Our large stock in New York per- 
mits us to give prompt service. 


GROBET FILE CORP. 
OF AMERICA 


3 PARK PL. NEW YORK 














MAGNESIA— ASBESTOS 


HEAT INSULATIONS 
Cut Production Costs! 


Modern industrial plants are saving thousands of 
fuel dollars each year through the correct appli- 
cation of CAREY Heat Insulations. The com- 
plate CAREY Line includes high efficiency in- 
sulating materials of Asbestos and Magnesia for 
every known service condition—for temperatures 
ranging from 


SUB-ZERO to 2500° F. 


In addition, the services of Carey Engineers and 
Carey research facilities, available through branch 
offices covering the nation, are offered to help 
solve the insula- 
tion problems of 
your customers. 






Careyee!l Insulation 
For temperatures up to 
300°F, 





85% Magnesia 
For High and Medium 
Pressure. 


Write for details 
and book of inter- 
esting data — ad- 
dress Dept. 55. 





Hi-Temp Blocks 


Hair Felt Insulation 
For Furnaces, Ovens, For sub 
Kilns, ete. 


Combination HI-Temp— -zero tempera 
tures, 


85% Magnesia, 
a= 


THE PHILIP CAREY COMPANY - Lockland, Cincinnati, Ohio 


Dependable Products Since 1873 


BRANCHES IN PRINCIPAL CITIES 
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tool blocks. 
in several sizes which permit turn- 
ing diameters as small as }-in. and 


This turner is available 


as large as 4}-in. The multiple cut- 
ter turner, illustrated, will turn one 
to four or more diameters at one time. 
Individual or multiple tool blocks are 
available-—Gisholt Machine Co., Mad- 
ison, Wis.——M1L~L Suppiies, May 
1940. 


Pump Hose 
Weather Checking Eliminated 





Announcement has been made of 
the development of Maltese Cross 
Hewprene all-synthetic, oil-proof rub- 
ber curb pump hose. Hewprene syn- 
thetic rubber is used throughout the 
entire hose. The smooth oil-proof 
synthetic inner lining saves time 
by increasing the rate of flow and 
prevents product discoloration or con- 
tamination. Tests show that the use 
of this synthetic rubber in the cover 
of this new hose prevents weather 
“checking” or cracking. Another ad- 
vantage is the elimination of swelling 
and ply separation frequently caused 
by minor leaks at the pump connec- 
tion and couplings or by drippage 
from the filling nozzle. This hose 
is easily cleaned, it is light, flexible, 
and easy to handle.—Hewttt Rubber 
Corp., Buffalo, N. Y—Muitu Sup- 
pies, May 1940. 


Riveting Hammer 


Available in Two Types 





This new light-weight air-operated 
riveting hammer is for use in the 
fabrication of iron, steel and alumi- 
num products. It is known as model 
“AV” and is available in two types; 
one a short-stroke, fast-hitting model 
for ordinary use, and the other, a 
long-stroke, slow-hitting machine de- 
signed primarily for aluminum, dural 
or soft iron rivets. Both types can be 
furnished with either a pistol grip, an 
offset, or a push button handle. These 
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same tools can be adapted for extra 
light chipping, scaling and calking 
work when equipped with the proper 
Phillips 
Suppiies, May, 


Burg, N. J.—MI11 


1940. 


Flock Gun 
Easy To Operate 





Type FF-}” flock gun is designed 
for rapid application of flock when 
supplied from a flock pressure tank or 
mechanical feed hopper. The body of 
the gun is forged brass, nickel plated, 
aluminum alloy pistol grip handle, 
with easy to operate trigger. When 
double action trigger is fully drawn 
back a wide continuous stream of 
flock is delivered. Slight pull on 
trigger releases blast of clean air for 
blowing off excess flock. Light in 
weight and convenient to handle, con- 
stant flow of material is assured. Has 
i-in, standard pipe; thread air inlet 
and $-in. 27-thread material inlet. Can 
be equipped with specially designed 
nozzles for unusual applications.— 
Paasche Airbrush Co., Chicago, Ill. 
—Mu.t Suppties, May, 1940. 


Wire Rope Clip 


Increased Holding Power 





A new wire rope clip has recently 
been put through competitive labora- 
tory tests. According to the manu- 
facturer, the tests indicate a 20%- 
30% increase in holding power and 
«a marked lessening of rope distortion. 
This product does not materially mod- 
ify the fundamentals of clip design, 
results are attributed to a few simple 
features: bolts and identical bearing 
surfaces on opposite sides equalize the 
pressure on the rope. The new clip 
contrasts with the “U-bolt” clip which 


has both nuts and a single flat bear- 
ing-surface saddle on one side. [ase 
of application, fewer accidents and 
savings in rope are among the ad 
vantages claimed by the makers ot 
the clip—Thomas Laughlin Ce., 
Portland, Maine—MIA.. 
May 1940. 


SUPPLIES, 


Grinder 
For Hand and Lathe Grinding 





A recently introduced grinder has 
been balanced and designed for both 
hand and lathe grinding. With a 
motor holder, the grinder can _ be 
mounted in a lathe, milling machine 
or shaper for external or internal 
grinding on dies, punches, machine 
parts, spiral cutters, etc. The motor 
is a % hp. direct drive unit mounted 
on ball bearings and has ample power 
to drive grinding wheels up to 14-in. 
The extended shaft gives a reach of 
5-in. for deep internal grinding and 
the long spindle housing provides a 
good grip for hand grinding. The 
grinder will accommodate emery 
wheels, mounted points and rotary 
files for hundreds of jobs.—Stanley 
Electric Tool Div., New Britain, 
Conn.—Mit. Suppuies, May, 1940, 


Wick Feed Oiler 
Dust-proof, Self-closing Filler Cap 





Intended for use on machinery 


which operates intermittently, this 
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RIVETS 
SCREWS 


CLARK 


They must have 
satisfac- 
they 
have 


given 
tion or 
would not 
been in demand 
for 86 years. 









CLARK Brosfoit (p 


MILLDALE CONN. 














No 'S 
Joyce Emergency Jack 


SATISFACTION, 
and PROFITS too, 
in JOYCE JACKS 


Every Joyce Jobber has a ready- 
made demand for this No. 78 
15-ton Jack, 

Public utilities, oil well drillers 
and contractors, machinery mov- 
ers, riggers, mines, fleet owners 
and truckers, and industrial plants 
have need for this versatile jack. 

It lifts, lowers, pushes or pulls 
from any position and at all 
angles. Any link of the steel 
chain will engage in a recess in 
the forged steel cap, so that it’s 
easy to get a hold on an object 
and move it from the front or 


either side of the Jack. A steel 


lever bar and 5 ft. of forged steel 
chain as illustrated are standard 
equipment. 

Line up with Joyce. Sell the 
world’s most complete line of 
Jacks . . . more than 250 sizes 
and capacities in ratchet lever, 
screw and hydraulic types. There's 
satisfaction as well as profits in 


selling the complete Joyce Line. 


Write for Catalog No. 136 














ACKS 


Stns 1873 
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new, visible, unbreakable wick feed 
oiler tells at a glance when refilling 

necessary. The lever at the top, 
vhen in a vertical position starts the 
jeed and when flipped to the side 
huts off the feed. No flooding and 
waste of oil when machine is idle. 
When oiler is filled above the point 
where the wick enters the center tube, 
the surplus oil drains into the bear- 
ings, thus Hushing = it 
When the oll recedes to 
in the tube, the wick automatically 
feeds oil to the bearing by capillary 
action, 


horoughly. 


t 
} 
i 


2 De o 
le Opening 


Made in one, two and four 
ounce capacities—Trico Fuse Mfg. 
Co., Milwaukee, Wis.—Mirt Svup- 
PLies, May 1940. 


Knurling Tools 
Steel Hardened and Tempered 





Two new models, KT-713 and KT- 
715 have been added to the manufac- 
turer’s line of knurling tools. Any 
desired length and diameter can be 
knurled in a lathe with continuous 
feed. ‘he holder is jointed, allow- 
ing the knurls to center themselves 
on the work. An additional feature 
of model KT-715 is: three pairs of 
knurls in the revolving head. Thus, 
the need of having three holders, or 
changing the knurls is eliminated.— 
Billings & Spencer Co., Hartford, 
Conn.—Miit Suppwies, May 1940. 


Hose 
For Pneumatic Tool Service 


Designed especially for heavy duty 
pneumatic tool service, the new Red 
Wing air hose is comprised of three 
The tube is of 
non-porous rubber, resistant to action 
of hot and cold air. Lubricants in 
the air will not cause swelling or 
flaking, 


with rubber particles. Reinforcement 


pl inciple ( omponents, 


obviating clogging of tools 
is provided with three plies of mul- 
tiple braided, cotton 
yarn, providing a high safety factor 


special cabled 
for working pressures and high re 
sistance to blows and impacts. The 
cover is a heavy gauge of soft red 
rubber with a high tensile strength, 
providing utmost resistance to cutting 
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from rocks, ore, or other materials 
It likewise is abrasion and = sun-re 


sistant, and is available in 4-in., 3-in 


and l-in si7¢ .—(,00d year litre coy 


Rubber Co., Akron, O—MILt Sup- 
PLIES, May 1940. 


Electric Safety Lantern 
Two Bulbs Always Available 





Approved by U. S. Bureau of 
Mines and Underwriters’ Laborator- 
ies, Inc., for use in all places where 
fire risk is great, this twin-bulb 
lantern (model 51-W) gives light to 
all sides through a range of about 200 
degrees, and, at the same time, a 
powertul forward beam. ‘The lighted 
bulb is always in the center of the 
reflector. If a bulb burns out, the 
other bulb is moved into position and 
lighted simply by throwing the switch. 
The lantern can be set on ground or 
hung over arm with the light point- 
ing in any direction desired. Lantern 
uses standard 6 volt lantern battery 
and two Mazda No. 27 bulbs. It is 
64-in. wide, at the handle, and 11-in. 
high, with handle extended. The 
weight is 24-lbs.—Justrite Manufac- 
turing Co., Chicago, Ill.—Mu._u Sup- 
PLIES, May 1940. 


Paint Spray Equipment 


Compressors Are Reciprocal Piston 
Type 





Announcement is made of a line 
of paint spray equipment, including 
spray guns, tank, portable compressor 
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ECCENTRIC 


















Steel 
Eccentric 
Also Screw Styles 


The wide range of types avail- 
able enable you to meet all 
requirements of your customers. 


ASK FOR CATALOG 
NO. 376 


BATAVIA 
CLAMP CO., INC. 


339 CENTER ST. 
BATAVIA NEW YORK 














The sweep is on for French & Hecht 
Rubber Tired Industrial Wheels. Every 
plant is a prospect. Available in pneu- 
matic, semi-pneumatic and solid rubber 
types of all sizes, with or without forks, 
these low cost, long lived wheels Pro- 
mote Safety and Economy, Eliminate 
Noise, Protect Floors and Safeguard 
Fragiles. 


Write TODAY for CATALOG 
FRENCH & HECHT, Inc. 


60 East River Davenport, lowa 
WHEEL BUILDERS SINCE 1888 














A PROFITABLE | 
LINE TO SELL | 


Bar-Adjustable | 


for touch-up work. The touch-up 
spray unit, which is complete with 
compressor, motor, spray gun, and 


hose, weighs 8 lb. and makes practi 
cal the use of a power spray for inci- 
dental jobs usually done by hand. 
Miller-Simons, Inc., Chicago, Ill. 
Mitt Suppwies, May, 1940, 


Rotary Air Motor Jack 
| Accurately Timed Lift 

| 

| 

| 








has been made of a 
2 rotary air jack. 
his jack is easy to operate, with no 
hard | 

shop test 


Announcement 
new 20-ton motor 
yhysical labor required. In a 


with a 14-ton weight, one 


especially for railroad service, it 1S 
readily industrial 
uses. It is mounted on rubber-tired, 


adaptable to many 





roller-bearing wheels and is easy to 


and = place. The 
timed lift permits one 


ate two 


move accurately 


man to oper 
through a “Y” valve 


with 


jacks 
connection, a quick, even raise 
up to its 18-in. When the 
lifting standard reaches the safe limit 
of raised or 


limit of 


lowered p sition, the 


| motor is automatically cut off.—Duff 
Norton Manufacturing Co., Pitts- 
burgh, Pa—Muit Suprprtes, May 
1940. 


Speed Reducer 


Without Large Gears or Drives 


A new speed reducer has been cd 
signed, which develops high ratio 
speed reductions without the use of 


large gears or drives. A 
or combination spur and internal gear, 
drive shatt 
with a stationary 

In mesh with the se 
is either a spur or in 
hi jidl and concen 


bull bearing mounted on 
eccentric, meshes 
internal gear. 
ondary 


geal 





ternal gear which is s 
trl \\ 


th the output shatt eecentric | aa 
} i f a 
| drives initial spur around pitch line 
| ‘ 


of the stationary internal gear. Since 


initial spur and sec 
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units, and a’ miniature paint spray unit | 
I t @ 


man using two of these jacks could | 
raise and lower the load in 4.3 min 
utes. Although this jack was designed 





| 
| 


double spur | 


WATER PROOF 


PIPE JOINT 
Om POUND 











Does It Take You Five, 

Ten Or More Calls Before 

You Finally Break In On 
A New Customer? 


It probably does, if you rely on or- 
dinary methods... time-wasting, 
costly “good-will” missionary calls. 


TRY THE KEY-TITE METHOD on 
missionary calls. You will discover, 
as have many other successful mill 
supply salesmen, that you can open 
those new accounts with Key-Tite- 
the fast-selling sealing compound for 
thread and gasket connections, on a 
minimum hrm 


BIGGER MARGIN OF PROFIT. Key- 
Tite pays a much bigger margin of 
profit than the average item in your 
catalog. So it really pays to feature 
Key-Tite in all of your selling ... and 
here's the story—all you need remember. 


For all lines carrying water, gas, com- 
pressed air, low pressure steam, etc. 


2. Provides a permanent leak-proof seal. 
3. Is economical to use. 

4. Will not settle in the can. 

5. Does not freeze the joint. 


6 


Does not affect color or taste of 
potable liquids. 


Key-Tite sales give you a double advantage — 
they open up new and revive old accounts... 
and pay a bigger profit in doing so. 







‘4 


2621-A McCasland Ave. 


East St. Louis, 
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ESSEX 


LUBRICATING 
DEVICES 


Spell Profit 
for 
DISTRIBUTORS 



















“Automatic” | 
Spring Compressior 


This line has earned a Grease Cup 


reputation for quality 
and dependability be- 
cause of the many 
years of unfailing, eco- 
nomical service it has 
given to large indus- 
trials everywhere. Join 
the ranks of alert dis- 
tributors who know it 
is to their advantage 
to stick with a line 
that offers them tangi- 
ble returns. Investigate 
today and build up a 
well-paying business. 


“Pilot” Glass Body 
Sight Feed Oil Cup 





We make: 
Sight feed lubricators, plain lubricators, hand 
oil pumps, oil cups, plural oilers, sight feeds. 
grease cups, oi! gauges, water gauges, oiling 
devices, air pistol blow guns, air cocks, etc. 


ESSEX BRASS CORPORATION 
2000 Franklin Street, DETROIT, MICH. 

















\ 





DRILL CONCRETE 
50-75% FASTER 


Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75°{, faster. Drills 
cleaner, more accurate holes. Speeds up installa- 
tion of expansion anchors. Saves your skilled time 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn't splinter fragile 
work. No special equipment needed—use in any 
rotary drill. Get your share of those extra profits 


now possible. Send coupon !or leaflet. 


CARBOLOY COMPANY, INC. 
DETROIT, MICHIGAN 
FREE 
LEAFLET 


state - 


CARBOLO 


MASONRY DRILL-POINT 
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solid, the speed of the latter is con- 
trolled by ratio between initial spur 
and stationary gear. To obtain large 
ratios, a small difference in number of 
teeth between spur gear and internal 
gear is used. A handbook showing 
sizes, ratings and ratios is available 
to anyone writing the manufacturer.— 
Brad Foote Gear Works, Cicero, Til. 
—Miii Supp.ies, May, 1940. 


Offset Ratchet Screw Drivers 


Greater Accessability and Power 





Yankee ‘No. 3600 
Offset Ratchet 
Screw Driver 
Blodes, Vs" = .045 
and Jia" x 060 





Hex Wrench Screw Driver 
Adapters fer Adapters with 
hollow setscrews blades for 
ond cop screws. slotted screws. 
Veriows sizes. Various sizes. 


Yankee’ No. 3900 
Offset Ratchet 
Hondle. Hex holds 
Adapters. (Right) 


\ series of four offset ratchet tools 
introduced. No. 
3800, illustrated, is a complete 
tool, 4-34-in. overall, with two blades 
of different dimensions. No. 3900, 
illustrated, is an offset ratchet 
handle of construction for 
Adapters fit into hexa- 
gonal opening and are held by fric- 
tion ball. Certain adapters contain 
flatted screw driver blades for use on 
slotted screws. Others are fitted with 
hex ends for driving hollow-head 
screws. <All adapters have knurled 
spinner tops for the quick starting of 
loose screws. Another model, No. 
3400, is complete with three blades, 
two ratchet and one rigid.—North 
Bros. Mfq. Co., Philadelphia, Pa. 
Mint Suppiies, May 1940. 


has recently been 


here 


also 
heavier 
larger screws 


Crane 
For Handling and Setting Steel 


This new crane is primarily de- 
signed for handling and setting steel, 
handling piling, setting stone and 
other work requiring extreme versatil- 
ity as to boom position and line con- 
trol. It is known as Model 71, is 
crawler mounted and has a capacity 


of 40 tons. Unusual versatility is 
ivailable because four drums, including 
it worm boom hoist, which will care 
for any steel setting job. A’ special 


that can be lowered 


overhead 


folding gantry 


provides ample 
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clearance | 







CUT THIS BOLT? 


Ces 


The quickest way. the easiest way is with 
a Porter Clipper. If the bolt is in a hard 
to get at place, use a Porter Swivel Head 
model. If there is no “elbow room’, use 
a Porter Compact. A Porter Clipper will 
cut cold drawn screw stock. machinery 
steel. annealed tool steel and stainless 
iron. A Porter will stand up because it is 
Precision built of the best materials and 
engineered out of sixty years of special- 
ized experience in the making of this one 
kind of a tool. The proof of Porter eifi- 
ciency is in Porter performance. 


BOUT 


N ApY. 
MATIC pORTER 











Tells you the right 
tool for the job — tells about chain 
cutting. cable cutting, nut splitting, 
cutting cold drawn spring wire. etc. 
— tells you why since 
1880 Porter Cutters have 
set the standard of per- 



















formance and durability. 


H.K.PORTER, Inc. 


Everett Mass. 





35th YEAR 


PAY MORE-—GET MORE 
DO MORE 
with 
“STRAND” 
HIGH QUALITY MACHINES © 
GROUND ROTARY CUTTERS 











send for catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 
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THERE'S CONSTRUCTION THERE 
ARE DISTRIBUTORS NEARBY TO 
HELP LAYOUT AND SPEED WORK 


| One of a series of advertisements sponsored by 

| Engineering News-Record and Construction Methods | 
to remind readers of the important role the distribu- 
tor plays in the economics of construction. 


When new equipment or repair parts 
are needed out on the job, or supplies 
and materials run out, the contractor 
or engineer doesn’t have to shut down 
operations waiting for his home office 
or some distant manufacturer to get 
them to him. Usually repair parts and 
supplies are as near at hand as a local 
telephone call. Everywhere about the 
country, wherever construction jobs 
may break, there are distributors with 
adequate inventories to meet emer- 
gency or routine requirements. Also 
to help plan the job and contractor’s 
plant. 


Gor example... 
the Grand Rapids Water Line 


Here the contractors are laying 31 
miles of 46-in. steel and concrete pipe 
to bring Lake Michigan water to the 
furniture city. 


In the city of Grand Rapids and in 
nearby Kalamazoo, Lansing, Battle 
Creek and Muskegon these construc- 
tion men can call on more than a 
dozen distributors for equipment, 
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parts, materials and supplies to speed up the construc- 
tion calendar. All they have to do is consult the classi- 
fied telephone book and name their wants. 


These Western Michigan distributors serve more than 
their chosen or assigned territories; they serve con- 
struction men located anywhere in the United States 
who may be awarded contracts in this section of Mich- 
igan. Because of the vast distributor organization 
through which manufacturers sell, contractors can bid 
on jobs anywhere in the country confident that supply 
sources are close at hand. 


~ Have you ever given the distributor the opportu- 
nity to open up and show you what he can do to 
solve your problems and speed up the job? Next | 
time you get a contract try him out. He's listed in 
his classified telephone book under “contractor's 


| 
| 
equipment”. | 
Le - 











_ > «BRASS. BRONZE. EVERDUR. 
an Ae MONEL and STAINLESS 
nna BOLTS. nuts. screws, wash- 
{ae ers and other fastenings. Lit- 
opin tle screws, big bolts, studs, 
a = and every type of fastening 
* used by manufacturers of 

& (6! ‘a7 heavy equipment, chemical 
bret processers, boat builders, 

= — | utilities and other industries. 
2 wo 3600 ITEMS IN STOCK 

. ready for immediate 


awe ; 
2 eed By shipment. Almost every alloy 
a “}** —_ except iron and steel. 


SPECIALS 


rt (F¢ MADE PROMPTLY 

3 + «+ and economically. Plenty 
i— + of raw material and modern 
akg ae equipment. 
“ss SEND FOR CATALOG 
i}. tr) . containing 72 pages and 
et ee showing scores of illustra- 


tions in natural colors. data 
sheets and tables. Ask your 
logical source of supply, THE 
H. M. HARPER COMPANY 
2632 Fletcher St., Chicago. 


: t~, 





Made for Hard Service 


and Heavy Pressure 


Sherman 
CAST BRASS 
COUPLINGS 







MATT ITT 





Sherman 


Couplings 
are made to fully 
meet the severe re- 
quirements of indus- 


They 
heavy, 


trial service. 


are = extra 
extra strong, preci- 


sion made, and 


tested. 
Don't fake chances! 
Standardize on Sher- 
Cast 

Couplings. 


wT TIititr 
Beheve 





Brass 
Full 


range of sizes—for 


man 


0. 24—For 
team Hose. 
ermits 2 
lamps on 
Each End. 


steam, air, oil, water, 


Orvz 


and other liquids. 















S| 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 


when traveling under obstructions is 
necessary. Features such the 
cushion clutch, helical gear drive, ball 
or roller bearings on all high speed 
uniform 


as 


shafts, pressure swing 
clutches, and stearing with positive 


traction on both crawlers while turn- | 
as well as when going straight | 


ing 
ahead, are standard equipment. 
Northwest Engineering Co., Chicago, 
Ill.—MItvt Supp.ies, May 1940. 


Power Press 


Relieves Load On Large Presses 





Recently announced by the manu- 


facturer, is the new deep throat power 
press (No. 18-B) complete with motor 
and starter. This machine has an 
eighteen inch depth of throat and will 
punch 4-in, diameter hole through 16 
gauge. It is designed for the plant 
that has sheet punching and will 
relieve the large presses of a lot of 
jobs they are now doing. The machine 
| has wide application in stove plants, 


poultry equipment and sign manufac- 
turing plants—IW. A. Whitney Mfg. 
Co., Rockford, [ll—Muitt Supp ies, 
May 1940 


Clutch 
Eliminates Shocks 


Utilizing mercury to displace fric 


tion segments by centrifugal force, 
this new clutch permits a driving 
motor to gain speed before assuming 
load, and gradually picks up the load 
at full speed. Thus smaller motors 
may be used when starting under 
load. At present, 4 and 4}-in. diam- 
eter sizes are standard and will trans 

or up to 5 h.p. Other sizes 
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Your Customers 


‘Prefer This Torch 


| 
| 





to Any Other 


Of all Mechanic's 
Grade Torches on 
the market, this C & 
L Model 32A is by 
far the biggest 
seller. 

Why? Principally 
because it gives an 
intense blue flame 
from 7 inches long (when wide 
open) all the way down to smallest 
flame. The gas orifice cannot be 
jammed open and enlarged. The 
jet block gives maximum service; 
it can be renewed. 


Tank construction is extra-heavy. 
This tool is practically indestructi- 


ble. 


To be sure of customer-satisfac- 
tion—recommend the C & L 32A 
to all Torch customers. 


CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich 
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) Make Collis your headquarters 
for Sleeves, Sockets, Lathe 
> Centers, Drill Chuck Arbors, 
Drill Drifts, and Magic Type 
) Chucks and Collets. We are 
§ prepared to handle all regular 
> and special requirements of 
¢ your customers. Prompt service. 
( 

> 
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THE COLLIS COMPANY 
CLINTON, 


IOWA 
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Distributors Sell 


SYVTRON 





7 | 
Electric Hammers | 


With Confidence 


Sure of Customer Satisfaction 

..safe in knowing their sub- 
stantial profit is not going to 
be eaten up by expensive serv- 
ice trips and adjustments. 


The SYNTRON Hammer Franchise 
also includes: 

A Complete Line of highest 
Quality Electrical Saws 
And a Complete Line of both 
Internal and External Concrete 
Vibrators 


SYNTRON COMPANY, 


900 Lexington Ave. Homer City, Pa. 








KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


c= is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the Interests of the supply 
business. It has been a constructive 
force in the devalopment of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City | 


! 











| are available on Specification. 


four principal parts 
driven 
clutch 


ing, the 


drum, the segments 


mercury, the latter being introduced 


or removed through filler hole 
loads and other shocks are not trans 
mitted through the clutch to the prime 
mover, the capacity of the clutch lim 


iting the torque 
tical or horizontal position. 
Clutch Corp., 
Suppiies, May 1940. 


Reversible Wrench 


Springless Driving Unit 


This new reversible wrencl 
nated as CP 365-R, employs 


rotary motor which is simple in de 


comprise the 
clutch: the driving member or hous- 
member or 





transmitted. 
unit operates equally well in 


Vassillon, Q. 
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Only | 


W IREGRIP 


inner 
and the 


B oth WIREGRIP Belt Hooks and 

| STEELGRIP Belt Lacing from 1 

| reliable manufacturer 

| Now you can buy all your belt fastening needs 
from one source: 
WIREGRIP Belt Hooks come with patented blue 
aligning cards that hold hooks securely in 
place—even | or 2 hook card ends are usable. 
Applied with a WIREGRIP or any other stand- 
ard lacer, STEELGRIP Flexible Steel Lacing that 

| can be applied to any belt in a few minutes 

with a hammer, that has sharp correctly formed 

teeth that penetrate any belt easily and clinch 

into a smooth “‘humpless" joint. 

Round Belt Hooks and couplings, lacers 

and lacing machines and a new Universal 

Belt Cutter. 


Order all your belt lacing 
needs from this one com- \N 
plete line. Save on freight, 
clerical and handling costs. 
Write for Catalog No. 10 





s. Over- | ARMSTRONG-BRAY & C0. 
“The Belt Lacing Peopte’’ 
310 N. Loomis St. 
Chicago, U. S. A. 
The 
a ver 
Vercur\ 


Miu 


STEELGRIP 





The CALDER 


offers everything... 





- « «+ to insure better wheel 
performance for your customers 


All Calder cutters are milled from high car- 
bon strip steel and heat treated throughout. 
This means uniform, sharp, precision-cutting 
teeth for uniform dressing. Each part is 
hardened to withstand tough service and all 
parts can be quickly and easily dissembled 
for replacement. Lubrication is provided 
through the end screws. 


The "Calder" gives longer, better service than 
ordinary grinding wheel dressers, and offers 
your customers greater economy in keeping 
wheels in prime condition, 


Ask for details NOW! 


Ti 
1, desig 


a slow 


CALDE MFG. 632 WN. Prince St. 
CO. Lancaster, Pa. 











ORDERS Mean 
SALES and 
SALES Mean More 
ORDERS for 


CAR MOVERS 


POWER KING 


Thousands of industrials are already using 


BADGER Car Movers. With the current 
upswing in business, they're going to 
need more and more car movers. They 
will buy BADGER Car Movers because 
they know they are easy to handle, 
possess speed, power. and durability. 


Every plant with a siding is a potential 
source for Badger Car Mover orders. 
Don't pass them by! And be sure you 
have enough Badger Car Movers in stock. 


The Advance Car Mover Co., Inc. 


Appleton Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 




















KX G EPS 


Ball Bearing 
LOOSE PULLEYS 


TWO-FOLD 
PROFITS ... 
SAVINGS FOR USERS .. . 
CONSISTENT GOOD BUSINESS 
FOR DISTRIBUTORS 












For use with countershaf friction cluteche mule 
stand idlers, and belt tightener simple con 
ru m— dusts f bearings no attention neces- 
ary, lubricant needs changing only 4 or 6 times 
& year-—saves on ollin tin and on cost of 
lubricants —save on power and time losses, and 
lacements Prompt ervice m orders You 

ab noney on Daggett Ball Rearing Loose Pu 

Ask about our distribu ter! 








CHICAGO PULLEY G&G 
Ts et Oe Ok Oe 


21 N. Des Plaines St CHICACC, ILL 
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sign and efficient in operation. The 
wrench has no gears or resilient mem- 
ber in the driving unit. Light in 
weight and short overall length, it 
is extremely easy to handle. Particu- 
larly useful in refineries, railroad 
shops, structural work, ship- 
building, ete.—Chicago Pneumatic 
Tool Co., New Y ork, N. Y —MILL 
Suppties, May 1940. 


steel 


Eyeshield 
Fits In Vest Pocket 





A new type of eyeshield character- 


lightness, comfort and low 
cost, is recommended particularly for 
workmen engaged in buffing, polishing 
and light grinding operations, wood- 
working, and for helpers around spot- 
Hash and gun welding machines. The 
shield fits the face snugly and ecom- 


ized by 


fortably, provides complete eve pro- 
tection, does not interfere with pre- 
Wide vision in all 
directions is afforded through 
of flexible shatterproof Plastacele. 
ventilation is provided — through 
The shield folds 


scription glasses, 


lenses 


screened grommets. 
flat, fits the vest pocket.—Jackson 
Electrode Holder Co., Detroit, Mich. 
Mitt Surpiies, May 1940, 


Traps 


For Draining Compressed Air Lines 





Compressed air purifiers, separators 
and receivers should be drained auto- 
matically because the efficiency of the 
equipment depends upon the complete 
and instant removal of all condensate. 


Phe closed float type of trap, No. 
23-AC, is recommended on com- 
pressed air service under pressures 
0 to 125-lbs. It is convenient to in- 


MILL SUPPLIES @ MAY, 1940 








This ad in Mill & Factory will help you 
BEFORE YOU BUY 


Cling-Surface 
Belt Treatment 
See why it’s Profitable 





Ask your Supply Salesman to show 
you this Cling-Surface sales ‘‘Demon- 
strator.’’ It proves the money-value 
of Cling-Surface in saving belts. Trial 


tube and literature sent on request. (3) 


CLING-SURFACE CO. 


44 Years Saving Belts and Power 


1024 NIAGARA ST., BUFFALO, N.Y. 











DISTRIBUTORS 


@ Are you troubled by difficult 
sales problems? 


@ Are you carrying the most up- 
to-date line? 


® Do you know WHO to Sell and 
How to Sell Them? 


Mill Supplies answers these 
questions and more every 
issue. 


ee ee 
The magazine for 


Distributors and 
their Salesmen 


MILL SUPPLIES 








330 W. 42nd St. New York City 
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‘ SOLDERS 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





© The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


Bar, Triangular, Meter and Drop 
Solders. 


Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 
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4833 So. Campbell Ave., Chicago, Ill. | 








ECONOMY 
PRODUCTS 


LARGE STOCKS — 
PROMPT SERVICE... 
SALES VOLUME AND 
INCOME 


GOOD 


a 


ECONOMY HOLLOW SET SCREWS 








ECONOMY SOCKET HEAD CAP SCREWS 


We carry large complete stocks at all 
times for immediate delivery. Prod- 
ucts are packed in neat packages or 
bulk to suit your convenience. Screws 
are available in brass, bronze, stain- 
less steel, etc. Our full line includes 
Hollow Set Screws, Socket Head Set 
Screws, and Headless Set Screws. We 
can also handle special orders on 
screw machine products. Try us on 
your next orders—your profit margin 
is good too! 


ECONOMY MACHINE PRODUCTS CO. 


5200 LAWRENCE AVE. CHICAGO 











| bearing hole or a suitable adaptor, of 


stall because of the straightline, hori- | 
zontal pipe connections into body of | 
the trap. All working parts are re- 

movable by simply lifting off the | 
cover without breaking the inlet and | 


Bika: 
outlet pipe connections. This trap | 
never needs priming or filling with | 

ce hl . . | 
water by hand. The valve in this | 


trap opens outward, above the seat— | 
in the same direction as the outgoing 
flow of condensate—and for this rea- 
son a much larger orifice can be 
used which will promote a free flow 


the compressed air, without choking | 
up the trap—Wright Austin Co., 
Detroit, Mich —Mitv Suppries, May 
1940. 


| 

| 

| 

| 

of cold gummy oil in the water from | 
| 


Automatic Lubricator 


Cups 





FOR SAFETY SAKE— 


DIETZ 


| 
| To Replace Grease Fittings and Oil | 
| 


RED GLOBE LANTERNS 


FLEXIBLE 
BALL™ 
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NIPPLE 


Continuous feeding of lubricant to 
its bearing, regardless of viscosity or 
temperature changes, is claimed for 
this new automatic lubricator, It is 
intended for replacement of grease 
fittings or oil cups on vehicles and 
machinery of all kinds as well as for 
original equipment. The lubricator 
is essentially a spherical steel shell 
with a grease fitting and a }-in. pipe 
thread connection for insertion in the 


which several patterns are available. 
Inside the steel shell there is a hollow 
Neoprene ball and an outlet channel 
that prevents the ball from clogging 
the outlet. — Simplex Mfg. Co., 
Detroit, Mich. Mitt Supplies, 
May 1940. 


Floor Dye 
Protects, Preserves Floors 


This material is a pigmented resin 
which will penetrate concrete floors 
without injuring them and will also 


preserve wood floors. The first coat 
of Colorflex penetrates, and the second 
coat) presents a hard, enamel-like 





| You, as well as your customers, MUST be 
| sure that night signals fully warn and pro- 
tect BOTH vehicular and pedestrian traffic. 
There must be no failure. 


Sell Safety—Sell DIETZ 


aun R.E. DIETZ COMPANY 
MEW vornk Paik 


| Also Makers of DIETZ ROAD TORCHES, FLARES 














finish, which will withstand industrial 
traffic, and cure dusting concrete. This | 


product may be used on exterior or | 
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THESE PRODUCTS ARE 


known by the 
customers 


they keey2 





Because Victor Belting is 
stronger, more durable, and 
thoroughly dependable, your 
customers will ask for and buy 
Victor Products... and stay 
sold on their performance and 
low over-all cost. 


So when you need balata 
or textile belting for trans- 
mission, ‘conveying, or ele- 
vating, order from Victor's 
“most complete line of textile 
belting in the country.’ 


V Te ce)’ BALATA & TEXTILE 
BELTING COMPANY 

53 Park Place 

345 West Hubbard Street 





New York 
Chicago 


FACTORY: Easton, Pennsylvania 
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CLEMENTS 


CADILLAC 


Combination Portable Electric 


BLOWERS & SUCTION CLEANERS 


SELL EASILY because they have a 
reputation for superior performance. The 
2 speed Cadillac presents new big sales 
opportunities. Our Trade Magazine ad- 
vertising stimulates buying interest. 


THEY PLEASE because they solve in- 
dustrial cleaning problems and give long 
trouble-free service. 











MADE IN 5 
GUARANTEED 
MODELS 


WRITE reaev 


SALES PLAN 
AND DESCRIPTIVE 
CIRCULAR 
CLEMENTS MFG. CO. 
6656 S. Narragansett Ave., Chicago 














NEVERBREAK 
CHROME BELT LACING 


HIGH TENSILE STRENGTH .. 
GREAT HEAT RESISTANCE .. 
MANY SALES OPPORTUNITIES 


Neverbreak is a versatile 
chrome lacing that can build 
good profits for you. It meets 
practically any shop need efli- 
ciently, therefore, it is not 
necessary to carry large stocks 
of different kinds. Its high ten- 
sile strength and great heat re- 
sistance make it adaptable for 
many other special leather jobs 

let us tell you more of its 
possibilities — get information 
also on our leather aprons, 
shoe laces, and special items. 











CALIFORNIA TANNING CO. 


1905-7-9 Shenandoah Ave., St. Louis, Mo. 


purpose for which it is to be 


the pertormance to In 
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interior floors, wood or concrete. It 
is weather and sun-resistant, and is 
available in battleship gray, emerald 
green, linoleum brown and tile red.— 
Flexrock Co., Philadelphia, Pa.— 
Mit. Suppries, May 1940, 


Small Truck 


Operates In Cramped Areas 





Its ability to make a complete turn 
in a 46-in. radius qualifies the new 
“Cen-trol” 


the factory. It passes through doors 


45-ft. high, plant aisles 48-in. wide, | 


turns completely around inside a box- 
car, and travels under load on plant 
elevators and up ramps. The truck 
is equipped with forks and transports 
2000-lb. loads on pallets or skids. 

Ellwell-Parker Electric Co., Cleve 
land, O.—Mitt Supreries, May 1940. 


Sales el 


— its 


l se hatiuates 





LEATHER PRODUCTS —Jhiree new cat- 


alogs have been prepared on leather 


| 
| belting, packings and textile leathers. 
In ei ich, the information is condensed, 


abulated and arranged for easy refer- 


ence. For ench type of product, the 


lescription is given in terms of the 
elected, 
¢ xpected, ope 1 
iting characteristics responsible for 
hat performance and the methods of 
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power industrial truck to | TT a 
perate in cramped areas throughout | “HAND ZZVER METAL PUNGHES 
‘ ~ or Pog Tare Say oo 


[PORTABLE HAND ZENZA 








50,000 USERS 
CAN'T BE 
jy WRONG.. 


you 
TAKE NO 
CHANCES 
WHEN 





1 
WHITNEY ouxcucs 
PUNCHES 
Whitney Hand Lever Punches are the best 
known and most universally used on the 
market today. They are the first to make 
possible both punching and notching in one 
too. The list of users grows constantly and 
they are as one man in asserting their con- 
fidence in our claims that there's a Whitney 
Punch to do any job neater—quicker—better. 
Our booklet will give you pertinent facts— 

send for it today! 








ARX 


ROCKFORD ILLINOIS 











“FOR DISTRIBUTORS 
| AND THEIR SALESMEN” 


The keynote of our 
editorial policy, the 
above has been our by- 
word since our begin- 
ning. Now in our 30th 
year, we hope to con- 
tinue serving the dis- 
tributor as faithfully 


as we have in the past. 


MILL SUPPLIES 


A McGraw-Hill Publication 
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Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 








syAy mB) @) » 
sai GRINDERS 


Built for Heavy 
Production Service 








BALDOR De Luxe Grinder N 
7'*xI"' ALOXITE WHEELS made by 
borundum Cc Vo H.P. heavy 
ball-bearing motor. 3400 r é 
Sing 3-Phase. é 

f 


> oF Heavy shaft. Ey 
shields, Guards and too 
light. | YEAR GUARANTEE $45.00 
Write for bulletins on complete line 


BALDOR ELECTRIC CO. 


(Electrical Manufacturers for 20 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 












BALDOR GRINDERS 






manufacture which provide those char- 


acteristics. \ll this information is 
arranged particularly for the conven 
lence of the distributes Hesmman in 


customer pr k 


requirements 
Ing the 24-page catal Wy 


' sn 


helping the out the best 


product tor his In print 
on Graton & 
the 12-page 
catalog on Spartan Packings, the 8- 
page catalog on Graton & Knight Tex 
tile Leathers, provision was made for 


Knight Leather 


B leis 
CILING, 


use im salesmen’s binders, and they 


ire flexible in the method of binding 


permitted.—Graion & Knight, Wo 
cester, Mass. 
WIRE ROPE CLIP—A colorful 4-page 


folder fully describes the new “Safety” 
clip recently placed on the market. A 
feature of this is the graphic illustra 
tions of the severe competitive tests 
to which the clip was subjected by the 
manufacturer in proving its safety 
claims.—Thomas Laughlin Co., Port 
land, Maine. 


V-BELTS —Catalog 70-A new 
belt ratings which permit more pre- 
cise and economical selection of V- 
Drives. It is prepared in simplified 
form and requires but a fraction of the 
time to figure the correct belt and 
combination from the data 
shown, as former 
This simplified form elini 
nates complex mathematics and intri 
cate engineering computation,—T/e 
Medart Co., St. Louis, Mo 


shows 


sheave 
compared to 
methods, 


STEEL VALVES —Bulletin No. 5-700 i 
an attractive 40-page booklet covering 
Hancock steel valves. It 
complete dimensions of all 
valves, and also material specifications 


contains 


types of 


of all metals used in the valves. In 
addition, the bulletin 
reproducing in full the A.S.M.E. 
Service rating tables. — Manning, 
Maxwell & Moore, Inc., Hlancock 
Valve Div., Bridgeport, Conn, 


contains pages 


PORTABLE ELECTRIC TOOLS The 
organization behind Skilsaw _ tools, 
manufacturing practices and outline of 
the many practical uses for these tools 
make up the editorial pages of catalog 
No. 41, \ separate price list accom 
panies this well planned 52 page book 
let, and gives consumer prices on all 
Skilsaw tools and their accessories.- 


Skilsaw Inc., Chicago, Ill—May 1940 


V-BELT DRIVE DESIGN—In « 
catalog fractional 
power V-belt design, explanation is 
made of the problems of selecting a V- 
drive using stock belts in 
understandable that a 

without professional 
training can 
follow the 
Nine separate steps by which 


24 page 


section on horse- 


in terms so 
purchaser or 
operator engi 
neering comprehend 
them, and 


by step. 


problems step 


the selection of a V-belt drive may be | 
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60% THIC R 
E E 


KE 
THE CENT 


Cross Section, Taken at 
Frog, Shows Thicker 
| Center Section Which Ex- 
tends from 
Cutting 
Edge to Top 
of Socket. 






A HOG 
FOR WORK 


Replace 24 Different 


Types and Grades with 
ONE RAZOR -BACK 


Longer lived than a Solid Shank 
Shovel, light as a Hollow-Back, 
correct lift without 


weakness of 


Strap-Back weld. Smoother than 


polished blades, stronger than “A” 
grade, priced to sell against “C” 
grade. Every shovel guaranteed in 
writing. Get details. 


THE UNION FORK & HOE CO. 
Columbus, Ohio 


Makers of 


Quality Tools for -Over 40 Years 


ATLAS 


GIVES YOU ALL 
POINTS TO SELL.. 


1. SPEED 

2. POWER 

3. EFFICIENCY 

4. DEPENDABILITY 














| Because Atlas performs on a “compound 
leverage” principle (be sure and get the 

| details) —in addition the materials used all 

thru the Atlas are right for the job. Find 

| out about this complete profit-producing 
line—write for latest bulletin. 





APPLETON-ATLAS CAR MOVER CORP. 


Formerly Appleton Car Mover Co., 
Appleton, Wis. 
2947 N. 30th Street Milwaukee, Wis. 
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TO GIVE 
KEENNESS 


Jobbers who replace their 
hand cut or mill cut 
rotary file line with 
SEVERANCE MIDGET MILLING 
CUTTERS hold their customers 


WHY? 


They cut 50°, faster. 

Dollar buys 100°, more. 

Last 400°, longer. 

Made by the ORIGINATOR of 
“GROUND from the Solid" 
H.S. Rotary Files. 

Deliveries from the 
largest stock. 

Engineering assistance on spe- 
cial jobs. 












world's 


Write for our proposal with or 
without stock. 


SEVERANCE TOOL MFG. COMPANY 
1500 E. GENESEE AVE. 
SAGINAW, MICH. 








ee 
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. your counter this attractive dis- 
play sells these fast moving GRAND 
Door Holders ... a necessity in every 
factory, plant, office and home. 


Let this “Silent Salesman” do your extra 
work — introduce the GRAND line, dem- 
onstrate the GRAND patented holding 
mechanisms, and then sell GRAND Door 
Holders to every prospect that comes 
into your supply house. 


Don't miss this opportunity— 
read our offer below. 


GRAND SPECIALTIES CO. 
3108 W. Grand Ave. Chicago, Ill. 


Manufacturers Since 1921 


£650 all-metal display fur- 
nished absolutely free for the 
price of the merchandise at- 
tached. Only brings 
you this attractive display 
and $13.00 worth of resale 
merchandise—and it's return - 


FREE 


ays 

Send in your order today or 
write for catalog showing 
complete line. 
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made are clearly explained, and with 
each step an example is given. Fol- 
lowing this exposition of the V-belt 
selection problem comes a discussion 
of V-belt practice, including such sub- 
jects as take up, slack off, tension 
idlers, effect of oil, effects of fumes 
and gases, moisture, dust, and temper- 
ature, guards or shields, use of belt 
dressing, storage, riding position of 
belt, and installation. Conversion of 
belt numbers and standard fractional 
horsepower V-belt pulley groove tops 
widths are also given—The B. F. 
Goodrich Co., Akron, O. 


ELECTRIC LANTERNS — New bulletin 
on electric lanterns now available. It 
describes the many industrial applica- 
tions for these lanterns and gives de- 
tailed information on the construction 
features of the various types which are 
illustrated. —Justrite Manufacturing 
Co., Chicago. 


VALVES, FITTINGS and TOOLS — The 
complete line of Imperial valves, fit- 
tings and tools for refrigeration and 
air conditioning is shown in this new 
32-page catalog. A new line of pre- 
cision wrought copper fittings, many 
new flaring and bending tools, new 
inner and outer reamer, new capacity 
booster, coil spacer and support, by- 
pass tool, and many other items are 
included in the booklet. A large num- 
ber of price changes are also incorpo- 
rated.—I/ mperal Brass Mfg. Co., Chi- 
cago, Til. 


HEAVY DUTY STEAM TRAPS — High 
pressure trap for application to con- 
densate drainage of steam lines, coils, 
separators, and for conditions involv- 


ing relatively high drainage rates. 
Typical hook-ups are shown. Capaci- 


ties, design and price information are 
tabulated in Bulletin No. 2850—Coch- 
rane Corp., Philadelphia, Pa. 


RECTIFIER BULLETIN — Bulletin No. 
B-6064 describes and illustrates stand- 
ard multi-anode rectifiers and provides 
information on the recently announced 
“Excitron” single-anode rectifiers par- 
ticularly suited for the lower voltage 
and applications from 250 to 300 volts. 
In addition to outlining the numerous 
advantages of this type of conversion 
equipment, it includes many shop and 
installation views, sections and per- 
formance data.—-Allis-Chalmers Mfg. 
Co., Milwaukee, Wisc. 


PHILOSOPHY IN BUSINESS — Pub- 
lished in the belief that there is 
more to business than just selling 
goods, a 64-page book reviews selected 
editorials from “Link-Belt News”, 
monthly publication which circulates 
throughout industries to the extent of 
about 130,000 names each month.— 
Link-Belt Co., Chicago, Ill. 
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REACH OUT... 


for MORE BUSINESS 





A Sample Order for This Cesco No. 535 


CHIPPERS GOGGLE 
Can Generate QUICK REPEAT SALES! 


% Make this Cesco No. 535 Chippers Gog- 
gle a suggestive item when calling on 
plants where caulking, chipping, grinding, 
riveting and similar operations are per- 
formed. 

Because it is cool, comfortable and af- 
fords PLUS PROTECTION—you can count 
on HEAVY REPEAT SALES and BIG 
PROFITS. 


Has innumerable general utility applica- 
tions. For complete details of superior 
features and special discounts, write 


CHICAGO EYE SHIELD CO. 


2329 Warren Bivd. Chicago, Ill. 














ORDER from OTTEMILLER 





and you'll REORDER 





High quality 
1s apparent with the 
initial use. .... 


OTTEMILLER screw machine parts quickly 
fers their superiority when used in assem- 
ling machinery. You can readily demon- 
Strate to your customers the accuracy and 
uniformity of OTTEMILLER products by 
the easy way they screw into a tapped hole 
and their entire freedom from wobble or 
binding. 

That's the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command their share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs. It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER CO. 


YORK, PA. 
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Starrett Co., L. S. Inside Back C 
Stow Mfg. Co. 

Strand & Co., N. A 

Strong, Carlisle & Hammond Co. 
Syntron Co. 


Taylor Chain Co., S. G. 
Templeton, Kenly & Co. 

Thermoid Co. ; 

Toledo Pipe Thscading Maahine Co. 


Union Fork & Hoe Co. 

U. S. Electrical Tool Co. 

U. S. Steel Corp. 
Upson-Walton Co. 

Utica Drop Forge & Tool Conn: 


Valley Electric Corp. 
Victor Balata & Textile Belting Co. 
Victor Electric Products Co. 
Victor Saw Works, Inc. 
Vincent Steel Process Co. 
Vogt Machine Co., Henry 

‘ 


Wall Rope Works, Inc. 
Weinberg & McKee Co. 
Wells Mfg. Corp... Py 
Whitney Mfg. Co., W. A. 
Williams & Company, J. H. 
Winter Bros. Co... 

Wood's Sons Co., T. B. 


Wright Mfg. Div., of American 
Chain & Cable Co., Inc. 


Yale & Towne Mfg. Co.. 64, 


Yarnall-Waring Co. 
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backfires 


The Manager’s Page... a meeting ground for discussion of problems 


common to distributors and manufacturers . . . seeking to dispel 


the fog of misunderstanding which may exist between the two 








Bosses on small orders hit distributer and manu- 
facturer alike. In the following letter, Bob Hamilton, 
Sales Manager, The Dumore Company, suggests a 
solution, 

“As a manufacturer we are both a buyer and a 
seller, much the same as a distributor is a buyer and 
a seller. We purchase raw materials for the manu- 
facture of our products and in turn we sell the finished 
product both in units and in parts. 

“A comprehensive study was recently made by our 
organization and we found that a certain percentage 
of orders received were for parts whose list price was 
considerably less than a dollar. These prices are all 
subject to a stocking jobbers’ discount so our profit 
on each item amounts to but a penny or two. 

‘A close analysis will show that the handling of 
such orders far exceeds the list price of the item. In 
many cases the cost is three to five times as much as 
the actual list price. 


@ “Bearing this in mind my company issued a bulletin 
to all of its distributors saying that there would be 
a minimum charge of one dollar for the handling of 
small orders. The same information is also being 
printed on our repair parts price lists so that the ulti- 
mate consumer will be notified. 

“Naturally some repercussions have resulted. Dis- 
tributors are fearfu: that they will lose customers if 
they have to charge a minimum figure. 

“But now speaking as a buyer of repair parts 
rather than a seller of parts, | wonder how many good 
customers a distributor will lose. I think a good cus- 
tomer is a reasonable customer, and a_ reasonable 
customer is one who tries to understand the cost of 
doing business. 


@“ it should not be too difficult to make a purchaser 
understand the cost of handling small orders. True, 
it is a service that customers like to have, but on the 
other hand, if small orders do not absorb the cost of 
handling, then it will be necessary of course to have 
the larger orders stand more than their share of doing 


business and naturally it will be the larger orders 
that will increase in price. 

“To me there is only one solution and that is a 
little planned buying and selling. 

“When a customer calls a distributor for a small 
part, wouldn’t it be logical for the distributor to check 
into the matter and see if he cannot use a lubricant, 
another belt, or another this or that part, or perhaps 
he could buy some belt dressing material or belt 
lacing, or his shop could use another half dozen light 
bulbs, anything to get that customer to increase the 
size of his order? 

“Then when the order is sent in to the manufacturer 
couldn’t he check into the matter and see if there are 
any other parts, accessories or units that will be re- 
quired ? 


“An interesting case of not applying this idea hap- 
pened the other day when we received three orders 
from the same distributor. Each of these orders were 
for small parts, and all three came in the same mail. 
Because they carried different order numbers we had 
to show different invoices, and handle them as three 
separate orders. 

“Frankly, [ dislike minimum billing amounts and I 
think that if everyone involved would try and do a 
little selling job and think their buying and selling 
through a little more carefully, that this much dis- 
cussed subject could be eliminated. 

“Tt is a problem that faces all of us and will continue 
to stare us down if we do not take steps to correct 
it. It is a condition which has grown in the entire 
industry, and although it may be predicated on service, 
service cannot continue to be given unless somebody 
pays for it—and who pays—both the supplier, the 
customer and the manufacturer.” 

Perhaps Bob is approaching this controversial sub- 
iect in the only workable manner—perhaps not. Re- 
gardless, we'll be glad to publish other views on the 
same subject or on other subjects pertinent to the mill 
supply field. 

Jim CHANNON 
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